


Now attic fans can be as easily installed as other appliances you 
handle. Hunter's compact new Package Fan makes this possible. Fan, 
motor and suction box are all in one unit that requires only 4 ceiling 
opening in hallway and less than 18” clearance in attic. Fan rests 
on attic floor; shutter and trim cover ceiling opening. No odds-and- 
ends to handle, no “extras” tO build. Four models, ranging from 


=) CEM to 9500 CEM, to fit any home size. 


Cool comfort at tou cnet 





The new Hunter Package Fan is a complete home-cooling system 

low in initial cost and e onomical to operate. It pulls in cool, invig- 
orating breezes and drives out stale, humid air. No other small in- 
vestment gives home owners SO much comtort and pleasure. Quiet, 
trouble-free operation is assured by Hunter's 65-year fan experience. 


Fan guaranteed 5 years; motor and shutter, 1 year. 


Contact your Hunter pistributor oF 
write us for catalog and prices 
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Type EFU—First and still finest Explosion-Proof 
Fivorescent Lighting Fixture. Available 

for two 40 Watt, 48” lamps or 

two 100 Watt, 60” lamps. 

_ Pat. No. 2,393,202 


Industrialite High Meunt- 
ing Fixture—For railroad 
yords, steel! mills, round 
houses—any industrial 
plant calling for a ruggedly 
built, high-mounted 
lighting fixture, 


BETTER LIGHT | 
jo: BIGGER jue 
PRODUCTION me epamn 


rust-resisting iron and fin- 
ished with three coats of 
baked porcelain enamel. 
Sectionalized construction 
permits easy installation, 
convenient servicing, 


Stocklite—Provides 
perfect illumination for 
shelves and bins in 
stock rooms. 


Fewer rejections .. . greater safety . . . better employee relations . . . 
increased efficiency to meet defense demands—these are the immediate 
returns on an investment in good industrial lighting. 

Appleton Industrial Lighting Equipment is precision-designed to 
provide good light—the right light, without uncomfortable glare, troublesome | 
contrast or shadow. Expert engineering, unequalled manufacturing 
facilities and nearly a half century of experience are combined in each 
Appleton fixture to provide maximum efficiency at minimum installation, 
service and operating expense. 

Appleton Lighting Fixtures are made to suit every industrial 
requirement—including hazardous locations—whether indoors or out. For 
the finest illuminating equipment or expert assistance on any lighting 
problem, contact Appleton—Standard for Better Lighting. 


APPLETON LIGHTING EQUIPMENT 


Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 


1754 WELLINGTON AVENUE ° CHICAGO 13, ILLINOIS 
Branch Offices: NEW YORK, 50 Church St. « DETROIT, 3049 E. Grand Bivd. » CLEVELAND, 1836 Euclid Avenve « SAN FRANCISCO, 655 Minne St. « ST. LOUIS, 227 
Frisco Bidg. « LOS ANGELES, 100 N. Santa Fe Avenve « ATLANTA, 724 Boulevard, N.E. « BIRMINGHAM, 429 Brown-Marx Bidg. « MINNEAPOLIS, 305 Fifth Se. S. 
PITTSBURGH, 414 Bessemer Bidg. « BALTIMORE, 100 East Pleasant, St. ¢ BOSTON, 10 High Street « DENVER, 1921 Blake Street « PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway « HOUSTON, 709 M. & M. Bidg. «© HAVANA, Cuba, Malecon No. 9. 
Resident Representatives: Binghamton, Dallas, indianapolis, Kansas City, Orlando, Milwaukee, New Orleans , Seattle, Portland, Ore. 
Export Representatives: international Standard Electric Corp., 67 Broad St., New York 4, N. Y. 
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ARMORTITE CABLE 


-.-for proved security in underground circuits 


It makes no difference what type of ground you bury 
Hazard Armortite Cable in. For, although it is low 
in cost, light in weight and requires no expensive 
ducts, Armortite has built-in protection for long life 
in any type of location. 


Moisture-proof Hazard Watertite Submarine insula- 
tion safeguards the conductors electrically ...Oko- 
bestoprene Tape over the insulation (instead of braid) 
makes a tight seal, which prevents wicking-in of 
moisture, protects against chemical action and assures 
permanent circuit identification. Finally, tough 
leather-like Armortite tapes, a special plastic sealing 
compound and saturated jute coverings give addi- 
tional protection against moisture, mechanical dam- 
age and other potential enemies of cable that is 
buried direct in the soil. Extremely high impact re- 


sistance ‘is one of the outstanding characteristics of 
Hazard Armortite Cable. 


Armortite Cable has been setting records for long, 
trouble-free service for over twenty years. This spe- 
cially developed underground cable is also extremely 
easy to handle, splice and terminate, offering im- 
portant installation economies. Consider all the 
money-saving features of Armortite before you install 
underground circuits. For complete information, 
write to Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 


RECOMMENDED FOR: 
AIRPORT LIGHTING © OPEN AIR THEATRE LIGHTING 
STREET LIGHTING ¢ ATHLETIC FIELD LIGHTING 
HIGHWAY LIGHTING e POWER FEEDERS BETWEEN BUILDINGS 
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the CONDULET and rigid conduit 
method gives you maximum 


PROTECTION 


and 


SAFETY 


in concealed work 


When you plan a job of concealed 
electrical wiring, every factor that has a 
bearing on the kind of service it will give 
throughout the life of the installation 
should be carefully considered. 


*®CONDULETS are made only by CROUSE-HINDS 
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ECONOMY ... Add up the material and the instc lation 
costs and you will find that Condulets and rigid conduit com- 
pare favorably with other wiring methods. Then consider 
the other advantages and you will find that Condulet and 
rigid conduit is the really economical method that pays extra 
dividends over the years. 


GROUND CONTINUITY is of vital importance in 
concealed work because any joint that isn't tight in the begin- 
ning makes a high resistance point and after the concrete 
has been poured there is never any way to locate and correct 
the faulty condition. CONDULETS, with their taper threaded 
hubs, and rigid conduit with its tapered threads make a secure 
joint that provides a reliable and permanent low resistance 
path to ground. This SAFETY feature affords maximum 
PROTECTION against personal injury and fire. 


CORROSION RESISTING ... Cast Feraloy Con- 
dulets offer the best PROTECTION wherever moisture, dust, or 
corrosive atmospheres are present. This quality is very im- 
portant in concealed work because corrosive tendencies are 
greatest where there is a change of medium, as at the point 
between the floor or wall and the air. 


FLEXIBILITY . -. . In concealed work Condulets with 
blank covers can be placed at strategic locations to provide 
future outlets to meet changing conditions. 


SECURE ATTACHMENT OF DEVICES... 
The mounting holes in CONDULETS are drilled and tapped 
in the cast metal body — no weak mounting ears to twist off. 
All devices are FIRMLY attached. 


QUALITY ... For more than forty-five years CONDULETS, 
made only by CROUSE-HINDS, have been the standard of 
quality, built from the finest materials, with painstaking care, 
by skilled craftsmen. 


VARIETY ... There are thousands of types and sizes of 
CONDULETS, plugs and receptacles, and lighting fixtures 
including a complete explosion-proof and dust-tight line for 
use in hazardous locations. 


On your next job of concealed work, plan to get all of the 
benefits of sturdy Cast Feraloy CONDULETS and rigid conduit. 
Send for additional information on modern CONDULET in- 
stallation. 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Offices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas 
Denver — Detroit — Houston — Indianapolis — Kansas = — Los Angeles — Milwaukee 
Minneapolis — New York — Philadelphia — Pittsburgh — Portland, Ore. — Salt Lake City 
San Francisco — Seattle —St. Louis — Washington. Resident Representatives: Albany 
Atlanta — Baltimore — Chariotte — New Orleans — Richmond. Va 
CROUSE-HINDS COMPANY OF CANADA, LTD.. TORONTO. ONT 
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: / GUA Series Explosion-Proof Condulets 
; i with lugs for nailing to concrete forms. 
z 


Type EHS 
Explosion-Proof 
Switch Condulet 

in a hollow tile wall 


Type AD Watertight 


Condulets for flush 
| mounting in 
oe floors or walls. 


Type FJC Condulets 
for floor outlets. 
Covers can be 
GRF Series drilled and tapped. 
Condulets with ——— 
slotted nailing ; 
lugs. 


£: 


SK Series Condulets 
with nailing lugs. 
For.wal's, floors or 
sidewalks. Have 
flush cover screws, 


HM PR Type SKC Condulet and 
Distribution Type EY Large Radius “‘Y” 

Through Electrical installed in concrete. 
Wholesalers 
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SPECIFY DAY-BRITE WITH CONFIDENCE 


INSTALL DAY-BRITE WITH CONFIDENCE 


DAY-BRITE QUALITY 
MEANS NO WORRIES 


TT HAPPENS INVARIABLY. You're uneasy abour | = 
fixture “X.” Its ballast is questionable. In several THE NEW DAY-BRITE “LUVEX” SLIMLINE FIXTURES 
places, construction is skimpy. Burt, maybe- All-metal, shielded, for two 96” T-12 Slimline 


lamps . . . continuous or unit installations . . . sus- 


t maybe—this time you'll be lucky. You go pension mounting only. 





ad with fixture “X. ere CHASSIS ENCLOSURE 


a SURE ENOUGH ... the temperamental fix- Rigidly engineered — no sagcing Enclosure and louvers completely 
i , ’ —no flexing. Finished in HOT interlocked at all points, resulting 
e skyrockets installation time. Your profits BONDED SUPER WHITE enamel! in a rigid, one-piece unit. Finished 
indie to a whisper. Then, add an irate cus- Instant-starting HPF, 430 milliam in HOT BONDED SUPER WHITE 
: : pere ballasts. Bushed openings in enamel. Amazingly simple, low-cost 

er... time and money lost in call-backs . . . ends of chassis for through feed. maintenance. 


you're fed up with the whole electrical . ALL THE “LUVEX” FACTS. WRITE TODAY FOR BULLETIN 10-M. 








SINCSS 


ANSWER IS DAY-BRITE. No worries. No 
bts. Every inch of every Day-Brite fixture 
engineered and constructed to deliver fast, 
mple installation, lowest-cost maintenance 


quality performance. 


YOUR PROFITS. Keep your customers. 
Bep your peace of mind. Specify and install 
y-Brite with confidence. You can’t make a 


nder “better business” policy. 


“DECIDEDLY BETTER"’ 
DAY-BRITE wisn 
oA tghling Pttes 





INSTALLATION 








CHAINS J 
Day-Brite Lighting, Inc., 5435 Bulwer Ave. —— 
St. Louis 7, Missouri es 











In Canada: Amalgamated Electric Corp., Ltd. 


Toronto 6, Ontario EASY TO INSTALL. 
bg CHASSIS UP FIRST. ENCLOSURE IS 
DISTRIBUTED NATIONALLY BY SUPPORTED BY CHAINS AND 


LEADING ELECTRICAL WHOLESALERS SNAP- CATCHES. 
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LITTLE BOOK WINS 
BIG AUDIENCE! 
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... will benefit your customers 
with “Light-Conditioning”’ 


LREADY, a million copies of General Elec- 
tric’s new lighting recipe booklet have 
been placed in the hands of the public. Offer of 
the booklet on the Fred Waring Television 
show, in spot radio commercials and magazine 
ads has produced many additional thousands 
of requests. 


“See Your Home in a New Light” is sure-fire! 
Make the most of its tremendous appeal by us- 
ing it to promote “Light-Conditioning” in your 
community. Prepared by General Electric 
home lighting specialists, the new book 


covers every major home lighting situation. 


22 recipes give detailed information on light- 
ing, such as exact measurements for lamp place- 
ment, for every purpose in the home. 


General Electric is making the lighting recipe 
booklet available to electric service companies 
at nominal cost in any quantity you require for 
broad distribution. For full information and 
suggestions on methods of distributing it, call 
your G-E Lamp District Office. General Electric 
Company, Lamp Department, Nela Park, 
Cleveland 12, Ohio. 


GENERAL @@) ELECTRIC 
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Christendom was saved by 


Au day long, waves of Arab horse- 


' men beat upon the ranks of Charles Martel’s 
' veteran militia. But time after time, the enemy 
' cavalry recoiled before storms of iron-tipped 
_ javelins, their shining scimitars unsuccessful. 
' On the second morning, the Saracen leader, 
' Abderrahman, was slain, pierced with many 


" spears. 


The Moslem horde fled back across 


the Pyrenees, never again to menace the 
' Western world. 


Time after time, as at Tours in 732 A.D., 


Christian civilization has been threatened by 


seemingly invincible enemies. Yet history 
proves that victory invariably has gone to the 
nation or alliance which excelled in the pro- 
duction and use of iron and steel. 

In the present era of alarms and crises, it is 





steel 


reassuring to realize that America has greater 
capacity for making steel than all the rest 
of the world combined. Furthermore, the 
American steel industry is expanding at a rate 
far faster than that of all the dictator-directed 
economies behind the Iron Curtain. Our free 
and independent steel making and metal 
working industries can and will forge sinews 
for the peace we want or for the war we may 
be forced to fight. 


So remember this: It is not only the threat 
of Muscovy to fear—America has itself to fear 
also—its misguided sentimentalists, its shel- 
tered saboteurs—who seem to play com- 
munism’s game by frittering away our strength 
and our resources. 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


CONDUIT - PIPE AND TUBULAR PRODUCTS - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS - 


SHEETS - PLATES - WIRE 


- ELECTROLYTIC TIN PLATE - COKE TIN PLATE 


- TIE PLATES AND SPIKES. 
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(Additional items will be found on pages 11, 80 and 81) 


1008—Electrical Equipment. The latest edition of the age 
log has just been issued by Federal Electric Products Co., 
Paris St., Newark 5, N. J. This profusely illustrated 2 Pradh 
contains complete details of Federal’s newest motor controls, 
safety switches, service equipment, circuit breakers, panelboards, 
switchboards, and busduct. 


1028—Porcelain Insulators. A loose-leaf catalog of porcelain 
insulators and pole line hardware is available from Illinois Elec- 
tic Porcelain Co., Macomb, Illinois. In addition to the 
pages of product specifications, the catalog contains a special 
section of useful tables 


1030—Condensed Lighting Catalog. This 8-page descriptive 
bulletin issued by Pittsburgh Reflector Co., 450 Oliver Bldg., 
Pittsburgh 22, Pa., describes in detail the most popular items 
in the Pittsburgh line of fluorescent and incandescent lighting 
equipment. Each item is fully illustrated and cataloged, and 
many are accompanied by installation drawings 


1032—Receptacles, Plugs, and Connectors. Russell & Stoll 
Co., Inc., 125 Barclay St., N. Y., has released a bulletin No. 
EL-4-46, "describing the new Ever-Lok receptacles, plugs and 
eord connections for 30 amperes, 440 volts, a-c. Typical uses 
are for heavy duty industrial purposes. 


1034—Building Wire. A fully illustrated 48-page booklet call- 
ed “Hazard Building Wires” is now available from_the Hazard 
Insulated Wire Works Division of The Okonite Co., Wilkes- 
Barre, Pa. The manual contains complete engineering informa- 
tion on the many types of wire and cable required by the build 
ing industry ‘Tables showing dimensions and weights of all 
cable constructions are included. 


1042—Wire and Cable. An illustrated booklet containing de- 
scriptions of thermoplastic building wires, rubber-insulated and 
leaded building wires and cables, Flamenoi coras, rubber cords, 
Neoprene cords, and many other items has been published by 
the General Electric Co., Bridgeport 2, Conn. 


1046—Fluorescent Fixtures. The varied types of fixtures and 
their wide applications are described and illustrated in a color- 
ful catalog released by Southern Lighting Mfg. Co., Orlando, 


Fla. Lighting for stores, offices, industry, and schoolroom is 
discussed thoroughly with technical information and a price 
list included. 


1048—Plug-In Strip. A complete revision of Catalog CF-2 has 
recently been published by National Electric Products Cor, 
Pittsburgh, Pa. This 8-page, illustrated brochure pictures t e 

3 ft. and 6 ft. standard lengths of the redesigned multi-outlet 
ienaelh circuit assembly. Several pages are devoted to detailed 
instructions for cutting the Plug-In strip on the job. 


1054—Fluorescent Fixtures. Catalog No. 48 illustrates the 
commercial, industrial and residential designs offered by the 
Kayline Co. Featured are troffers, glass and louver type, re- 
cessed incandescent units, and many others. The — is 
available from the Kayline Co., 2480 E. 22nd St., Cleveland 
15, Ohio. 


1058—Conductor Fittings. A complete catalog, illustrated and 
listing prices, has been issued by Penn Union Electric Corp., 
Erie, Pa. Described is the company’s complete line, including 
a wide variety ot service connectors, terminals, tees, and taps; 
also many other types of conductor fittings. 


1068—Wire and Cable. Rome Cable Corporation, 
N. Y., has just published a new “Bare and Weatherproof Wire 
and Cable” catalog, No. 22. By word and picture the story 
of Rome wire and cable including specifications and a tech- 
nical section, is brought to the reader. 


Rome, 


1070—Fluorescent Lamp Ballasts. General Electric's S$ 
Transformer and Ballast Divisions, Schenectady 5, N. Y. 
announced as available a new 20-page illustrated bulletin. The 
bulletin gives complete information on the installation, opera- 
tion and testing of ballasts for fluorescent lamps. Write Gen- 
eral Electric for Bulletin GET-922-B 


1076—Modular Lighting. A 20-page booklet containing in- 
teresting and useful information about the “modular system™ 
of lighting can be obtained by writing to the Mitchell Manu- 
facturing Co., 2525 Clybourn Ave., Chicago 14, Il 


1078—Electrical Fittings & Devices. 
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have 





- 
& 


me 
his is a 10-page catalogs 


é 





ELECTRICAL SOUTH, 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 
Please send me the bulletins and catalogs indicated. 


(Print Plainly) 


Company 


City & State 





February, 
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Cirele numbers below. Bulletins and 


1951 catalogs will be mailed promptly. 
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is well worth ¢ 
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The efficiency and flexibility of standard Pittsburgh 








Permaflector Lighting Equipment make possible made-to 
order illumination at foot-candle levels required for each 
particular job 


There, are units designed for overall fluorescent or incan PITTSBU RG H PERMAFLECTOR 


descent illumination, for spotlighting and floodlighting, and 


for special effects and accents | L i G H T | N G EQ U | P M 3 N | 


You'll be way ahead by planning your installation to utilize 
the full benefits of Pittsburgh Permaflector Lighting Equip- 
ment... and you'll see the difference! 







‘ AFLECTOR PORTRAIT 


fs Market 


t: Wischmeyer & Lorenz 
e E. Horch 


ITTSBURGH ReFLecTOR COMPANY = two 


405 OLIVER BUILDING + PITTSBURGH 22, PENNSYLVANIA the picture story of how to put ‘| 
' light ¢ k h d | 
MANUFACTURERS OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT aN eee 


windows | 









Permaflector Lighting Engineers in All Principal Cities 


R H” PERMAFLECT R >HTING EQ PMENT TRIBUTE BY BETTER ELECTR A WHOLESALERS EVERYWHERE 








covering solderless connectors, cable and conduit fittings, and 
wiring devices, announced by Buchanan Electrical Products 
Corp., 1290 Central Ave., Hillside, N. J. It contains complete 
data on “Splice Caps” and “Termend” lugs for wire splicing 
and terminating box connectors for metallic and non-metallic 
sheathed cable, both plain and insulated conduit bushings, con- 
duit locknuts, knockout plugs, terminal blocks, attachment 
plugs, fuse pullers, etc. Suitable illustrations, dimensional data, 
and application instructions are included. 


1082—Lighting Equipment. Just off the press is Catalog No. 
50, available from the F W. Wakefield Brass Co., Vermilion, 
Ohio. The poe covers full engineering data on fluorescent 
equipment in luminous indirect and direct-indirect for both 
standard and Slimline lamps. 


1086—Connectors and Couplings. Tomic Sales and Engineer- 
ing Co., 4864 Woodward Ave., Detroit 1, Mich., now have 
available catalog sheets containing data on the complete line of 
their connectors, couplings, and cable connectors. 


1088—Fittings and Fixtures. A fe illustrated catalog cover 
ing Killark fittings and fixtures is offered by Killark Electric 
Mfg. Co., Vandeventer and Easton Aves., St. Louis 13, Mo. 


1090—Midget-Size Busduct. Complete information on Power 
Plugin, the new, midget-size busduct, is found in bulletin No. 
703, available from Frank Adam Electric Co., 3650 Windsor 
Pl., St. Louis 13, Mo. 


1092—Electrical Boxes and Conduit Fittings. Steel City Elec- 
tric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers a 
catalog of their complete line. 


1094—Photoelectric Controls for Street Lighting. A four-page 
catalog sheet, Bulletin 63300, gives full information on photo- 
electric controls available from Fisher-Pierce Co., Inc., 59 Cey- 
lon St., Boston 21, Mass. 


1098—Fluorescent Lighting Fixtures. A complere catalog of 
the Compco fluorescent line is available from Compco Corp., 
2251 W. St. Paul Ave., Chicago 47, I 


1110—Flexible Cords and Portable Cables. Bulletin H-420, a 
55-page illustrated booklet Guciing Hazacord cords and cables, 
is being offered by Hazard Insulated Wire Works, Div. Okonite 
Co., Wilkes-Barre, Pa. 


1112—Shutters and Dampers. Air Conditioning Products Co., 
2340 W. Lafayette Blvd., Detroit 16, Mich., has made available 
an 11-page illustrated catalog No. 44 describing their line of shut- 
ters and dampers 


1114—Q L Panelettes. A new 8-page bulletin on Federal 
Noark OL Panelettes has been announced by Federal Electric 
Products Co., 50 Paris St., Newark 5, N. J. 


1116—Lugs and Connectors. Krueger — Hudepohl, 5 E. 3rd 
St., Cincinnati 2, Ohio, has made available a fully descriptive 
catalog, No. 5LC, on solderless terminal lugs and connectors. 


1120—Recessed Lighting. A four-color illustrated 24- 
catalog on recessed lighting fixtures is now available from The 
Kirlin Co., 3435 E. Jefferson Ave., Detroit 7, Mich. This covers 
the recent improvements in this most popular line, where through 
the use of a heat-insulated junction box on the fixture, no 
asbestos wire is required for installing. 


1122—Portable Cords. New eight-page pamphlet describes and 
illustrates complete line of Simplex-TIREX Portable Cords. 
Gives weights and diameters. Copies may be obtained from 
Simplex Wire & Cable Co., 79 Sidney Street, Cambridge 39, 


Mass. 


1124—Crouse-Hinds Condulets. A newly compiled “Abridged 
Listing” features over 85% of the complete line of C-H Con- 
dulets, plugs, receptacles, gp oo lighting fixtures, controls, 
panelboards, and signalling devices in a 168-page catalog. 
Quick reference is ee by a detailed contents page and 
an alphabetical index. The book is ee as a a 3100 
and is available from Crouse-Hinds Co., Syracuse, 
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1126—“Power Up”. A valuable 5l-page book on electrical 
system planning, maintenance and ieodaaniaation for industrial 
plants is available from Anaconda Wire and Cable Company, 
25 Broadway, New York 4, N. Y. Designated as Publication No. 
C-47, the booklet includes important sections on installation 
and maintenance; wire, cable and conduit data; motor applica- 
tion data; and electrical systems reference data. 


1128—Display Lighting. “The New Idea In Display Light- 
ing”, a colorful, well-illustrated 12 page catalog has been re- 
cently issued by the Amplex Corporation to describe their new 
Swivelite Accent Lighting Fixtures. The complete line includes 
canopy hood units, cluster assemblies, portable bases, screw-in 
hood units and hi-hats. Catalog may be obtained from Amplex 
Corporation, 111 Water Street, Brooklyn 1, N. Y. 


1130—Conduit Fittings. The latest completely illustrative cata 
logue on their diversified line of conduit fittings is announced 
by The Atlantic Conduit Fittings Company, 589 Atlantic Ave 
nue, Boston 10, Mass. 


1132—John I. Paulding announces a new 1951 Catalog which 
covers the entire Paulding line of electrical wiring devices and 
porcelain lighting fixtures. More than 100 items are included 
in this work and is available from Paulding in New Bedford, 
Mass. or through our coupon. 


1134—Portable Cables For Low Voltage. A well dlustrated 
24-page catalog. Describes and illustrates the wide variety of 
single and multi-conductor cables for this voltage. Complete 
splicing instructions included. Copies may be obtained from 
Simplex Wire & Cable Co., 79 Sidney Street, Cambridge 39, 
Mass 


1136—Cavalier Heaters. A booklet is available from Cavalier 
Corp., Chattanooga, Tenn., describing the special features of 
the Cavalier Wall Insert Automatic Electric Heaters, and in 
cluding specifications on the four models of the line. Cutaway 
views and photos illustrate exclusive features 


1138—Wire Pulling Lubricant: New illustrated six page folder 
showing the advantages of an improved Y-Er Eas wire pulling 
lubricant has just been completed by Electro Compound Com 
pany, 3812 West 150th Street, Cleveland 11, Ohio 


1140—Pole Line Hardware. Catalog No. 50 has just been an 
nounced by Hubbard and Co. Hundreds of new products in 
the pole line hardware and accessories line are included in this 
new edition which is bound in burgundy fabricoid, embossed, 
and printed in two colors throughout 


1142—Time Switches and ‘Timers. Catalog 1010, describing 
time switches and timers, available from Sangamo Electric Co., 
Springfield, Ill. Detailed information is provided about various 
units, and specifications and illustrations are liberally sprinkled 
throughout. Information for ordering switches is included at 
the back of the catalog. 


1144—Fluorescent Fixtures. Fluorescent Catalog No. 34 has 
just been issued by Lithonia Lighting Products Co., Lithonia 
Georgia. It contains descriptive material and specifications on 
a wide range of fluorescent equipment suitable for residential 
commercial, industrial and other applications 


1146—Ceil Heat Electric Radiant Heating Cables—New illu 
strated folders, fully describing Ceil Heat invisible Electric Radi 
ant Heating Cables, have just been issued by the Ceil Heat 
Division of Homes, Inc., 4204 Kingstone Pike, Knoxville, Tenn 
Consumer explanation of radiant ceiling heat as well as techni 
cal installation instructions are included in the literature 


1148—Solderless Connectors. Bulletin 750, available from 
—— Electrical Products Corp., 1290 Central Ave., Hill 
side, N. J., describes this manufacturer's improved line of Under 
writers’ listed ‘pres‘SURE-connectors” for solderless splicing 
and terminating of electrical wires. It contains detailed descrip 
tive data, installation instructions, and ordering information. 


1150—Fluorescent Fixtures. Colorful, new 1951 20-page cata 
log now ready. Front cover shows interesting illustration of 
‘Light through the Ages”. Catalog gives complete specifications 
and pictures of entire Naturlite line manufactured by Light & 
Power Utilities Corp., 1035 Firestone Blvd., Memphis, Tenn 
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JUST PLAIN. 


RAG IT OVER ROCK Many Amerclad Cables are 


It especially for service like this, and they're a wonderful in- 
¥estment in safety and trouble-free operation. Cables can be fur- 
ished with that famous American Steel & Wire Company devel- 
Opment—PS Shielding, a conducting rubber tape that eliminates 

ny of the disadvantages of metallic shielding . prevents 

rona discharge . . . provides a fool-proof ground circuit. 


te 
-) ? 
wt 
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SUBMERGE IT Pit mining often means that Amerclad 


must be submerged in standing pools of water besides being 
dragged over sharp rock. The tough Amerprene jacket is just 
the thing for duty like this: it’s practically impervious to 
moisture, earth acids and alkalies. PS Shielding gives extra 
protection—it clings tightly to the insulation and eliminates 
the gaps that cause corona discharge. 


‘s 


USE IT ON THE RAILROAD... . Amerciad 


Railway Utility Cable does not need a canvas stocking. The 
flexible compound-strand-conductor is made from well-tinned 
and annealed copper wires—covered with a separator of paper 
or cotton for easy stripping. Oil-resistant Amerprene jacket 
means extra years of service—for generator leads, car-lighting 
service, train line connectors and battery jumpers 


AND IN MINES Amerclad Cables and Cords 


are available for just about every mining need . . . from sweat- 
proof miners’ lamp cord to locomotive gathering cable. 
Jackets are made from flame-resisting Amerprene—a tough, 
hard-wearing Neoprene compound that will best withstand 
mine acid water. We furnish cables that conform to all speci- 
fications of the Pennsylvania Department of Mines. 
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..these Amerclad Cables are 


‘Built for Punishment 


When you buy Amerclad Cable, you can pinpoint your 
needs. Chances are we can pick a standard cable, right 
from stock, that will fit your requirements exactly. 

For some examples, look at the photographs on these 
pages. They show some mighty strenuous applications for 
any type of cable. But each problem was solved with 
Amerclad—the famous group of rubber jacketed cables 
manufactured by American Steel and Wire Company. 

Standard insulations and jackets are available to with- 
stand heat, oil, flame, sunlight, age and underground 


ot ~ 
COIL IT The gathering reel in this picture operates continu- 
ally—24 hours a day. Used in an automatic parking garage, this 
Amerclad Cable is constantly being coiled and uncoiled. Up- 
stairs, it is dragged through oil and dirt that would ruin all but the 
very best cables. Service like this is not unusual for Amerclad 
Cables—they’re built to withstand the worst type of mechanical 


abuse. 


© 
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mining service. Moreover, you can obtain the widest 
range of physical construction—to meet the special con- 
ditions of industrial, general, mining and railway instal- 
lations. Write today for detailed specifications. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


FLEX IT Amerclad Welding Cable has to meet some very 
special requirements. Made from a large number of very fine 
wires, the cable lies flat, it doesn’t kink or snarl and it doesn’t strain 
the operator’s wrists while holding the electrode in an awkward 
position. Like other Amerclad Cables, Amerclad Welding Cable 
is vulcanized under pressure in a rigid lead sheath. This insures 
a perfectly smooth surface that resists abrasion and hard usage. 


AMERCLAD CABLES 





It’s time we got working mad! 





As we listen to the latest insults from 
Moscow, we’re likely to get fighting 
mad. 


Instead, we’d better use our heads 
and get working mad. 


It is clear by now that Stalin and his 
gang respect just one thing—strength. 
Behind the Iron Curtain they’ve been 
building a huge fighting machine 
while we were reducing ours. Now 
we must rebuild our defenses—-fast. 


As things stand today, there is just 
one way to prevent World War III. 
That is to re-arm—to become strong— 
and to stay that way! 


This calls for better productivity all 
along the line. Not just in making 
guns, tanks and planes, but in turn- 
ing out civilian goods, too. 


Arms must come first. But we must 
produce arms at the same time we 
produce civilian goods. 


We can do this double job if we all 
work together to turn out more for 
every hour we work—if we use our 
ingenuity to step up productivity. 


All of us must now make sacrifices 
for the common good. But we’re 
working for the biggest reward of all 
—peace with freedom! 





FOR A FREE COPY OF “THE MIRACLE OF AMERICA” 
MAIL THE COUPON to Public Policy Committee, The Advertising 
Council, Inc., Dept. B.P., 25 West 45th Street, New York 19, N. Y. 


Name 


Address 


ELECTRICAL SOUTH 
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and now... MOGUL 
CURITSIRIP 


CROSS SECTION 
MOGUL CURTISTRIP 


@ The most versatile line 
of lighting equipment ever offered 


for exposed-to-view or 


Architects, engineers and designers have long felt 
the need for a’new type wire channel large enough 
to accommodate ballasts for operating all 4,’ 5’, 
6’, and 8’ fluorescent lamps—slimline, low-bright- 
ness or starter type. Mogul CurtiStrip designed and 
engineered by Curtis Lighting fills this need. 
Mogul CurtiStrip is supplied wired and assem- 


bled as complete 4’, 5’, 6’, 8’, 10’, or 12’ fluo- 

rescent lighting units. These units may be installed 
individually or in continuous lines... All com- 
ponent parts may also be ordered separately for 
assembly on the job permitting the greatest flexi- 
bility in field application. Curtis quality is found 
throughout which means "Specification Standard.” 


Write Dept. B-15-15 for your copy of the special Mogul CurtiStrip Catalog. 
There is no obligation. 


CURTIS .......-.. 


LIGHTING, INC. Chicago 38, Illinois 


ADDRESS 


CITY 
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SIMPLEX-ANHYDREX CABLES STAY ON THE.JOB IN WET LOCATIONS 




















IN TEST FIGURES. 


Continuous testing to rigid standards proves 
Without doubt that Anhydrex insulation will not 
absorb more than 20 mg. of water per square 
inch of exposed surface. Rarely does the figure 
Climb that high. After one day’s immersion in 
Water at 70°C. (158°F.) Anhydrex has a dielec- 
tric constant that will not exceed 3.2. Its increase 
in capacitance between one and eight days’ im- 
mersion at 70°C. will not exceed 3.5% for insu- 
lation thicknesses greater than 4/64”, or 5‘ for 
thicknesses of 4/64” and less. 




















IN SERVICE RECORDS 


Reports from the field, which indicate that no 
ANHYDREX Cable has ever failed due to water 
absorption, include this account: An eastern city 
known for its bad water conditions installed nearly 
10,000 ft. of ANHYDREX Cable in its municipal 
signal and communications systems. During ten 
years’ service the cables had no trouble whatso- 
ever, although ducts and manholes there are near- 
ly always full of water and metallic cables used in 
the same installations had proved inadequate. 
ANHYDREX Cable that was buried directly in 
the ground came through with the same trouble- 
free service, and portions of cables exposed above 
earth suffered no deterioration. 





Neoprene-jacketed ANHYDREX Cables need no additional coverings. They cut 
down weight, diameter and cost. You can use them underground, overhead, of in 
ducts without fear of water and moisture, soil acids and alkalies and weather- 
ing. Specify them with confidence for transmission and distribution systems, sig- 
nal and communication circuits, street, airport and park lighting. 


SIMPLEX 


ANHYDREX 


SIMPLEX WIRE & CABLE CO., 79- SIDNEY ST., CAMBRIDGE 39, MASS. 
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HUBBARD TRUSS TYPE 
UPSWEEP MAST ARM 


CHECK THESE ADVANTAGES Hubbard Truss Type Upsweep Mast Arms 


Exceptional strength . . . four-way triangu- 4 embody the features which Hubbard has 
lar truss arrangement. _ pioneered in other members of the 
"Require small pole mounting space. “Upsweep” arms and brackets. In the three 
: s years since their introduction they have re- 
Meet all EEI-NEMA specifications. ceived wide acceptance with the Electrical 
Simplicity of design means low cost. = Industry because of the special and desir- 
“Free flowing’ internal wiring — beveled 2 able features which they possess. 
pipe ends+—no sharp bends*—no ob- “3% The No. 3944 series has exceptional 
structions. = strength in all sizes, greatly in excess of 
the most severe service requirements. Six- 
inch threads at both ends of supporting 
rods provide leveling and lift adjustment. 
The Arms may be used with internal or 
external wiring. 


HUBBARDaxnno COMPANY 


ESTABLISHED 1843 


PITTSBURGH *« CHICAGO «© OAKLAND, CALIFORNIA 


(lareg the load on fiudbard Hardware!” 
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PATTERN FOR THE YEARS AHEAD 





MERICA is returning to a war-time economy. 
Whether all-out war is inevitable, no one 
knows. But, obviously, the only way either to 
avoid or to win World War III is to prepare for it. 

That the nation faces a period of “austerity” is 
generally understood. The tragedy of Korea has 
shocked most of us into a full realization of the 
grim task which lies ahead. 

What many of us do not seem to realize—and 
this may apply not only to the man on the street 
but to some of our leaders in Washington—is that 
we are facing a far different type of emergency 
this time. It is not a repetition 
of 1917 or of 1941. The im- 


on the products of three automobile manufacturers. 

The long delay in establishing any definite policy 
naturally resulted in a highly inflationary situa- 
tion, as prices and wages were boosted generally 
in anticipation of a freeze. 

This time, even mandatory price controls will 
not be sufficient. We must attack the cause of in- 
flation if we are to control it. And the cause of in- 
flation is excessive consumer purchasing power in 
relation to the supply of goods and services. So the 
obvious remedy is to maintain as large a supply of 
consumer goods and services as the military pro- 
gram will permit, while at the 
same time reducing excess buy- 








mediate problem is not to prer 
pare for a quick war—to throw 
everything we have into a big 
rearmament program, irrespec- 
tive of its effect on our civilian™ 
economy. 

Today we face the bleak 
prospect of having to live with 
at least a semi-war economy for 
many years. As someone has 
fittingly said: “The nation must 
be mobilized for an indefinite 
period in a world full of hate 
and fear.” 

So to prepare for this long period when, figura- 
tively speaking, we must stand with a gun in one 
hand and a hoe in the other, we cannot assume that 
it will be satisfactory merely to reinstate the regu- 
latory devices which served us well during other 
emergencies. Instead, we must consider carefully 
not only how we can build up and maintain a 
powerful military machine but how, at the same 
time, we can keep our civilian economy operating 
at-greatest possible efficiency. 

There is, for instance, the problem of price con- 
trol. It has been greatly complicated by the con- 
fusion existing in Washington. For months it has 
been assumed that in due time we would have 
price and wage controls, even though there are 
many who feel there are other and more effective 
ways of stabilizing prices. In fact, it was some five 
months ago that the Economic Stabilization Agency 
was established, ostensibly to control wages and 
prices. 

But for many months nothing at all was done 
about it other than to offer an impractical volun- 
tary price control plan with no wage restraints, 
along with a discriminatory order freezing prices 
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ing power by cutting down on 
non-military government spend- 
ing and by imposing higher 
taxes. 

It is entirely possible that by 
attacking the causes of the 

disease rather than the symp- 
: toms, we might find that rigid 
price controls are not actually 
necessary. 

We must realize, too, that we 
face a new and different prob- 
lem in the financing of this 
military program. For as Sen- 
ator Byrd said in his recent letter to the President: 
“When we started preparedness for World War I, 
the Federal debt was little more than one billion 
dollars. When we started preparedness for World 
War II, the debt was a little more than 40 billions. 
Now we are starting to prepare for this, the most 
perilous of all threats to our freedom, with a debt 
of more than a quarter-trillion dollars.” 

So this time we must work on a pay-as-you-go 
basis. Otherwise, the financing of a great military 
program extending for many years might wreck 
our entire economy. And that would provide an 
easy victory for communism. 

But if we civilians tighten our belts, we are 
justified in demanding that government do the 
same thing. If we spend less in order to pay higher 
taxes, we should insist that government also 
practice rigid economies. If we abandon the idea 
of “business as usual” we have a right to ask that 
government abandon “politics as usual.” 

We need to cut a pattern for the years ahead 
which will enable us to build up and maintain our 
defenses while preserving our American way of 
life. It’s no time for socialistic experiments. 
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This Familiar 


Green Label 


Is Your 


Assurance of Quality 


STEEL CITY ELECTRIC COMPANY 


ee ea 
1207 COLUMBUS AVENUE, ow PITTSBURGH (33), PENNA. 
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OUR READERS SAY — 


Readers are invited to make use of these pages 


to express their own views on timely subjects. 


Refrigerator Survey 
Reveals Prospects 


@ Home Equipment Company 
tried a novel experiment recently 
that might be of interest to your 
readers. 

We mailed out 400 return post- 
cards to refrigerator owners who 
had purchased their appliances at 
least 10 years ago, asking them 
if they had any complaints about 
the operation of their refrigera- 

rs. Out of the 400 cards sent 

t, 250 of them were sent back, 

d we received only one com- 

faint. 
"We had no mention of Home 
Equipment Company on the card 
we used the fictitious name of 
a research institute. There was 
a space for the prospect’s name 
and address on the cards, how- 
ever. 
)Results of our mailing—249 
grey who were satisfied with 
use of their 10-year-old, or 
older, refrigerator, and who were 
hot prospects for the purchase of 
new models. — George Bates, 
President, Home Equipment 
_ Memphis, Tenn. 


£ 


poree to 

egulation W 

@ WE Hear THAT Regulation W 
has slowed most dealer sales 
down—not ours! We knew when 
Regulation W was first announ- 
ced that changes would have to be 
made in our operations in order 
to use the new ruling to our best 
advantage. 

We have screened our prospect 
lists to pick out those with the 
higher incomes. Naturally, those 
in the higher income bracket are 
the ones to concentrate on now— 
they don’t let that initial down 
payment or the shorter balance 


20 


period stand in their way of pur- 
chasing the appliance of their 
choice. 

The regulation hasn’t hurt our 
apron yet, and we’re going to 
o our best to see that it doesn’t. 
The demand and the need for ap- 
pliances is just as great, and the 
volume continues the same. The 
invocation of Regulation W has 
merely postponed the sale for 
most customers. 
| We do see one problem, how- 
ever—overcoming the moods of 
our salesmen. The scare buying 
brought on by the Korean war 
has left them spoiled—most of 
them haven’t had to sell. Their 
selling abilities were cast aside 
for a few months, and all of us 
dealers will have to work a little 
harder to snap them out of their 
lethargy. 

In 1951, we plan to have as 
many men on our sales force as 


can make a good living out of the 
merchandise allotted us.—W. R. 
Jenkins, Jenkins - Leach, Inc., 
Memphis, Tenn. 


Making a Profit 
On Range Trade-Ins 


@ Are there any of your readers 
who could tell us how to make a 
profit on trade-ins of electric 
ranges? We find it almost im- 
possible to sell used electric 
ranges, and in order to meet com- 
petition we have to pay about 10 
per cent more than we can get for 
them. In our town of about 10,000 
persons there is no natural or 
manufactured gas, so we have fre- 
quent offers of used electric 
ranges with practically no sales 
opportunities. —G. W. Jackson, 
Owner, Jackson Furniture Com- 
pany, Cartersville, Ga. 


Special Fan 
Application 


@ A Contractor on a large 
apartment building needs window 
fans that will fit in hopper type 
windows 14% in. high with 
widths of 25 to 48 inches. Does 
any reader know of a fan suited 
to this application? Fan must pro- 
vide fresh filtered air for living 
room, dining room, and bedroom. 





“The boss has asked everyone to help keep the 
office expenses as low as possible this year” 
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These National Electric Style RR Flexlay 
Cables are CAA approved. After rigorous 
tests, they are now included on the “List of 
Approved Lighting Equipment” as covered 
by Civil Aeronautics Authority Specification 
L-824 “Underground Electrical Cables for 
Airport Lighting Circuits.” 

NE Flexlay Cables are dependable for the 
continuous service conditions required by 
airports. With plenty of built-in “‘abuse resist- 
ance,” they are ideally suited for underground 
installation—either direct burial in the earth 
or pulled in conduits. 

National Electric CAA-approved cables are 
recommended for airport lighting and signal 
circuits, as well as for street and highway 
lighting, municipal, power and other installa- 
tions where maximum dependability is desired 
for underground wiring. The tough, specially- 
compounded Neoprene sheath affords com- 
plete protection against the destructive forces 
below the earth’s surface, and gives outstand- 
ing protection when exposed to the sun and 
weather. 

Specify National Electric CAA-approved 
cables for safe, reliable operations in your 
next airport installation. 


National Electric [iF 


Approved under specification L824 : 


Tree “A> peRSORMAINC CAN 
Flexlay, Style wae nn a, et a 
Awe Soest te ee of 
availot--e : 


TYPE “B” OZONE RESISTANT CABLE 


Flexlay, Style RR, Airport Lighting Cable, 3000 Volt Rating, 
AWG Sizes 4 through 10. (Single and Multiple conductor 
available) 


TYPE "B” OZONE RESISTANT CABLE 


Flexlay, Style RR, Airport Lighting Cable, 5000 Volt Rating, 
AWG Sizes 4 through 8. (Single Conductor) 


Light in weight—Flexible 
Easy to handle 


NATIONAL 


Tell 


PROUOCOCTS CORPURBATION 
1307 CHAMBER OF COMMERCE BUILDING, PITTSBURGH 19, PAs 
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INSTALLATION 





Time-savers that win the big contracts 


You can get good co-operation from labor on use 
of short-cuts and time-savers when the men know 


that no layoffs await them when the job is done. 


@ THE sips that issue from a 
modest electrical contracting of- 
fice in Little Rock, Ark., win 
some of the choicest housing and 
commercial jobs in the country 
for the electrical contractor who 
saves labor and material with 
legitimate time-savers. 
by S. W. Ellis That contractor is William 
Long, of the William Long Elec- 
trical Construction Co. Mr. Long’s 
well-trained crews who carry out 
his short-cuts and time-savers go 
to big jobs in Pennsylvania, Flo- 
rida, Alabama, and to states far 
in the West. 

Wherever there is a large hous- 
ing project of 400 or more units, 
a school, hospital, or factory that 
is being wired by William Long, 
Mr. Long’s short cuts are carried 
out, always under his own per- 
sonal supervision for at least part 
of the job. 

Long’s methods start with the 
architect’s blueprints. If he has 
worked with the architect from 
the beginning, as he sometimes 
does, the layouts for wiring will 
be just the way he wants them 








On large jobs of a repetitive nature. 
such as housing projects and large 
schoois, further savings are made 
by using men as specialists. One 
man, for example, will do nothing 
but pull wires; another makes up 
joints; another does all finishing; 
and another installs fixtures only. 
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Considerable savings can be made on many installations by 


rerouting on conduit runs so as to 


minimize the need for 


timber notching: In some instances, installation time is re- 


duced as much as 50 per cent. 


Mr. Long points here to con- 


duits routed in this way. 


But if the architect turns the fin- 
ished plans over to him, he re- 
routes and reworks the wiring, 
and gets the architect’s okay be- 
fore proceeding with the work. 

Never yet has he failed to get 
the architect's approval of his 
changes. And, with increasing 
frequency, architects let him plan 
with them for wiring before the 
drawings are made. 

Mr. Long’s most important 
time-saver is rerouting all wires 
to save notching of timbers. From 
the architect’s plans he deter- 
mines the easiest way to run the 
conduits, without any _timber- 
notching. 

“Usually the architect’s layout 
for wiring includes notching for 
everything,” he said. “It takes as 
long to make the notches as to 
install all the conduits. Thus, eli- 
minating notches saves 50 per 
cent of the labor of installing the 
pipes.” 

Whenever possible, Long gangs 


his wires into a single one-inch 
cond 
1 


instead of using several 
i conduits. This also is a 
time- and money-saver. 

Mr. Long lays out every job 
himself, whether it is a multiple- 
unit housing job, a commercial 
building, or a single residence. 

“Experience is needed to take 
all the short cuts,” he said. “When 
my men go to the job, they have 
everything drawn and written for 
them, with all the short cuts plan- 
ned in advance, to enable t! 
install more work 
bor.” 

Long admitted that his use 
short-cuts would not be pr: 
for a crew of men who 


with less 


William Long, seated, checks a bid 
with Bookkeeper Ard's Huddleston, 
an important member of the per- 
sonnel of the William Long Elee- 
trical Construction Co., of Little 


Rock, Ark. 
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offs in slack periods. His regular 
crew of 11 electricians and two 
helpers are never laid off. 

“I plan ahead to prevent lay- 
offs,” he said. “When we get 
caught up on jobs, I bring the 
men to the shop and put them to 
work, often on small stuff. They 
get their full eight hours every 
day, year in and year out.” 

On very large jobs, of course, 
he has to hire additional electri- 
cians. But the regular crew of 
faithful workers carries out his 
short-cuts in complete co-opera- 
tion because they know’ they will 
not receive short pay when the 
big job is done. 


How to Handle the Men 


refused to talk about 
short-cuts without first discussing 
his handling of labor. 

“You can’t have an efficient, 
well-trained crew without treat- 
ing the men right,” he declared. 
“T make each man feel that he is 
a part of the organization, as im- 
portant to it as I, the owner.” 


Long 


His regular crew has been espe- 
cially trained to save time on 
large housing projects, of which 
Long has completed a number in 
many parts of the country. 

On these large housing pro- 
jects, each electrician has his own 
job. They work with mass pre- 
cision. One man pulls wires. An- 
other makes up joints. One does 
all the finishing. The fixture man 
works only on installing fixtures 
taking over from the “pig tails.” 
“Each man, through repetition 
of his job,” said Mr. Long, 


comes a p 
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MANAGEMENT 


>@ A CONTRACTOR said to me re- 
cently, “There’s more to running 
my business than just supervising 
@ bunch of electricians. I’ve got 
to be a first class estimator if I 
Want any work—at least any prof- 
itable work. I’ve got to hustle 
up business and do a good selling 
job. I’ve got to do a good job of 
follecting. And I have to keep 
Books and keep social security 
land other forms in order. In 
fact I’ve got so much important 
work to do that I just don’t have 
time to worry about whether 
some wireman has run a wire this 
way or that way. He is supposed 
to know his job. I pay him for 
being an electrician.” 

This contractor, like many oth- 
ers, is confused. All phases of 
his business are important, in his 
eyes, except the very heart and 
center of the business itself. After 
all, if he is an electrical contrac- 
tor, then he is in the wiring busi- 
ness. And if he is in the wiring 
business, what could or should be 


Classification would eliminate the contractor’s 


catch-as-catch-can methods of obtaining men 


§ 
journeyman licensing 
necessary? 


by Walter R. Stone 


Chief Electrical Inspector 
Fort Worth, Texas 


more important to him than the 
manner in which his wiring is 
done? 

All the other phases are im- 
portant, yes. But if he cannot 
produce a salable wiring job, 
what has he to sell? What excuse 
will he have for bidding on a job? 
On what basis will he make his 
collections? Indeed, his book- 
keeping would dwindle to a sim- 
ple page of red ink. 

Yet, this contractor was not op- 
erating in the “red,” but definite- 
ly in the “black.” What, then, is 
the explanation of this seeming 
paradox? 

The whole thing can be sum- 
med up in two words—skilled me- 
chanics. This contractor was for- 
tunate in that he had a nucleus 
of good steady men, who had re- 
mained with his shop year after 
year, around which the entire “la- 
bor force” revolved—men who 
did have time to “worry about 
how some wireman strung a 
wire.” Subconsciously, this con- 


tractor knew he had these men 
and knew he could depend on 
them. Had he not, he would have 
found himself in circumstances 
similar to that of other contrac- 
tors who were less fortunate. Two 
examples will suffice. 

Contractor A started in a small 
way. He hired “learners” and 
personally supervised every job. 
Since he was charging the cus- 
tomer full electrician’s wage 
scales for all the learners, he was 
making handsome profits on his 
small jobs. That, coupled with 
his low overhead, was rapidly 
preparing him, financially, to seek 
larger jobs. 

Within a year he felt able to 
cope with the larger jobs and, 
when the opportunity presented 
itself, he obtained a contract to 
wire a medium-size commercial 
building. But his “mechanics” 
were unable to make the installa- 
tion—not having learned that 
phase of the work—and he was 
forced to perform the work him- 
self. 

Needless to say, the work lag- 
ged behind that of the other crafts, 
and although he managed to 
“break even” on his bid, he lost 
his customer as far as any main- 
tenance or additional new con- 
struction was concerned. 


Results of System 


But that was only the beginning 
of his troubles. Since he was re- 
duced to making this particular 
installation himself, he had no 
time to teach and supervise the 
performance of his learners on his 
various smaller jobs. They made 
mistakes, and he began losing 
both money and customers. 
Worse, one of his small jobs, a 
cottage, belonged to an employee 
of a builder. Word got around. 
And on his next project, the 

(Continued on page 60) 
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APPLICATION 


Part I—Selection of fan type 
and size and ceiling grille or 
shutter. How to provide pro- 


per exhaust openings. 


How to seleet and install 
attic ventilating equipment 


@ THE INCREASING, ready-made 
demand for summer comfort has 
caused a rapid development of 
many types of cooling equipment 
for the home. The attic fan has 
proven to be a most satisfactory, 
economical, and practical means 
of gaining relief from summer dis- 
comfort. 

Attic ventilation is successful 
because it utilizes nature’s own 
cooling methods which are: (1) 
Increasing the effectiveness of 
night cooling caused by the night 
temperature drop which often 
amounts to 15° or more below 
daytime conditions. (2) The ef- 
fective cooling experienced when 
a gentle breeze accelerates the 
evaporation of moisture from skin 
surfaces. 

Attic ventilation accomplishes 
the following: 

(1) Creates a high rate of air 
change to carry away accumulat- 


by George Richmond 


Hunter Fan and Ventilating Co. 
Memphis, Tennessee 


ed daytime heat stored in walls, 
furniture, and bed linens. 

(2) Fills the entire home with 
cool night air, creating cool com- 
fort ideal for entertainment or 
restful, invigorating sleep. 

(3) Leaves the home adequate- 
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ly cooled so that lower tempera 
tures prevail throughout the fok 
lowing day. 

(4) Lowers the effective temp 
erature with refreshing, circulat- 
ing air. 

(5) Increases the rate of evap- 
oration of moisture from skin suf- 
faces, producing immediate com- 
fort. 

To achieve desired results in 
attic ventilation, it is essential 
that certain basic rules be applied 
to the selection and installation 
of the equipment. First, let us 
consider the important matter of 
selecting the right type and size of 
fan, ceiling grille or shutter, and 
exhaust opening: 

Preliminary instruction: The 
desired rate of air change, the 
size of the house, and the general 
floor plan will determine not only 
the fan size but the number of 
units required. 
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Fig. 1. Throughout the greater part 
of the South, fan size is determin- 
ed by providing for one air change 
per minute. The shaded area shown 
in the map requires only one air 
change every minute and a half. 
gr Examples show how to determine 
Lp fan size from volume of home 
Zz 
4 
(Y 


W 
YY and recommended air change. 
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Grille areas for given 
fan volumes are shown 


Table 1 — Ceiling Grille and Shutter Sizes swig 
in Table 1 for both 


os — wood and expanded 


> Fan Wood Grille metal grilles as well as 
for automatic shutters. 


Cu. Ft. | Gross Ne. | Grille Size* No. Shutter Size 
Area Req’d | Width | Length | Req’d |" Width | Length 
- 5,000 7.5 27” 10” 26” 34 
{ 7,500 | 11.0 34” 48” 30” 42 
"10,000 17.0 39” 64” 38” 50 
| 15,000 24.0 49” 72” 50” 34 
/18,000 | 30.0 16” 48” 58” 60 


4 
| 23,000 34.0 16” | 52” 58” 68 


*These dimensions also apply to %-inch Diamond Mesh Expanded Metal Grilles 








Table 2—Minimum Grogs Outlet Areas for Discharge Openings 


Type of Opening Gross Square Feet per 1000 CEM 
Free Air Fan De'ivers 


Wood louvres backed with 4” hardware 
cloth, 40% minimum free area. 2.27 Sq. Ft. per 1000 CFM 





Metal louvres backed with %” hardware 
cloth. 50% minimum free area. 1.82 Sq. Ft. per 1000 CPM 


Plain opening covered with 4” hardw:re 
cloth. 80% minimum free area. 1.14 Sq. Ft. per 1009 CEM 


Aut tic or | shutters, 90% min- 
imum free area. 1.01 Sq. Ft. per 1000 CEM 





This table prepared by Propeller Fan Manufacturers’ Association 
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(1) A very large two-story 
home where fan requirements 
change due to the ground floor 
being closed off at the time of re- 
tiring. 

(2) All homes with rambling 
floor plans where it is essential 
to draw air from two or more 
points to obtain an even air move- 
ment through all the rooms. 

(3) Any type of home (large or 
medium) with a family or cuesi 
suite, recreation room with bar, 
or large screened porch where an 
individual unit is desired to pro- 
duce separate cooling. 

When to increase fan capacities 
above normal requirements: 

(1) Houses with high ceilings 
(above 11 feet). (High ceilings 
reduce cross-sectional air veloci- 
ties.) 

(2) Homes with casement win- 
dows. Open casements permit 
entrance of air at higher levels 
and increase intake areas, caus- 
ing correspondingly lower air 
velocities at windows. 

(3) Where the fan is installed 
in the basement of a two-story 
house. 


Fan Size Required 


Determine the size of the fan 
required by carrying out the fol- 
lowing steps: 

Figure volume of home. Multi- 
ply the floor area of all rooms by 
the ceiling height. Inside halls, 
closets, and utility rooms are not 
included in the calculations. 

Select e of air change. Select 
the rz l 


ed for \ 


Fig. 3. Construction details of various types of discharge 
openings are illustrated here. Further details as to amount 


HOME COOLING SURVEY FOR 
HUNTER ATTIC FAN 
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HUNTER FAS AND VENTULATING COMPANY. MEMPHIS TENN ENE 
Fromm No st 


Fig. 2. Surveys for attic fan installations are made quickly when a well- 
planned survey form is available. Many manufacturers provide their 
dealers with pads of such forms. The one shown here is a good example. 


the zones on the weather map. of air change to determine the? 
(See Fig. 1.) cubic feet of air per minute 
(CFM) the fan should deliver to 


proauce nece ar’ air 


Divide 


house 


Determine the fan size 


tal volume of the change. 
t (Continued on page 62) 


feet content) by the rate 














of opening required, etc., is included in Table 2 on the 
opposite page. 
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LIGHTING 


Lamps that have been made up by 
Woods Electric Company, Houston, 
and ready-made lamps are shown 
in this compartment case _ that 
gives each lamp some semblance 
of individuality, yet produces a 
mass-display effect. 


An explanation of how one company 


has increased fixture and lamp volume 


Put the accent on lighting 


@ For THE past 35 years, Woods 
Electric Company, Houston, Tex- 
ORNAMENTAL LAMPS as, has specialized in lighting fix- 
"Gini Go tures and lamps. “And there is a 
greater demand for this service 
today,” said Tom Woods, vice- 
president, “than in the firm’s his- 
tory.” 
Tom’s father founded this busi- 
a ness 35 years ago. When D. F. 
Have you considered the thpereisep Woods passed away in 1945, his 


new home? Your 


for your P P ° 

Little value after dark.’ : son, Tom, with the guidance of 
able to live with, end ees} on the This is a form letter 3 

then on¢@ lighting. tg his mother, took over. 


Omanene we sayoreane in oe: fixtures, - pe PB, naa “People are becoming more con- 
Might thet protecta, AP * remodeling their scious of their homes decor year 
homes. A drive a- after year,” said Tom. “Success- 
round town supplies fully selling lamps and lighting 

the list of names. 2 A 
fixtures today requires more than 
an electrical knowledge and pric- 

ing. 

“Perhaps, if you are interested 
in increasing your fixture and 
lamp volume, an explanation of 
our method may be of some assist- 
ance. 

“First, be sure that the custom- 
ers you wish to reach and appeal 
to read and study the consumer 
publications that devote their edi- 


Woods Electric Company 


LIGHTING FIXTURES 
- PEMOO 
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by C. Thomas 


torial contents to home furnish- 
ings. This is an educational pro- 
gram you can readily cash in on. 
If your prospects are not decor 
conscious, your only chance to get 
their business is with price. This 
leaves you competing with the 
chain variety stores across the na- 
tion—a competitor to be reckoned 
with in the field.” 

“In their particular field,” said 
A. K. Van Herne, sales manager, 
“the last job should beget another. 
However, if we depended upon 
that factor alone, we would never 
show any appreciable increase in 
dollar volume. Therefore, we 
must go out after this business.” 

Outside salesmen are utilized 
to uncover prospects. A num- 
ber of sources are used. A sales- 
man sees a new home going up in 
one of the better residential sec- 
tions of town. From the directory 
on the job, he notes the architect’s 
name and calls upon him to get 
the owner’s name and present ad- 
dress. A personal solicitation fol- 
lows. Often the salesman is re- 
ferred to an interior decorator, 
for he has the say as to what fix- 
tures and lamps will be bought. 

“The fact that more and more 
of this work is being placed in 
the hands of decorators,” said Van 
Horne, “is direct evidence that 
more and more people are becom- 

(Continued on page 58) 
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(TOP) Tom Woods, left, and A. 
K. Van Horne, right, are vice- 
president and sales manager, re- 
spectively, of the company, which 
specializes in lighting fixtures and 
lamps. 


(CENTER) A. K. Van Horne is 
showing a customer having a lamp 
made from her silver condiment 
holder that hers will not be the 
first such conversion. Candlesticks 
with small light bulbs worked up 
through the holes for the bottles 
is just one novel way of doing it. 
The lamp he holds was made from 
a figurine. 

(BOTTOM) This is one section of 
the Woods workshop. A chandelier 
is being assembled in the fore- 
ground. 
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MANAGEMENT 


Three formulas for 


Do you watch for these “‘gimmicks’’ in allocating 


overhead expense to jobs? 


@ “No matTrerR How I cost my 
jobs, no matter how accurately I 
make the calculations, I find dis- 
epancies in the profit earned— 
metimes I earn more than anti- 
Bipated, at other times less. It 
me puzzled,” said Victor Har- 
ison, electrical contractor, when 
e called us in to make a check- 

p of his costing practices. 

' This contractor’s dilemma is 

quite common in this field. It 

Springs from the fact that there 
e “gimmicks” in costing electri- 
1 jobs that few contractors are 
ware of because they are not ap- 

Parent on the surface, like the 
immicks a magician uses to trick 
is audiences. You don’t see 
em, but they are there just the 
me. 

The costing of time and mate- 

ials is comparatively simple. 
rom the requisition slips and 
ime cards, the contractor deter- 
ines how much time and mate- 
rials were used. Then it is just 
a mathematical computation to 
get their cost. 

It is the overhead calculation 
that thzows the Victdr-Harrisons 
off. Even if a contractor includes 
an allowance for overhead in his 
estimates that seems mathemati- 
cally ample, he may find himself 
short on .profit when he prepares 
a profit and loss statement at the 
end of an accounting period. 

There are reasons for this seem- 
ing paradox that few contractors 
understand, and this has led many 
contractors to discontinue costing 


30 


to their loss. Therefore, it is of 
great importance that this issue 
'be clarified. We'll try to do the 
clarifying for the Victor Harri- 
sons of this industry. 

~ All outlay used on job work 
except labor and materials is 
overhead expense, but overhead 
cannot be allotted to each sale 
with the same precise calculation 
possible with labor and materials. 
Overhead is paid on the basis of 
over-all operation, not on the 
basis of the job done. 

To estimate job overhead be- 
fore doing the work or when cost- 
ing job overhead after the work is 
completed, one must know how 
much is spent for overhead. This 
information is taken from the 
books showing income and outgo 
for the business as a whole—in 
other words, the financial ac- 
counts. 

If the overhead expense aver- 
ages $1,000 a month, the contrac- 
tor must apportion this sum to 
the jobs sold each month so that 
he gets back his overhead expense 
in the selling prices. This is 
where most contractors become 
confused. They do not realize 
that there are three ways to allo- 
cate overhead expense to jobs, 
and that there are gimmicks to 
watch for in all of them. 


Overhead Ratio 

to Sales Formula 
This formula assumes that if 
the contractor, when estimating, 
uses the overhead percentage to 


sales customary for his business 
as indicated by his books, he will 
get this outlay back in the prices 
he charges customers. Let’s say 


that the prior-period figures cov- 


ering contractor Harrison’s busi- 
ness are as follows: 


Sales of electrical jobs $20,000—100% 
Cost of labor and 
materials 12,000— 60% 
Margin earned on jobs 
done $ 8,000— 40% 
Overhead expense 6,000— 30% 


Net profit on sales of 
jobs $ 2,000— 10% 


Using this pricing formula, the 
contractor would apply the same 
overhead ratio to sales (30 per 
cent) to each job sold during a 
subsequent period. If he figured 
labor and materials at $360, this 
would be a breakdown of the sell- 
ing price: 


Cost of labor and 

materials $360— 60% 
Overhead expense 180— 30 
Net profit on sale of job 60— 10 


Selling price of job $600—100% 

These are the same ratios as 
shown on the profit and loss state- 
ment for the prior period, and so, 
the customer is assumedly charg- 
ed his share of overhead expense. 
But, wait a minute. 

This formula has a weakness 
that few contractors realize, and 
one which often brings a mysteri- 
ous loss or reduction in anticipat- 
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costing job 


ed profit at the end of an account- 
ing period. Many an electrical 
contractor has said to us, “I lost 
money on my jobs last month al- 
though I used the right overhead 
ratio when figuring prices to cus- 
tomers.” 

Such contractors do not realize 
that if sales deviate from the prior 
period, if they are higher or low- 
er, the overhead charged will be 
at variance with the anticipated 
result. 

Sales volume is the gimmick to 
keep your eye on here. Even 
though you use the right percent- 
age for overhead based on your 
book figures, you can lose on this 
formula if you let sales volume 
slide. Good cost control is there- 
fore dependent on effective sales 
control. You must watch both 
ends of your business to keep it 
in the topflight profit brackets. 


Mark-Up 


on Cost Formula 


Using this formula, the contrac- 
tor bases his calculation on the 
cost of labor and materials and 
adds a certain percentage for 
overhead expense, the ratio taken 
from his books. This formula dif- 
fers from the margin-on-sales 
formula in that the selling price 
is not considered 100 per cent. 
The percentage of mark-up is cal- 
culated directly on the cost of la- 
bor and materials: 


Cost of labor and materials __$500 
Overhead—(50 per cent added) 250 


Over-all cost to which profit 
if added 


If contractor Harrison’s labor 
and materials cost for a prior 
period was $10,000 and his over- 


work 


head $5,000, this would seemingly 
justify his using a mark-up of 50 
per cent for overhead on jobs sold. 
But he will earn the anticipated 
net profit only as long as the cost 
of labor and materials remains 
the same as it was in the prior 
period. 

If this cost goes up or down, the 
overhead expense included when 
estimating or costing a job will 
be higher or lower than anticipat- 
ed, although the actual dollar out- 
lay for overhead as reflected on 
the books will not be influenced 
by the fluctuations in labor and 
materials cost. 

This formula is safe only when 
the cost of labor and materials is 
fairly well fixed over a long-term 
period. We haven’t had such a 
condition for years and may not 
experience it for many years to 
come. Yet, many contractors are 
using this calculation because it 
seems the simplest way to figure 
the price of a job. If materials 
and labor are on an upward or 
downward trend, this calculation 
will show a variance from the 
anticipated net profit. It will be 
either higher or lower when the 
net is calculated on the books at 
the end of an accounting period. 
This is caused by the fact that al- 
though overhead expense does 
not fluctuate with the cost of la- 
bor and materials, this formula 
is so set up that this is assumed. 

In the foregoing calculation, if 
the cost of labor and materials 
dropped from $500 to $400 and 
contractor Harrison was using a 
mark-up of 50 per cent on cost to 
arrive at the overhead expense 
chargeable to a job, this would be 
the result: 
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by Arthur Roberts 


Cost of labor and materials $400 
Overhead—(50 per cent added) 200 


Over-all cost to which profit 
is added 


The decrease in the cost of la- 
bor and materials decreases the 
overhead charge to $200. How- 
ever, if the work required the 
same labor hours and the dollar 
outlay for overhead remained the 
same (and there is no reason t® 
assume that it will go up), the 
charge to the customer for thi 
expense should have been $2 
the same as shown in the first 
calculation. Thus contractor Hate 
rison would lose $50 on the alla 
cation, reducing his net substare 
tially. : 

When we pointed this out 
one contractor, he said, “With th 
prices of labor and materials of 
an upward trend, I ought to ma 
more money on jobs by using t 
mark-up on cost formula.” Jf 
would work out this way if he 
could get the work, but this is 
highly competitive business. Ef 
his erstwhile customer had shop 
ped around, as many do, and re 
ceived an estimate from a con- 
tractor using a margin-on-sales 
formula, this customer would 
have been quoted a lower price 
and the contractor using the 
mark-up on cost formula would 
have lost the business. 


The Labor-Hour Formula 


If contractor Harrison employs 
four journeymen working eight 
hours daily, he pays for 9,600 
hours yearly on the basis of 300 
working days a year, or 800 la- 
bor-hours a month. If his over- 

(Continued on page 63) 
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Electrically heated 


process steam 


APPLICATION 


Another profitable field opening to the electrical contractor! 


by Ross L. Holman 


ROUND NASHVILLE, many 
industrial establishments 
have to use hot water or 
in their operations are 
ing that water can be heated 
steam can be generated by 
tricity more advantageously 
by any other fuel. 
stead of building a fire under 
a Boiler with either coal, gas, or 
fuél oil, kilowatts are poured into 
thé water and temperature is re- 
vised upward economically and 
with less headaches than by using 
ordinary methods. Money is sav- 
on electricity by doing the 
electric heating in off-peak hours 
‘when the demand charge can be 
reduced or eliminated altogether. 
efore going into the advan- 
tages of jacking the Fahrenheit 
up with electricity instead of the 
ime-honored fuels, we will men- 
tion a few installations around 
Nashville. The brain power be- 
hind them is a few Nashville Elec- 
tric Service engineers, two of the 
most important of whom are H.S 


This 4,400-gallon steam accumula- 
tor is being readied for installa- 
tion. The vertical cylindrical vessel 
is 6 feet in diameter, 22 feet and 
15 feet long, respectively. Water 
in the steam accumulator is heated 
with four 24-kw immersion heaters 
inside the tank plus three “side- 
arm” heaters on the outside. 
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Evans. and A. C. Gibson. The 
Nashville Electric Service is the 
power supply agency for the 
Nashville area. 

Probably the most important 
construction is the Babies’ Valet 
Service, a laundry devoted entire- 
ly to diaper servicing. This plant 
did away with its coal-fired boiler 
operation and set up in its place 
two electrically heated tanks— 
one known as a hot-water accu- 


mulator and the other a steam ac- 
cumulator. Their capacities are 
2,950 and 4,400 gallons, respec- 
tively. The diapers are run 
through eight different waters. 
The hot water is run from the hot- 
water accumulator into the sev- 
eral water wheels, while ‘steam 
is used for sterilization and dry- 
ing. 

In addition to Babies’ Valet, the 
N.E.S. engineers: also designed a 
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somewhat different electric hot 
water arrangement for space 
heating and washrooms at both 
the N. C. & St. L. and the Ten- 
nessee Central Railroad Shops. 
These two railroad jobs have, ac- 
cording to Evans and Gibson, un- 
covered a spectacular saving. 
The N. C. & St. L. job cost $20,- 
000 and resulted in a first-year 
saving of $12,000. The Tennes- 
see Central installation cost ap- 
proximately $15,000 and has re- 
duced the fuel cost from $40,000 
a year to $12,000. The savings, 
however, are exceptional, but they 
indicate some of the possibilities. 


Another Application 


Another job is a hot-water ac- 
cumulator at the Arcade Com- 
pany. The Arcade is a covered 
business thoroughfare between 
4th and 5th Avenues, and contains 
many stores, shops, etc. The 
Arcade management uses _ the 
electric hot-water accumulator to 
supply its barber and beauty 
shops. 

In order to get a close-up of 
what this kilowatted heating ar- 
rangement is all about, let us go 
back and take another look at the 
Babies’ Valet Service. This laun- 
dry is operated by Mrs. E. G. 
Savario and Sons. Before replac- 
ing her old coal-fired hot water 
and steam arrangement with her 
present electric-heating equip- 
ment, Mrs. Savario had to cope 
with many problems that were 
continually disturbing her peace 
of mind and raising her blood 
pressure. Here were a few of 
them: 

(1) She had to keep three 
highly paid firemen whose serv- 
ices are now eliminated. The 
electric system is automatic. 

(2) She had to 
cope with soot, dust, 


continually 
dirt, and 
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odor arising from coal delivery, 
stoking, ash removal, and periodic 
boiler cleanings. 

(3) There was the continuous 
fire hazard worry. 

(4) The older steam and hot 
water arrangement produced a 
lot of noise. The electric opera- 
tion is practically noiseless. 

(5) Maintenance costs 
been greatly reduced. 

(6) Finally—and this is one of 
the most important gains—both 
hot water and steam are being 
electrically generated and stored 
at night during off-peak hours. 
This enables the management to 
materially reduce or eliminate the 


have 
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installation of the 


Valet, Nashville, 


CONDENSATE 
“NS PUMP 


steam accumulator at 
Tenn. 


special heavy-load demand charge 
that is applied by the power com-) 
pany when all heating has to bel 
done during peak-load hours of 
the regular work day. 

The off-peak generation of 
steam and hot water is one of they 
chief advantages the N.E.S. engi4 
neers are plugging. The suppos4 
ed high cost of electricity as 
fuel has been the chief stumbling . 
block toward expanding its usé€ 
in this field. In order to producé 
steam or hot water at night uné# 
dér coal, fuel oil, or gas, and storé 
it for daytime use, it would bé 
necessary to provide an around- 
the-clock shift of firemen or in- 
spectors. The electric system is 
entirely automatic and not only 
can operate at night when the 
demand charge is avoided but op- 
erates without any labor cost at 
all. 

It is only fair to state that the 

(Continued on page 66) 


A horizontal view of the giant 
steam accumulator gives a broader 
conception of the vessel's size. 
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REWIRING 


Showing how a previous customer benefited 


proves helpful in selling similar rewiring 


Promotional possibilities of remodeling jobs 


@ Mopvernizinc old wiring can 
involve a contractor in difficulties 
not always anticipated at the start. 
For this reason some prefer to 
cialize in new work and others 

ke modernizing jobs only on a 
me-and-material basis. But the 
omotional possibilities in rewir- 

g work should not be overlook- 


The owner of a new building 
d a new wiring job expects it 
work properly, and the wiring 

b seldom generates any pro- 

otional conversation. Exactly 

e opposite is true when an old 

ib is rewired, because the owner 

en has a comparison of how the 

w job works and looks as com- 

red to the old, and he naturally 

lks about it. These favorable 
mments help get new jobs for 

e electrical contractor who did 

e work. 

This is how it has been working 

r the Dyer Electric Company, 
Dyersburg, Tenn., owned by Bu- 
ford Martin, who has been in the 
contracting business for two 
years. 

His current new job is the wir- 
ing contract on the $275,000 con- 
solidated school on which the wir- 
ing and lighting will run almost 
$20,000. Besides conventional wir- 
ing the school job requires cir- 
cuits for a master clock system 
and a fire alarm system. Lighting 
will be fluorescent, and an auto- 
matic deep-well pumping and 
water system are a part of the 
job. 

“Everybody expects a new job 
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by L. H. Houck 


to operate properly, as well they 
should,” Mr. Martin said, “but we 
specialize in doing old jobs over, 
and-these old jobs often are re- 
sponsible for getting new jobs.” 
For instance, the Bowen Lum- 
ber Company mill near Dyers- 
burg was using a small steam tur- 
bine connected to a 240-ampere 
a-c generator which was inade- 
quate to handle the load, and re- 
sulting overloads caused both 
trouble and mill delays. A steam 
engine was used to power a new 
375 - ampere, 440 - volt generator 
which was adequate to handle 


Buford Martin, owner of the Dyer 
Electric Co., Dyersburg, Tenn., be- 
lieves industrial rewiring jobs often 
promote new work for his com- 
pany. His specialty is rewiring in 
small manufacturing plants to in- 
erease safety factors and reduce 
power costs, and giving the owner 
a dividend of better appearance. 


their load and eliminated the need 
for buying power. 

The turbine was left on the job 
and the new hookup made it pos- 
sible to use the turbine as a 
standby machine, or both of them 
could be operated together to in- 
crease the output. Plant engi- 
neers were soon able to record 
substantial savings as a result of 
these changes. 

More spectacular were the sav- 
ings effected by a rewiring job at 
the Nehi Bottling Company plant. 


As Mr. Martin pointed out, rewir- 
ing to adequate wiring standards 
is necessary usually because the 
wiring has not kept pace with the 
growth of the plant. 

As the plant grows and the 
electrical needs increase, new 
wiring is installed for new ma- 
chines, and after a while the en- 
tire wiring system becomes over- 
loaded. Often in the process, it 
becomes an example of a rat’s 
nest wiring that is everything an 


efficient job ought not to be. 

In such instances, the owner 
gets many extra dividends when 
he has a complete new wiring job 
put in, as was the case with the 
progressive-minded owner of the 
bottling company. This plant was 
adequately wired from the en- 
trance service to the last light cir- 
cuit. 

(Continued oh page 64) 
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Aushmatic » Electri-Centers 





provide push-button control, 
automatic protection! 


® Revolutionary Pushmatic Electri- 
Centers provide electrical control centers that 
are the last word in efficiency and protection. 


They are attractive, compact, simple .. . 
easy to wire. There’s plenty of gutter room 
even in the smallest cabinets. 


With Electri-Centers there are no fuses to 
buy, no complicated operations or installation 
techniques to remember. You get versatility 
and adaptability, ease of installation and 
operation never before obtainable in any 
panelboard. 


Beautifully styled Pushmatic Electri- 
Centers, available from 2 to 40 circuits, can 
be installed almost anywhere. Write today 
for new Pushmatic Bulletin. It contains com- 
plete information and prices on all Pushmatic 
Electri-Centers. 


Handsome Pushmatic 
Electri-Centers available 
from 2 to 40 circuits, can 
be installed almost any- 
where. 

__, 


USHMATIC provides finger-tip control 

and automatic protection for elec- 
trical circuits. A simple push of the 
finger makes or breaks the circuit. 


If electric current is broken by short 
or overload, just PUSH and service is 
restored. No more bothersome resetting 


by hand... 


no fuses to buy. 


There’s a Pushmatic to meet every 


load condition: THERMAL-MAGNETIG 
and THERMAL-MAGNETIC with ex4 
clusive AMBIENT COMPENSATING 
FEATURES. All are identical in size and 
contour, in ratings of 15, 20, 30, 40 and 
50 amperes, 120 V., 1 pole, or 120-240 V., 
2 poles, AC. All are interchangeable for 
rating and type. 

See Pushmatic Electri-Centers before 
you specify or buy any panelboard! 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN » FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


Pushmatic is an_ individucl 
single-pole unit . . . easier to 
add, remove or interchange 
than multiple units. 


-S) BULLDOG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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LIGHTING PROGRESS IN THE 








MEN’S CLOTHING STORE — The interior lighting in 
this well-lighted men’s clothing store is accomplished with 
three rows of three-light, recessed troffer fluorescent 
fixtures on the first floor and two rows of the same type 
on the second floor. A comfortable level of 90 foot- 
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candles was obtained on the first floor and 60 foot- 
eandles on the second floor. This makes the R. J. Levy 
Men’s Store, on 6th Avenue North, one of the best lighted 
stores in Nashville. The electrical work was done by the 
Sadler Electric Company, Nashville. 
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MAINTENANCE 
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MODERN METHODS &% 


Improved devices, labor-saving tools, short 


cuts, new ideas in 


Radiant Heat 
Applications 


@ A WHOLE new field of sales op- 
portunities for electrical contrac- 
tors has been opened up by the 
development of glassless infra-red 
electric radiant heaters. One 
manufacturer of such equipment, 

e Edwin L. Wiegand Co., 7500 

omas Blvd., Pittsburgh 8, Pa., 
has prepared a series of applica- 
ion reports that will prove help- 

1 to contractors who wish to 
romote the application of this 
odern equipment. 

As will be seen in the accom- 
anying illustration, the infra-red 
eaters resemble fluorescent lamp 

tures to some extent. The heat- 

g elements are available in rat- 
gs from 600 to 1,800 watts, the 

er-all length of the reflecting 


electrical 


construction. 


equipment varying from about 25 
inches to 47 inches. 

The illustration shows a typical 
installation. In this instance, the 
heaters have been applied to keep 
food at proper serving tempera- 
‘ture. The serving counter in this 
restaurant was at one end of the 
large dining room. Especially 
during the rush hours there was 
a need for some means to keep 
food warm while it was awaiting 
pickup by the waitresses, who 
may be busy writing orders. 

Two 800-watt heaters with pro- 
tective grille were installed in line 
just above the serving counter. As 
orders are filled, the plates are 
put directly under the radiant 
heaters. The food is kept hot but 
the plates remain at comfortable 
handling temperatures and foods 
retain their moisture. 


—— 


Typical installation of glassless infra-red radiant electric heaters. Two units 
were installed on this restaurant serving counter to keep meals warm until 
served by the waitress. 
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Putting Photo 
Cells to Work 


@ PHOTOELECTRIC counting is the 
most flexible and fool-proof auto- 
matic counting system available 
to industry. Practically all count- 
ing problems can be handled 
photoelectrically; many counting 
problems can only be handled 
with photoelectric equipment. 
This latter classification includes 
the counting of small, fragile, and 
light objects, which are not heavy 
enough to actuate mechanical 
counters, freshly painted objects, 
and heavy objects which would 
bruise a mechanical counter. 

Counting, in general, involves 
high speed, continuous repeat- 
cycle operation. Photoelectric 
equipment basically can operate 
at very high speeds continuously 
over long intervals because it in- 
volves an electrical, rather than a 
mechanical system. In other 
words, there are no parts to wear 
out due to mechanical motion. 
Photoelectric counting equipment 
will, therefore, operate faster and 
outlast, with less maintenance, 
mechanical counters. 

Photoelectric counters can be 
applied to the counting of any ob- 
jects which are in motion. They 
are used to count production mov- 
ing along a convéyor system, and 
production coming from the out- 
put of automatic machines. A 
standard photoelectric counter 
can be applied to the counting of 
practically any size or shape of 
object. A mechanical counter, in 
general, is designed to take care 
of an object of one particular size 
or weight only. Photoelectric 
counting, because of its flexibility, 
may be used for selective count- 
ing by height or length. It is, 
therefore, practical to maintain a 
continuous selective count of bot- 
tles or cartons of different sizes 
passing simultaneously along a 
conveyor. 


Photoelectric counters are pre- 
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Gateway to dependability 





No matter what the job... you can depend on 
Security Tape. For electrical and general purpose 
jobs, Security gives you added protection. Strong, 
straight-tearing and non-raveling, Security meets 
the strictest demands. Security has no pinholes to 
cause leaks, and will not dry out. Ask your whole- 
saler for Security. 


A QUALITY PRODUCT OF 


UNITED STATES RUBBER COMPANY 


TAPE DEPARTMENT + ROCKEFELLER CENTER. NEW YORK 20, N. Y. 
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One of the widest applications of 
ph lectric equipment in industry 
is in counting applications. Often 
considerable ingenuity is required. 
IWustrated is an application in a 
eanning plant. Although cans on 
the production line are in contact, 
the configuration permits applica- 
tion of the counter near one side 
of the conveyor. 





mtly being used in practically 
ery industry where material is 
died in a more or less con- 
uous flow. They are used in 
st beverage plants to count 
ttles and cases passing along on 
veyors. They represent the 
y maintenance-free equipment 
counting the highspeed out- 
at in can and box manufactur- 
. They are used to count leath- 
skins and textile piece goods 
are the only practical method 
counting paper and cardboard 
es after sizing, for counting 
tubes and bottles, and for 
nting on loading chutes and 
rel lifts. 
ith photoelectric counting, the 
ual counting face may be lo- 
remotely from the location 
ere the count is actually be- 
made. In other words, the 
unting face may be mounted on 
a panel in the control office of a 
production plant. 
It is not possible to list even in 
a general way all the photoelectric 
counting applications in industry. 
A typical industry having many 
requirements for photoelectric 
counting is food processing. In 
the food processing field, it is 
especially important that sanitary 
methods of material handling be 
used. It is also a field calling for 
high-speed control methods. One 
eandy manufacturer is using 
photoelectric counters for count- 
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ing boxes of candy on a conveyor 
belt. 

A large dairy uses photoelectric 
counters to count boxes of ice 
cream on conveyor belts. A sugar 
processing plant uses photoelec- 
tric counters to count bags of 
sugar passing along on a con- 
veyor; and a produce market 
makes use of a portable photo- 
electric system to count bags of 
flour and other items moving into 
its warehouse. A food canning 
company uses photoelectric count- 
ers to count cans of beans and 
other vegetables. 

The use of photoelectric count- 
ipe equipment is not limited to 
those conveyor systems handling 
cartons and containers which are 
actually spaced so as to permit a 
light beam to project across the 
conveyor. When conditions are 
such that items to be counted can- 
not be separated on a conveyor, it 
is still usually possible to devise 
methods of installing photoelectric 
equipment to provide an accurate 
count. Typical of this is an appli- 
cation in a cannery where it was 
desired to count the output of 
cans even though they were in 
contact with each other. 

The cans were round and it was 
recognized that, even though the 


cans made contact with each oth- 
er, their contour was such as to 
permit a light beam to be com- 
pleted parallel to the axes of the 
cans as each can passed. The 
equipment used consisted of 
Photoswitch Counter Set P-l, 
which includes light sources, 
photoelectric cell, relay, and 
counter face. 


Sell the Farmers 
By Demonstration 


@ A SALES PLAN built around 
proper display and demonstration 
of electrical equipment is being 
offered by Westinghouse Electric 
Corporation to help contractor- 
dealers in rural communities bet- 
ter serve the growing needs of 
farmers for electrical equipment. 

The heart of this plan is a se- 
lected group of the most-needed, 
most-called-for electrical products 
for farms. In addition, there are 
merchandising helps, by way of 
proper display, and selling tools, 
by way of illustrated booklets and 
demonstration aids. 

The selected group of products 
contains motors and motor con- 
trols, welders, lighting equipment, 

(Continued on page 56) 





ELECTRICAL PRODUCTS f 


Westinghouse 


R THE FARM 
WIL DO MANY JOBS 


SETTER: CHEAPER - FASTER 


This display board presents the items most needed by the farmer to do 

a better job of farming. Actual demonstrations of some items and ample 

selling aids in the form of booklets and catalogs help the salesman to 
answer his questions. 
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Lane DELIA OT LER PERU, 


ALL THE FEATURES of dependable thermal- 
magnetic automatic circuit protection... plus... 
the add-ed convenience and flexibility of ADD-ON 
TYPE CIRCUIT BREAKERS are now incorporated 
into @ Load Centers and Service Equipment. 


able ADD-ON breakers. 


Five basic units (see chart) plus a stock of indi- 
vidually-packaged single pole and double pole @ 
THERMAG type circuit breakers meet any job 
requirement ... from then on it’s a simple 
matter of addition to add new circuits... 
change capacities .. . or replace damaged 
units. Because all ADD-ON breakers are 
interchangeable and readily installed, it’s 
as easy as buying and replacing light bulbs. 
Other features are the screwless assembly 
and only one pressure type connection 
between circuit breaker and bus bar. 


Bulletin No. 204 which describes the new ADD-ON 
feature of € Load Centers and Service Equipment. 





Max. Feeder Maximum 


Type Cat. No. Basic Unit Capacity Total Poles* 





THERMAG 
THERMAG 
THERMAG 
THERMAG @DLC4-8 

THERMAG (@DLC4-16 


*including any number of Double Pole. 


@LC4-4F (or S) 
@LC4-8F 
@LC4-12F 


100 Amp. 8 
100 Amp. 12 
100 Amp. 16 
100 Amp. 12 
100 Amp. 20 


4-S.P., 2-S.P. 
and 1-D.P., or 
2-D.P. (specify 
requirements) 


This flexible system of load center as- 





semblies made-up with individual circuit 
breakers was pioneered by @® almost 20 
years ago. Today, with the plus value of 
the ADD-ON breaker, electrical contrac- 
tors enjoy easier and faster installations 











Cc factory blies also furnished on special order. Similar units with 
QUICKLAG Circuit Breakers also available! Add “Q” to catalog number: thus 
@® “QLC4-4,” ete. 

Other add-on units with 30 amp. maximum capacity () JUNIOR Type Thermal 
trip circuit breakers (6 poles or less, including 1 D.P.) are available. 


k o€dam Electric Co. 


ST. LOUIS 13, MISSOURI 


Our 60th Year 
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plus complete job flexibility and a reduced number ~ 
of units required for a basic stock. Later, changes in © 
circuits or capacities can be made with interchange- ~ 


* 


For everyone concerned, it all adds up to greater conven- 
tence, flexibility and economy. So write for your copy of ~ 


? 
a 





Piste 
MEETINGS 


High lights 
of the 
AIEE Winter Meeting 


@ A SIZEABLE VOLUME would be 
required to record the transac- 
tions at the Annual Winter Meet- 
_ing of the American Institute of 
Electrical Engineers when nearly 
3,000 electrical engineers gathered 
discuss practical solutions of 
mediate problems as well as 
oretical advances in the elec- 
cal sciences. The meeting was 
Id during the last week of 
uary in New York City. 


* * * 


The rural dweller who has been 
gued with the problem of low 
Itage may soon get relief 
ough the application of a sin- 
-step regulator described by 
land W. Schlie, of the REA. 
e design described is such that 
second regulator can be added 
en voltage drop along the line 
ceeds 12.5 volts. 
The advantages of the single- 
p regulator were summarized 
Mr. Schlie as follows: The cost 
two single-step regulators is 
than that of one multistep 
regulator of equal capability; the 
control is less complicated and 
therefore should require less 
maintenance; voltage limits of the 
control can be fixed and no ad- 
justments are needed when the 
regulators are installed; the use 
of two units reduces the weights 
per unit and thus simplifies in- 
stallation; investment in a second 
regulator can be put off until a 
better estimate of the future load 
can be determined; and since 
there are only two switch posi- 
tions and relatively few opera- 
tions per day, little maintenance 
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of the switch mechanism should 
be required. 


* * * 


, The residential heat pump of- 
fers a tremendous potential load 
to the electric utility industry. 
This load can easily equal, and 
perhaps exceed several times, the 
present day total domestic elec- 
tric consumption. These facts 
were contained in a report by 
Philip Sporn, president, and E. R. 
Ambrose, air conditioning engi- 
neer, of the American Gas and 
Electric Service Corp., based on a 
study of five home installations 
for year-round air conditioning in 
Tennessee, Virginia, Ohio, and In- 
diana. A 10 per cent heat pump 
saturation would bring about kwh 
consumption nearly equal to one- 


half of the total residential elec-' 


tric energy consumption in 1950, 
the authors reported. 


* * * 


Carefully designed “grounds” 
have all but eliminated service 
outages resulting from lightning, 
reported J. Elmer Housley and 
John D. Harper, of the Aluminum 
Company of America. The au- 
thors told how the ground wires 
affixed to the tops of power line 
towers and adequate counter- 
poise wires buried at the foot of 
each tower helped control light- 
ning strokes so masterfully that 
instead of the former average of 
six and one-half interruptions of 
service per year due to lightning, 
none occurred in the first 10 
months of 1950. The report cov- 
ers a 30-mile circuit comprising 


231 steel towers through the 
mountains between Alcoa and the 
Santeetlah power house, in North 
Carolina. 


ae * * 


An interesting new develop- 
ment in the communications field 
was related by J. J. Gilbert, of 
Bell Telephone Laboratories. It 
consists of a deep-sea cable equip- 
ped with self-contained amplifi- 
ers. The 115-mile cable extends 
from Key West to Havana, Cuba, 
and is of the coaxial type. The 
three built-in amplifiers are spac- 
ed about 40 miles apart and rest 
on the ocean floor. At the points 
where they are located, the ca- 
ble bulges from its ordinary dia- 
meter of about an inch to approxi- 
mately 3 inches for a distance 
of 25 feet. Power for the vacuum 
tubes comprising the amplifier is 
supplied along the same coaxial 
conductors which carry the voice. 


+ * ” 


A new spring mechanism, that 
releases its knockout punch at the 
split second needed, has been 
developed to snap shut the manu- 
ally operated circuit breakers 
used for industrial control pur- 
poses. The new device, described 
by R. C. Dickinson and J. D. 
Findley, of Westinghouse Electric 
Corp., supplies the force and 
speed needed for correct closing. 
The closing mechanism for such 
breakers must supply power first 
to lift the weight of the breaker 
parts and then to overcome the 
electrical resistance set up when- 
ever the contact points get so 
close that current begins to arc 
across them. 

A simple straight line spring 
mechanism, in order to overcome 
this electrical resistance at the 
final moment, would have to have 
a very high beginning spring 
force. The excessive spring force 
would cause excessive mechani- 
cal speed and shock, and would 
require frequent replacement of 
break contacts. To avoid this 
difficulty, a series of links be- 
tween the closing spring and the 
contact arm has been devised 
which permits relatively low 
force to be delivered to the con- 
tacts at the beginning of the mo- 
tion, and a relatively higher force 
at the end of the closing motion. 
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Replacing 


~ 


=e Secondaries? 





Keg 


figure them in aluminum and 


figure low 


Secondaries, service drops, feeders, recircuiting—no matter what 
the job, figure it both ways—in aluminum and copper. You'll 
find big savings can be made with Aicoa Aluminum! 





ree ie OE 


pen Seomtoe 


Although the rearmament program prevents 
unrestricted sale of aluminum and copper, we 
are ready to help you with the planning required 
for projects involving electrical wiring. 


FREE INSTALLATION BOOK— Write for your copy of 
this “Questions & Answers” book on aluminum conductor 
and installation. Address: ALumiINUM COMPANY OF AMERICA, 
1778B Gulf Building, Pittsburgh 19, Pennsylvania. 


ae 
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—from a letter to Henry F. Fischbach of Fischbach and Moore, Inc. , Electrical Contractors 


"That the bind of a letter \ ble I lo get! 


Of course ... Fischbach and Moore chose Qiklugs 
for this job—one of the quick-action, high-strength 
Burndy connectors that prove, again and again, 
good connections make good customers! There’s a 
Burndy connector that’s better-built for every job. 
Ask your Burndy distributor. 


oc 
QIKLUG 





rugged - compact - versatile - need no special tool 


Small, neat, easy-to-work-with. Speedy installation—tighten the 


single nut with the ordinary wrench you always have on hand! 
Cool—cast of high-conductivity alloys. All contact surfaces 
grind-finished. All parts corrosion-resistant. 


Each unit takes convenient range of conductor sizes. 


BURNDY # 42 ¢€ s&s 


I—] Burndy Engineering Co., Inc., New York 54, N.Y. © Western Branch: Vernon 58, Calif. * Burndy Caneda Ltd., Toronto 8, Ontario 
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INDUSTRY NEWS 


Timely items relating to contractors, 


light 


and power companies, electrical wholesalers, 


electrical 


Colcock Named Head 
Of New Orleans Group 


@ New prREsIpDENT of the Elec- 
trical Association of New Orleans 
for the year 1951 is Hutson Col- 
cock, who was elected at a recent 
meeting of the association. Mr. 
Colcock succeeds Harry B. Lac- 
key, retiring president. 

The nominating committee, con- 
sisting of Chairman Wayne B 
Wands, E. N. Avegno, Pendleton 
H. Lehde, Carl W. Brown, and 
Rudy J. Viener, Jr., presented 
their proposed new slate of offi- 
cers and executive committeemen. 
The result was that by unanimous 
vote Mr. Colcock became presi- 
dent, and the following officers 
were elected: 


manufacturers 


and their agents. 


Executive vice-president, Wal- 
ter J. Barnes; vice-president rep- 
resenting wholesalers, utilities, 
and manufacturers, Don R. 
Smith; . vice-president, refrigera- 
tion, James Soniat; vice-president, 
electrical contractors, Z. Kermit 
Remy; vice-president, air condi- 
tioning and ventilation, C. Espy 
Reed; vice-president, radio and 
television, Herman J. Estrade; di- 
rector of publicity, W. E. Cle- 
ment; secretary, Eugene H. Mow- 
en; and treasurer, I. W. Tufts. 

Members of the executive com- 
mittee are Hicks L. Youngs, Jr., 
L. J. Oliver, Stanley B. Reinherz, 
A. B. Paterson, Jr., W. A. Barnes. 
R. C. Morgan, III, Wesley P. Mas- 
sey, J. R. Guidroz, E. N. Avegno, 
and Harry B. Lackey, ex-officio. 


Hutson Colcock, right, newly elected president of the Electrical Associa- 
tion of New Orleans, received the gavel recently from retiring president 
Harry B. Lackey, left. Mr. Lackey in turn received an engraved certificate 
as retiring chief officer from C. C. “Bud” Walther, also a former president. 
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Commercial Building 


Banned for 30 Days 


@ Tue Nationa Production Au- 
thority on January 15 banned the 
construction of new stores, res- 
taurants, offices, and other com- 
mercial buildings until February 
15. After that, each new commer- 
cial construction must be speci- 
fically authorized by NPA. Such 
commercial building will be au- 
thorized, in general, only if it 
furthers the defense effort; is es- 
sential to public health, welfare, 
or safety; or alleviates or prevents 
a hardship in a community. 

The order applies to new con- 
struction “starts” and not to 
buildings already under way. It 
was issued as an amendment to 
NPA’s general construction order, 
which had prohibited construction 
of night clubs, theaters, and other 
amusement places. NPA will con- 
sider a structure to have been 
started when, “A _ substantial 
quantity of building material hag 
been incorporated into it.” Thé 
pouring or placing of footings of 
foundations is considered a legal 
start. 

Construction was defined as thé 
erection of any building, including 
additions, extensions, and altera# 
tions through the incorporation? 
in-place on the site of materialg 
which are to be an integral and 
permanent part of the project 

The order exempts new con# 
struction and alterations costing 
not more than $5,000 in one year 
and necessary expenditures for 
ordinary maintenance and repairy 


% 
IES Southern Conferencé 
Reveals Program Plans 


@ THE OFFICIAL program for thé 
Southern Regional Conference, 
Illuminating Engineering Society, 
to be held at the Atlantis Hotel} 
Miami Beach, Fla., April 9-10, re- 
veals a very comprehensive list of 
both speakers and subjects. 

The two-day conference, which 
was held last year in Atlanta, 
promises to have some of the big 
names in the lighting field as fea- 
tured speakers, including the so- 
ciety’s national president, Walter 
Sturrock. 

The Monday morning session, 
April 9, will have as chairman H 
M. Horton, chairman of the Geor- 
gia Section. Mr. Horton will in- 
troduce Morris N. Lipp, city engi- 
neer, City of Miami Beach, who 
will deliver the address of wel- 
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come, followed hy Joe B. Brow- 
der, vice-president, Southern Re- 
gion, IES, who will give the re- 
sponse. 

Other morning speakers and 
their subjects will be Mr. Stur- 
rock, who will speak on “Our So- 
ciety”; E. T. Wanderer, section 
head, sales development division, 
Aluminum Company of America, 
“Use of Aluminum Alloys for 
Lighting Standards and Bracket 

”. and’ R. J. Swackhamer, 
sales manager, streetlighting and 
traffic control, General Electric 
Co., “Outdoor Lighting Brought 
Up to Date.” 

The afternoon session, presided 
over by D. Mack Woodside, 
chairman, Carolinas Chapter, will 
feature M. H. Bigelow, technical 
director, Plaskon Division, Lib- 
bey-Owens-Ford Glass Co., “The 
Use of Thermoset Plastics in 
Lighting”; H. L. Logan, vice- 
president in charge of research, 
Holophane Co., Inc., “Up-to-the- 
Minute Lighting Practice with 

ns Forms”; and D. P. Caverly, 

ager, national accounts engi- 
ring, Sylvania Electric Prod- 
ts, Inc., “New Concepts in 
hting for Merchandising.” 

The morning session, Tuesday, 

ril 10, will have as chairman 

Z. Segall, chairman, New Or- 

s Section, who will introduce 
following speakers: E. D. Al- 

e, manager, engineering divi- 

n, Pittsburgh Reflector Co., 

esigning Downlighting for 

mmercial Interiors’; G. W. 

als, chief engineer, The Miller 

.. “Recessed Troffers Have 

eir Place”; and Sam G. Hibben, 

ector of applied lighting, West- 
house Electric Corp., who will 

e the introduction to “ 

rrection and Other Improve- 

nts Expand Mercury Lighting,” 
lowed by lamp demonstrations 
J. D. Mitchell, district engi- 
r, Westinghouse, and extra- 
Ordinary applications by Ed Huer- 
kamp, illuminating engineer, 
Cleveland lighting division, West- 
inghouse. 

Chairman of the afternoon ses- 
sion will be A. C. Bergh, chair- 
man, Southeast Florida Chapter. 
R. B. Roberts, Jr., vice-president, 
Florida Power and Light Co., will 
address the group on “There is 
More to Florida Than Meets the 
Eye,” followed by summation and 
reports, and adjournment. 

Committee chairmen for the 
conference include the following: 
executive, A. C. Bergh, William 
B. Shenk, and Jack H. Murrah; 
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chairman, Furna E. Lott; hotel, 
Joe H. Akerman; finance, Ollie F. 
Swanson; program, A. C. Bergh; 
entertainment, A. L. Benoit; 
transportation, Robert T. Fennell; 
registration, Herb M. Rose; recep- 
tion, Mrs. A. L. Benoit; attend- 
ance, Clyde V. Booth; and pub- 
licity, A. C. Bergh. 


NEMA Standard 
For Grounding Plugs 


@ SUPPLEMENTING the standards 
for 15-ampere, 125-volt ground- 
ing-type receptacles and attach- 
ment plugs, the National Electri- 
cal Manufacturers Association 
now announces the adoption of 
NEMA Standards for Grounding- 
type Receptacles and Attachment 
Plugs rated at 10 amperes, 250 v. 

The NEMA Standards for the 
125-volt devices have been adopt- 
ed as American Standard by the 
American Standards Association, 
Inc. 

The National Electrical Code 
(paragraph 2123-b) contains the 
following provision: 


“Receptacles connected to circuits 
of more than 150 volts between con- 
ductors shall be of such design that 
attachment plug caps used on cir- 
cuits of other voltages on the same 
premises cannot be inserted in 
them.” 


Where receptacles are connect- 
ed to 125-volt circuits, and on the 
same premises there are also some 
receptacles connected to circuits 
operating at a (nominal) voltage 
of 230 volts, compliance with the 
National Electrical Code makes 
it necessary that grounding-type 
receptacles, if used, be of a design 
different from the 125-volt de- 
vices. The conditions where re- 
ceptacles are used on circuits of 
two different voltages are quite 


likely to exist in industrial plants. 

The differentiation between the 
higher and lower voltage devices 
is obtained by the use of the tan- 
dem arrangement of the current- 
carrying blades and contacts on 
the 250-volt devices and the paral- 
lel arrangement on the devices 
rated at 125 volts. Otherwise, the 
devices are similar. In both cases, 
the grounding blade of the plug 
is round or U-shaped and binding 
screws are clearly marked to in- 
dicate the grounding terminals. 
The receptacles may be single or 
duplex and will fit in a standard 
switch box. 


Georgia Corporation 
Celebrates Anniversary 


@ SouTHERN States Equipment 
Corporation of Hampton, Ga., 
celebrated its 34th anniversary 
and its 10th year as a Georgia in- 
dustry at a recent dinner at the 
Henry Grady Hotel in Atlanta. 

An additional purpose of the 
banquet, attended by more than 
100 people, was to salute sales, 
engineering, and factory supervi- 
sory personnel. Officers present 
were Olan Richardson, president; 
W. E. Mitchell, vice-president and 
treasurer; H. A. Stewart, secre- 
tary and assistant treasurer; and 
Graham Mitchell, assistant secre- 
tary and purchasing agent. 

Sales representatives from At- 
lanta, Birmingham, and Dallas at- 
tended. Among invited guests 
were members of the Georgia 
Power Company and _ industrial 
and business leaders from vari- 
ous Georgia counties. 

Southern States Equipment 
Corporation was organized in 
Birmingham, Ala., in 1916, to 
manufacture high voltage electri- 
cal equipment for the utility in- 


Celebrating the 34th anniversary of Southern States Equipment Corp., 


Hampton, Ga., 


SSEC; 


in Atlanta recently were, left to right, Thomas E. Curtis. 
chief engineer, electrical division, 
manager, Georgia Power Co.; Olan Richardson, president, SSEC; 


J. F. Pennington, operating 


J. M. 


Oliver, vice-president, Georgia Power Co.; and Thomas A. Burdeshaw, sales 
manager, electrical division, SSEC. 
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dustry. The Hampton facilities 
were acquired in 1940, and were 
operated during the five war 
years for the production of war 
materials, for which the company 
was awarded the Army and Navy 
“E.” At the end of the war, the 
Birmingham plant was closed, 
and all operations were moved to 
Hampton. 

The electrical division of South- 
ern States Equipment Corpora- 
tion sells its products on a nation- 
wide scale to the utility industry, 
and is the third largest independ- 
ent manufacturer in its field. One 
of its accomplishments was the 
pioneering of the double-vented 
expulsion fuse. 





























EEI Commercial Model WJ A-13 Electromode Automatic Bathroom Heater 


Jan campeageiaivas Here’s Your Answer to Year-Round Profit! 


@ A NEw ELECTRIC range program 


featuring Bob Hope, Jack Benny, 
and six other prominent movie Fl ODE 
stars, and five new Planned 


Lighting promotional programs, 
were formally introduced by | ALL-ELECTRIC, AUTOMATIC BATHROOM HEATERS 
Merrill E. Skinner, chairman of 494 
the Edison Electric Institute Com- you missing a real opportunity if you're not selling and installing 
mercial Division General Com- these much-wanted heaters. The market is unlimited. Every home 


mittee and Ralph P. Wagner —new or old—every cottage, auto court and sai. is a prospect for one 
. ‘ ~ ! 


chairman of the Better Light Bet- or more. And the selling season is all year ‘roun 

ter Sight Bureau, at a press con- For auxiliary heating in any part of the country, or complete home : 

ference held recently in New heating in low-rate areas, Electromode Bathroom Heaters (and the J 

York. ; Automatic Down-Flo Wall Heaters illustrated and described below 
Speaking of the new range pro- are perfect profit-makers. Mail the coupon below. We'll send you cat- 


gram, Mr. Skinner said that 1950 alogs and full technical information. 
will see over 1,800,000 electric 
ranges added to electricity dis- Only ELECTROMODE Has All These Features 
tribution lines—the greatest num- e Exclusive Cast Aluminum Lifetime Heat- 1320 watts (on 110 volt AC 

ber in history in any one year. He rh cove he voy om ag ee 
also went on to say that the ratio 8 ; 


@ 100% Automatic Cut-Off Switch clim- 


. 
e Fits compactly into the wall 
eo 
of electric ranges to next compe- inates dan . bre ® Quiet, long-life motor 
ger o ire - 
. 
7 


As easy to install as an outlet. 


ve . . “ . Two finishes: white or chrome 
tition is now two electric ranges e Automatic Room Temperature Control : shea: NE OF < 

to three, where before the war the © Delivers 80 cubic feet of fan-circulated 
ratio was one electric range to 12. heat every minute 


The “Range of the Stars” pro- © Operates for as little as 1c an hour. 
gram is built around testimonials AUTOMATIC DOWN-FLO WALL MODELS 
of Eddie Cantor, Bob Hope, Gene ee 
: - Perfect for general room heating where heat is required quickly, 
Autry, Jack Benny, Broderick at lowest possible cost, without plumbing or ductwork or dis- 
Crawford, Alan Ladd, Robert turbing the existing heating system. Built-in thermostat control. 


oung, and Pat O’Brien. and their Range: 55° to 85° F. Fan circulates warm air at floor level. Ca- 
xe = 8 rn s ote Santtiine ¢ pacities: 1500, 2000, 3000 and 4000 warts. Also available in non- 
Wives. ach star estilies tO Sup- automatic models. Front plate: 17” wide, 21” high. Wall box is 
eriority of one of eight outstand- 4f)” deep and fits between standard studding. 


ing features of the electric range. 
Each of these entertainers and/or 


their wives tells of the star’s fa- FLECTROMODE aa 


vorite recipe and how it is pre- 
ared on their electric range . 11 -EleTuce HEATERS ee Seen wae. RD 
P ge. MWY 45 Crouch St., Rochester 3, N.Y. 


Of the five new Planned Light- 
ing programs offered by the Insti- 
tute and Better Light Better 
Sight Bureau, Ralph P. Wagner, 
chairman of the Bureau, said 
these programs represent Step No. 
2 in the electric industry’s drive 


Heating element guaranteed a lifetime 
Approved by Underwriters’ Laboratories 


Please send domestic and industrial heater catalogs together 
with full technical information. 
NAME 
TITLE 
ADDRESS 
YOUR WHOLESALER __ 








—_——— ee ee ee ee 
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to bring Better Light to Amer- 
ica’s homes, schools, stores, of- 
fices, and factories. 

He went on to say that the 
materials included in these pro- 
grams are based on the experience 
gained by more than 150 electric 
companies in three years use of 
‘the original Planned Lighting 
activity. The new materials will 
prove even more effective than 


Alabama Power 
Bars Plant Visits 


@ ALaBAmMaA Power Company has 
returned to a war-time footing 
with respect to visits to its power 
plants. As a defense precaution, 
power companies all over the 
country are closing their power 
plants and other strategic facili- 
ties to the general public. 


bama Power Co., who made the 
announcement, said, “It has been 
a pleasure to show thousands of 
Alabamians and others through 
our power plants. We regret that 
present world conditions now 
make it necessary to restrict such 
visits to persons having business 
at the plants. When circumstan- 
ces permit, a cordial invitation 
again will be extended to the 


the first campaign and, it is be- 
lieved, will be even more widely 
used. 

In concluding his remarks, Mr 
Wagner said that, “In 1947, it was 
estimated that for better light, 30 
million homes need four times as 
much light; 258,000 schools need 
seven times as much light; 200,- 
000 factories, need four times as 
much, and 100,000 office buildings 
need five times as much light. De- 
spite the effective promotion of 
Planned Lighting in many areas, 
despite the advances in the light- 
ing art since 1947, I do not believe 
that there has been any appreci- 
able change in these figures. 

“They indicate the size of the 

b facing the electric light and 

wer industry and manufactur- 

s, distributors, and contractors. 


J. M. Barry, president of Ala- general public.” 


PRESIDENTS’ CLUB MEETS IN NEW ORLEANS — Members of the 
Presidents’ Club, an organization composed of past presidents of the 
Electrical Association of New Orleans, met recently to discuss efforts to 
further industry solidarity. 


— to right are 
. Avegne, and <. 


. Stevens, W. E. Clement, H. E. Meade, W. B. Wands, E 


er. Standing, A. J. MeCall, L. I Newman, L. L. Hirsch, 


. Drumm, J. O. Kaelin, and R. J. Viener 





ow KILLARK Die-Cast’ ALUMALLOY FITTINGS 


, NS Can Improve Your Next Installation Job 


Ten million fittings can’t be wrong! That’s how many Killark Die- Cast 
Alumalloy fittings are already in use. First in the field — they have 
already proved their worth to thousands of contractors: in saving time, 
cutting losses due to breakage and damage, and in offering safer, 
more permanent installations. 





MALLEABLE...Built to take the strains and shocks 
of your toughest installation jobs. 


@ LIGHT...60% lighter than iron. Easier to handle. 


NON-CORROSIBLE ... Weatherproof and rustproof 
clear through for durable, uninterrupted service 
for years to come. 


SATIN-SMOOTH FINISH...New protection inside 
and out for wire installation as well as hands. 


CLEAN-CUT THREADS .. 
closer fitting. 


SAFER...Non-sparking ALUMALLOY eliminates 
fire and explosion hazards. 


SALES OFFICES and 
WAREHOUSE? STOCKS: 

+Atlanta—69 Mills Street, N.W. 
Baltimore—401 Nat’! Marine Bank Bldg. 
Cincinnati—49 Central Avenue 

+Dallas—1901 Griffin Street 


Faster installation, 


Write for illustrated literature on complete Killark 
line. 
*Pat. Pending 
Vandeventer and Easton Aves. 


St. Louis 13, Mo. 


ELECTRICAL SOUTH for FEBRUARY, 1951 





DATES AHEAD 


Fifth Annual Electrical Exposition, 
Tampa, Fla., January 30-February 11, 
1951 (sponsored by Tampa Electric 
Co.). 

Illuminating Engineering Society, 
Southwestern Regional Conference, 
Driscoll Hotel, Corpus Christi, Texas, 
March 4-6, 1951. 

National Electrical Manufacturers 
Association, Edgewater Beach Hotel, 
Chicago, Ill., March 12-15, 1951. 

Protective Relay Engineers, Fourth 
Annual Conference, Dept. of Electrical 
Engineering, A. & M. College of 
Texas, College Station, Texas, March 
26-28, 1951. (For further informa- 
tion, write L. M. Haupt, chairman.) 


Southeastern Electric Exchange, 
Engineering and Operations Section, 
Vinoy Park Hotel, St. Petersburg, 
Fla., March 29-30, 1951. 

Edison Electric Institute, 17th An- 
nual Sales Conference, Edgewater 
Beach Hotel, Chicago, Ill., April 3-5, 
1951. 

Illuminating Engineering Society, Series 63300 B 
Southern Regional Conference, Atlan- 
tis Hotel, Miami Beach, Fla., April 


9-10, 1951. FISHER- PIERCE 


Southeastern Electric Exchange, 


Annual Conference, Boca Raton Club, 
Boca Raton, Fla., April 11-13, 1951. 

*American Institute of Electrical 
Engineers, Southern District Meeting, 
MacFadden-Deauville Hotel, Miami 


Beach, Fla., April 11-13, 1951. 


National Industrial Service Asso- 
ciation, Annual Convention, San 
Antonio, Texas, April 15-18, 1951. 

*Southwestern Institute of Radio 
Engineers Conference, Southern 


Methodist University, Dallas, T. ; 
April 20-21, 1951. ce ae STREET LIGHTING 
Public Utilities Advertising Asso- 
ciation, Hotel New Yorker, New York, 
N,. Y., May 17-19, 1951. 
National Association of Electrical This new Fisher-Pierce Control is the result of long expe 
Distributors, Atlantic City, N. J., May 
20-26, 1951. 


Edison Electric Institute, 19th An- experience of more than 600 electric ultilities in more than 


rience in design and manufacture. combined with practical 


nual Convention, Denver, Colo., June 20.000 installations. 
4-7, 1951. 

*International Association of Elec- The new 63300 B Control is mechanically and electrically 
trical Inspectors, Virginia Chapter, 
18th Meeting, Monticello Hotel, Char- 
lottesville, Va., June 18-19, 1951. able Fisher-Pierce circuit. consistently giving tube life of 


American Institute of Electr'cal more than 20,000 hours, has been retained. Improved spac 
Engineers, Summer General Meeting, 
Royal York Hotel, Toronto, Ontario, ing and insulation provides increased protection against 
Canada, June 25-29, 1951. lightning damage . . . up to 2500 volts rms Hipot. Mechani 

Illuminating Engineering Society, 
National Technical Conference, Hotel 
Shoreham, Washington, D. C., August for greater economy of servicing. 
26-30, 1951. 

International Association of Elee- 
trical Inspectors, Southern Section, 
23rd Annual Meeting, Hotel John 
Marshall, Richmond, Va., October 
15-17, 1951. 


interchangeable with existing controls, The same depend- 


cal design has been altered to provide maximum simplicity 


*Asterisk indicates meetings an- T h e E I S H E R ~ : P 1 E R Cc E Co., Inc. 


nounced for the first time in this 


column. SO CEYLON STREET, BOSTON 21, MASS. 
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Alcoa Anti-Trust 
Suit Settled 


@ Tue 14-yvear-oxp anti-trust suit 
against Aluminum Company of 
America was brought to an end 
in New York recently when Fed- 
eral Judge John C. Knox accept- 
ed a stock disposal plan submit- 
ted by major shareholders of Al- 
~ and Aluminum, Ltd., of Cana- 
a. 

Under the accepted plan, Al- 
coa’s major stockholders will dis- 
pose of their common stock hold- 
ings in Aluminum, Ltd., over a 
10-year period, during which time 
the voting power of such stock 
will be exercised by three court- 
appointed trustees: Donald K. 
David, dean of the Harvard School 
of Business Administration; John 
L. Sullivan, Washington attorney 
and former Secretary of the 
Navy; and the Chemical Bank 
and Trust Company of New York. 

The Alcoa case, which was be- 
gun in April, 1937, has been in 

e courts ever since, and pro- 

ced the longest trial in the his- 

ry of English-speaking juris- 
udence. 

This recent action before Judge 

OX was prompted by his June 

1950, decision in the Alcoa anti- 

st suit. In his decision Judge 

ox refused the government’s 
tition to divest Alcoa of plants 

d properties and ruled that ef- 

tive competition existed in the 

stwar aluminum industry. 


Greensboro Board of 

uilding Appeals, Greensboro, N. 

., has recommended to the city 

uncil that it require the in- 

llation of Type S, tamper-proof 

ses in all new construction. The 
city council was expected to act 
on the board’s recommendation at 
its January 16 meeting. 

Type S fuses had been required 
in the 1940 Greensboro Building 
Code, but this provision had been 
eliminated because of the un- 
availability of such fuses during 
World War II. Under the board’s 
recommendation, all new homes 
being constructed would be re- 
quired to install tamper-proof 
fuses for ordinary branch circuits. 

Older homes, found to be over- 
fused, would also be required to 
put in the Type S fuses. The fuses 
were adopted by the board after 
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hearing the recommendations of 
Greensboro fire chief C. W. Wy- 
rick, city electrical inspector 
David L. Kennedy, and city build- 
ing inspector Robert R. Byrum. 

The cities of Charlotte, Dur- 
ham, Wilson, Hickory, Lenoir, 
Fayetteville, and Asheville, N. C., 
have already adopted tamper- 
proof fuses as part of their build- 
ing codes. 


Residential Ventilation 
Guide Announced 


@ THe ReswentiaAt Ventilation 

uide is a newly compiled book- 
let covering the use of mechani- 
cal ventilation in the residence. 
Information on all phases has 
been gathered, carefully analyzed, 
and consolidated into a complete 
guide. 

It is a development of the At- 
tic Ventilation Code, which it 
supersedes. That subject is again 
fully treated in all of its new 
developments. A section is also 
devoted to the popular window 
fans. 

Three types of kitchen fans are 
in use today, being a “must” for 
new and old homes. The choice 
of the proper size, location, and 
proper precautions are covered. 
Growing residential uses for fans, 
such as bathroom, dark room, and 
basement ventilation are discuss- 
ed. The last is a valuable relief 
from dampness, decay, and odors. 

Illustrations are used to clarify 
the various subjects and the lan- 
guage is not technical. Defini- 
tions, simple formulas, examples, 
and a table of air changes are in- 
cluded. 

The booklet is designed for 
architects, builders, dealers, and 
interested users. A copy may be 
obtained without charge by writ- 
ing to the publishers, Propeller 
Fan Manufacturers’ Association, 
2159 Guardian Bldg., Detroit 26, 
Mich. 


Wholesale Firm 
Opens in Charlotte 


@ THE Southern States Supply 
Company, a new wholesale elec- 
trical firm, opened for business in 
January at 606 So. Mint St., Char- 
lotte, N. C. 

Burton F. Buchan is president 
of the company, and J. Sidney 
Evans is vice-president of the 
business, which was authorized 


during December, 1950. Both men 
are veterans in the electrical sup- 
ply business. 

In addition to residential, com- 
mercial, and industrial lighting 
fixtures and appliances, Southern 
States will handle leading lines 
of electrical construction mate- 
rials. Two lots which adjoin the 
plant will be utilized as loading 
and parking space. 

Mr. Buchan received his degree 
in electrical engineering from the 
University of Illinois. He first 
came to Chariotte in 1936 to open 
the first branch office of the 
Square D Company. In 1945, he 
resigned this position to become 
district manager of Triangle Con- 
duit and Cable Company, with 
headquarters in Charlotte. Sev- 
eral months ago, he resigned to 
become president of the new com- 
pany. 

Mr. Evans was graduated from 
North Carolina State College, and 
has actively engaged in the elec- 
tric business for the last 20 years. 
He has been associated with the 
Ross Electric Company, Inde- 
pendent Electric Supply Com- 
pany, Mill Power Supply Com- 
pany, and was vice-president of 
Union Supply & Electric Com- 
pany. 


Porter Acquires 
Delta Star Electric 


@ THe H. K. Porter Company, 
Inc., Pittsburgh, Pa., following a 
policy of diversification of its 
manufacturing operations, has ac- 
quired the Delta Star Electric 
Company of Chicago, IIl., manu- 
facturers of high voltage electri- 
cal equipment, it was announced 
recently by T. M. Evans, presi- 
dent. 

The Delta Star Electric Com- 
pany designs and manufactures a 
variety of fittings, switches, insu- 
lators, conductors, supports, and 
related equipment for the control 
and transmission of electricity 
around central power stations, 
substations, and transformers. No 
change in the operations or man- 
agement of Delta Star Electric 
Company is contemplated, Mr. 
Evans stated. 

In a little more than a year, 
Porter has expanded its opera- 
tions into rubber, steel, and elec- 
trical equipment by the acquisi- 
tion of Quaker Rubber Corpora- 
tion, Connors Steel Company, and 
now Delta Star Electric Com- 
pany. 
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Harllee Branch, Jr., vice-president 
and general manager of Georgia Pow- 
er Company since August, 1949, has 
been elected president of the company. 
He succeeds C. B. McManus, who be- 
comes chairman of a newly created 
executive committee of the board and 
a vice-president of the company. 

Mr. McManus also will continue as 
president of the Southern Co. He re- 
cently accepted an appointment as 
administrator of the Defense Power 
Administration of the Interior depart- 
ment which requires him to spend all 
of his time in Washington. This ne- 
cessitated the relinquishing of his 
former administrative duties with 
Georgia Power and the Southern com- 
panies. 

Also elected to the power company’s 
executive committee were Dan Mac- 
Dougald, chairman of the company’s 
board of directors; Mr. Branch; and E. 
A. Yates, chairman of the board of the 
Southern Company and_ vice-president 
of Georgia Power Co. 


D. O. Bowen 


D. O. (Buddy) Bowen will join the 
staff of Jules J. Dreyfuss’ Sons to cover 
the states of Louisiana, Mississippi, 
Alabama, and Western Tennessee, ac- 
cording to an announcement by M. Jack 
Dreyfuss, manager of the Atlanta of- 
fice. Mr. Bowen was formerly asso- 
ciated with Allen Electric Co., Biloxi, 
Miss., and will reside in New Orleans. 


J. Edmund Savage has retired from 
the advertising and sales promotion 
divisions of General Electric’s appara- 
tus department at Schenectady, N. Y., 
after almost 44 years of service with 
the company. He will be succeeded as 
manager of the production division by 
Warren D. O'Neal, according to an an- 
nouncement by J. Stanford Smith, 
manager of the divisions. 

Concurrently, Mr. Smith announced 
that C. Kenneth Emery will replace Mr. 
O’Neal in his former position as man- 
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SANGAMO 7c ZTIME SWITCHES 


that SANCAMO fpe ¢ 
Switch has really 
JVEn Service... | yes -and ror 
a bit of trouble 
tn cold weather 


completely dependable...even at 50 F below! 


Sangamo Type L Heavy-Duty Time Switches are built 
to give dependable operation under the most severe 
and widely varying installation requirements. Their 
operation is unaffected by extremes of temperature—they 
are lubricated for life with a special silicone grease 
that assures perfect operation in a temperature range 
from 50° F below zero to 200° F above, Fahrenheit. 
No special coils or other low temperature protective 
devices are needed—even in the coldest weather. 


Other features that mean year after year of trouble- 
free service are: the special Sangamo-developed slow 
speed motor that adds years of life to the switch... 
rugged, oversize silver to silver contacts . . . heavy 
machine-cut gears .. . and a large variety of special 
control features to meet every time switch need. 


The Sangamo line is complete . . . see these high quality 
time switches at your electrical wholesaler and choose 
one for your next installation . . . the slightly higher 
price is soon forgotten—but the quality remains. 


SANGAMO ELECTRIC COMPANY 
SPRINGFIELD, ILLINOIS 
Ger the full story—write for Bulletin No. 1010E today. 


6Tbi-1B 
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ager of the technical publications divi- 
sion of the advertising and sales pro- 
motion divisions. 


The Anaconda Wire and Cable Com- 
pany has announced the appointment of 
Richard B. Steinmetz as general man- 
ager of mills with headquarters at 
Hastings-on-Hudson, N. Y. 


Richard B. Steinmetz 


Mr. Steinmetz’s prior experience has 
been in engineering, sales, and produc- 
n. He joined the Anaconda organi- 
tion in 1929 with The American Brass 
In 1930, he transferred to the 
aconda Wire and Cable Company at 
tings-on-Hudson. 
In 1935, he was appointed district 


sales engineer, covering first Boston, 
then later Cleveland and other mid- 
western districts until 1941, when he 
was appointed a special Washir.gton 
representative, dealing with the Army 
and Navy throughout the war. 

Mr. Steinmetz was then made man- 
ager of the Marion mill in 1948, and 
held that position until his new ap- 
pointment as general manager of all 
mills of the company. 


The Simplex Wire and Cable Com- 
pany has announced the retirement of 
J. N. Macalister, manager of its Chi- 
cago District office, and the appoint- 
ment of W. H. Davis to succeed him. 

Mr. Macalister served Simplex for 
mire than 48 years, the last 17 of which 
were spent as Chicago office manager. 

Mr. Davis has been with Simplex 
since 1927. He has specialized in 
cables for mine operations and has 
traveled the coal mining areas of IIli- 
nois, Indiana, Kentucky, and part of 
Tennessee, and the metal mining areas 
of Northern Minnesota and Michigan. 


The Anaconda Wire and Cable Com- 
pany has announced that Maurice J. 
McCarthy, Jr., formerly district man- 
ager of the Cincinnati territory, has 
been appointed manager of magnet 
wire sales. 
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Mr. McCarthy will have his head- 
quarters at Muskegon, Mich. He will 
be assisted by Alfred Koch, also of 
Cincinnati, who has been appointed 
assistant manager of magnet wire sales. 


Maurice J. McCarthy, Jr. 


Mr. McCarthy was graduated from 
Georgetown University in 1930. Soon 
after he began his apprenticeship in 
the various mills of the company. After 
completing his training, he entered the 
sales department in the Cleveland of- 
fice. Within five years he was ap- 
pointed district manager and served in 
this capacity for the past 15 years. 


BullDog Electric Products Company 
has announced the appointment of 
Robert N. Blatchford as advertising 
and sales promotion manager. 


Robert N. Blatchford 


Mr. Blatchford has been with the 
BullDog Company since 1940, and has 
spent these years entirely in advertis- 
ing and sales promotion work. In 1947, 
he was made supervisor of personnel 
in the advertising and sales promotion 
departments. In 1948, he was appoint- 
ed assistant advertising manager, and 
in 1949, he was promoted to the posi- 
tion of sales promotion manager. 


Effective immediately, W. E. Henges 
has been appointed vice-president of 
the Graybar Electric Company. The an- 
nouncement was made by A. H. Nicoll, 
president. Mr. Henges will continue 
in capacity of assistant to the president 
to which position he was appointed last 
September. Prior to that, he was dis- 
trict manager at Cleveland for six 
years and at St. Louis for two years. 
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NEW PRODUCT NEWS 


Fixture-Type Lampholder 


A “Frxture Type” slimline lamphold- 
er has been introduced by Sylvania 
Electric Products Inc. This addition to 
the company’s line of fluorescent wir- 
ing devices is intended for single-screw 
fastening. 


Designed for either surface or flush 
mounting, these new slimline lamp- 
holders are considered ideal for use in 
exposed-lamp-type fixtures. The high 
voltage device (illustrated) is provided 
with a spring-loaded movable contact 
for easy lamp insertion and removal 
The other unit is used on low voltage 

As a mounting accessory for use with 
the Sylvania “Plunger Type” butt-on 
slimline lampholder, a U-bracket has 
been added. Brackets are assembied 
to the lampholders at the factory and 
mounting screws are provided with 
them for fastening to the fixture. 

Both of these slimline lampholders 
will accept all slimline type lamps in- 
cluding the 75-watt T12 size. 


a 
Substation Booklet and Model 


Tue Allis- Chalmers single - circuit 
unit substation, arranged for maximum 
accessibility and easy maintenance, is 
described in a new eight-page bulletin 
released. by Allis-Chalmers. 

The entire substation, including 
transformer, regulator, and switchgear, 
is contained in a single weatherproof 
enclosure and mounted on a single steel 
base. Meters, recording instruments, 
and control panel are located in a safe, 
dead-front compartment accessible be- 
hind the unit’s front weather-proof 
hinged door. Current transformers, 
transformer secondary connections, bus 
work, and internal terminations are 
located behind the hinged rear door. 
The switchgear has drawout-mounted 
auxiliary transformers. 

Copies of “Allis-Chalmers Single 
Circuit Unit Substation,” 11B7457, are 


ELECTRICAL SOUTH for FEBRUARY, 1951 








SUSPENSION TYPE 
INSULATORS 


Produced to Illinois’ exacting 
electrical and mechanical 
standards — completely tested 
and inspected to insure against 
breakdown on the job. This, 
plus a proved record in count- 
less installations like the one 
pictured above give complete 
assurance of long years of 
thoroughly dependable service. 


PIN TYPE INSULATORS 


Low voltage, high voltage — 
one piece or multi-part —a 
complete line of pin type insu- 
lators, tested and proved, for 
every distribution job. 
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available upon request from Allis- 
Chalmers Manufacturing Company, 938 
S. 70th St., Milwaukee, Wisc. 

A one-inch to one-foot scale model of 
a typical SCS single circuit unit sub- 
station designed for use as a visual 
selling aid is also available. 

The model, built to clearly show the 
accessibility and flexibility of this par- 
ticular unit substation, is made ot 
wood, metal, and plastic. It measures 
18 inches high, 10% inches deep, 10% 
inches wide, and weighs about 30 
pounds. 

2s 


Disconnecting Switches 


THE COMPLETE LINE of Westinghouse 
Electric Corporation indoor and out- 
door air-disconnecting switches is de- 
scribed in a new eight-page booklet, 
B-4726, recently released. The book- 
let gives highlights on the design and 
operation of these switches, as well as 
application information to simplify 
selection. References to more detailed 
literature are included. 

Switches listed include five outdoor 
types and two indoor types. Hookstick- 
operated switches, both outdoor and 
indoor types for use when single-phase 
peration is permissible, are covered. 
ther types described are for gang- 
peration, with or without arcing horns, 
or interrupting small magnetizing and 


charging currents, and for no-load ap- 
plications. Rotating- and tilting-insu- 
lator types of switches are shown and 
their applications described. 

A copy of this booklet (B-4726) is 
available from Westinghouse Electric 
Corporation, P. O. Box 2099, Pittsburgh 
30, Pa. 

* 


Baseboard Heating Panels 


New Electriglas radiant heat base- 
board panels have been introduced for 
prime and supplemental heating of 
homes, industrial and commercial 
buildings, the manufacturer, Appleman 
Glass Works, Bergenfield, N. J., an- 
mounced recently. 


The new baseboard panels are de- 
SBignéd to take the place of the ordi- 
nary baseboard in a house. Space- 
thrifty and highly practical in opera- 
tion, they can be quickly and simply 
installed in new or already-standing 
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structure. They are usually recess 
mounted in new construction and sur- 
face mounted in already - standing 
buildings. 

The new baseboard heating unit con- 
sists of a virtually unbreakable glass 
panel encased in a steel frame with 
attractive hammered silver finish. A 
chemical element is fused into the back 
surface of the glass. The surface temp- 
erature of the glass reaches approxi- 
mately 240 degrees F. 

Fully automatic in operation, the 
Electriglas baseboard panels are used 
with a low-voltage thermostat and re- 
lay in each room, which permits in- 
dividual room temperature control, an 
added economy feature. 

The Electriglas baseboard panels are 
available in two sizes, a 300-watt (1024 
BTU) unit 42 inches long, and a 200- 
watt (683 BTU) unit 30 inches long 
Both are 6% inches in height and 1%4 
inches deep. The sections are held to- 
gether by 42-inch conduit nipples, lock 
nuts, and bushings. A junction cover 
plate is used to cover the terminal 
block and glass mounting brackets 
There are closing pieces for termina- 
tions. 


Outdoor Service 


New To the Heinemann line of out- 
door service equipment is a_ special 
purpose unit consisting of magnetic 
circuit breakers as well as receptacles 
in one compact enclosure. The recep- 
tacles are already wired-in for the 
user’s convenience, so that the only 
connections necessary are those direct- 
ly to the line. This equipment is avail- 
able with one to four fully magnetic 
breakers in combination with one or 
two receptacles. Ratings are supplied 
in any combination up to 50 amperes 
each. 


For construction work and other jobs 
where portable tools are used, this 
equipment meets a genuine need. It 
can be installed on job after job with- 
out any “makeshift” arrangements 
Temporary circuits for such apparatus 
as drills, sanders, compressors, pumps, 
saws, motors, floodlights, etc., are es- 
tablished by merely plugging in the 
equipment to the convenience outlets. 
Safety and protection factors are as- 
sured. The covers can be padlocked 
to prevent unauthorized tampering 
with the equipment, and the fully mag- 
netic, non-thermal circuit breaker: 
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provide excellent protection on over- 
loads and short circuits. , 

The new unit is described in Bulletin 
EB 2013, now released for distribution 
by Heinemann Electric Co., Trenton, 
N. J. 

* 
Lamp-Wiring Kit 

A NEw lamp-wiring kit manufactured 
by Monowatt, Inc., Providence, R. L, 
converts ordinary table lamps for the 
new GE White Indirect three-lite bulb. 
“Over-all-bright,” this new bulb has 
a special inside coating that diffuses 
light evenly, greatly reduces glare, and 
softens shadows. Its mushroom shape 
directs light upward and downward in 
a scientific balance for better over-all 
lighting. Used with the kit, the bulb 
lights to 150 watts brightness first, then 
100, then 50. 


The Improv-a-Lite consists of a fac- 
tory wired three-way socket, new wide 
harp, 8-foot cord, and a clamp-on plug. 
With this kit, a complete lamp con- 
version job can be done surely and ex- 
pertly in a matter of minutes. Simply 
remove the old wiring, screw on the 
Improv-a-Lite, and clamp on the plug. 

The socket is attractively styled in 
ivory plastic for a better appearance 
and longer service. The plastic housing 
reduces the possibility of electrical 
shorts, and will not dent, tarnish, or 
pull apart. Mounting ears at the top 
of the socket hold the harp above the 
switch, out of sight and out of the 
way. Fewer working parts in the 
three-way switch assure fast, positive 
action and longer life. 

The new unit is listed by Underwrit- 
ers’ Laboratories. 


Motor Starting Capacitor 


A NEW ELECTROLYTIC motor starting 
capacitor, believed to be the smallest 
yet made available, has been intro- 
duced by Cornell-Dubilier Electric 
Corp., South Plainfield, N. J. 

Known as Type ETB, this capacitor 
is small enough to be tucked away in 
the motor end-bell or base. The alum- 
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Gravity Type 
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THOUSANDS OF INSTALLATIONS in the TVA area were made 
last year. TESTS, checks, suggestions, showed what contractors 
and homeowners want in electric home heating units. The 
Cavalier is the LATEST WORD in practical, economical auto- 
matic room heating. 
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ELECTRICAL CONTRACTORS SAY: Easy to install, fastest, 
neatest installation job ever. A great advance in heating 
efficiency, and a heater you can install without having 
to make expensive call backs that eat up your profits 
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HOMEOWNERS SAY: Smart looking in any room. Silent 
Draftless floods of heat throughout room. Clean heat from 
clean heaters. Exclusive design enables you to clean entire 
heater inside and ovt—without removing a single screw— 
in 3 minutes or less 


GET COMPLETE FACTS on features like 30% MORE HEAT up through the elements; more 
ACCURATE room temperature control; FASTEST HEATER TO CLEAN; extra safety. MAIL 
THIS COUPON NOW... Please send description, specifications, 
prices and discounts, on Cavalier Electric Wall Insert Heaters to: 
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inum container measures 1% inches in 
diameter and 25% inches in length. The 
insulating tube adds 1/16-inch to dia- 
meter and 5/16-inch to length. 

Type ETB will operate on 110 volts, 
60 cycles intermittently and is rated at 
a maximum of 60 one-second starts 
per hour. It is also used for low- 
voltage sub-fractional capacity start, 
capacity run motors where operation is 
intermittent and where the voltage 
across the capacitor does not exceed 
45 volts. 

Capacities and voltage ratings are as 
follows: ETB 70-3, 64-72 mfd., 110V 
A.C.; ETB 78-2, 72-87 mfd., 110V A.C.; 
ETB 95-1, 86-106 mfd., 110V A.C.; ETB 
110-1, 107-129 mfd., 110V A.C.; ETB 
130-3, 124-138 mfd., 110V A.C. 


od 
Ground Operated Control 


A. contro. pevice for operating the 
breaker reset handle of pole-mounted 
CSP transformers from ground level 
is available from Westinghouse Electric 
Corp. The device is especially useful 
for turning on and off sports lighting 
or for other special applications where 
power is supplied by ‘CSP transformers. 

Two control cables are attached to a 
special bracket mounted on the breaker 
handle. These run down the pole in 
conduit and terminate in a control box 
mounted on the pole at a convenient 


height above ground. Strain insulators 
eliminate possibilities of voltage in the 
control box. Handles plainly marked 
“On” and “Off” are attached to the 
cables. 

Operation is by pulling steadily on 
one of the handles until the transformer 
breaker handle assumes the “On” or 
“Off” position. Breaker can also be 
reset after automatically tripping by 
pulling the “Off” handle as far as it 
will go and then closing the breaker 
by pulling the “On” handie. 

Two styles are available, No. 1,608,089 
for CSP transformers 3- through 25-kva 
ratings inclusive, and No. 1,608,090 for 
CSP transformers 37%2- through 100- 
{kva inclusive. Parts supplied include all 
equipment necessary with the excep- 
tion of the control cables, conduit, and 
padlock. 

Further information is available from 
Westinghouse Electric Corp., P. O. Box 
2099, Pittsburgh 30, Pa. 


9 
| NTPR Panelboards 


SeuarE D’s new NTPR panelboards 
are an important addition to their line 
of fusible lighting equipment. These 
“new devices provide plug fusible 
branches with heavy-duty toggle 
switches for lighting and appliance 
branch circuit control 

The new NTPR panelboards are 
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on either a-c or d-c applications. They 
are listed by Underwriters’ Labora- 
tories, Inc. 
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Construction features embody a 17- 
inch wide by 4%-inch deep box with 
4-inch wide wiring gutters. Ample 
knockouts are provided in the ends and 
sides. Four branch circuits are con- 
tained in the high-strength, one-piece 
molded bakelite blocks which comprise 
the heart of these low cost NTPR pan- 
elboards. 

Further information is available from 
Square D Co., P. O. Box 272, Roosevelt 
Park Annex, Detroit 32, Mich 


+ 
Phase Sequence Indicator 


A NEW DATA SHEET is now available 
from Associated Research, Inc., 3758 
W. Belmont Ave., Chicago 18, Ill., on 
their pocket-size phase sequence indi- 
cator. 

Complete information on characteris- 
tics and uses of the instrument is giv- 
en, as well as an actual-size photo, op- 
erating instructions, and price. Bulletin 
7A will be sent free upon request. 


Modern Methods 
(Continued from page 40) 


and heating equipment—all the 
things a farmer buys to do a bet- 
ter job of farming. 

Included with this selected 
group of products is a special 
merchandising display, designed 


@ Paranite Reece Sheem combines in 
a single wire the heat-resistant qualities 
of Type RH and the moisture-resistant 
qualities of Type RW. 

USED IN DRY LOCATIONS Para- 
nite Hydro-Therm carries more current 
per dollar of cost. The higher amperage 
rating for Type RH wire under the Na- 


tional Electrical Code provides greater 
current carrying capacity. You can use 
smaller conductors, smaller sizes of 
conduit; and lower your labor costs. 

USED IN WET LOCATIONS Para- 
nite Hydro-Therm is rated as Type RW 
wire for 60°C operation because of its 
excellent moisture-resistant qualities. 


its PARANITE tv's ricut: 


for actual demonstrations. Built 
for a standard counter top or a 5- 
foot table, the display board is 60 
inches long by 32 inches deep by 
36 inches high. A built-in prony 
brake to demonstrate simple de- 
vices that protect motors against 
overloading or burn-outs, a power 
demonstrate plug-in 
pushbut- 


Rana mae : si outlet to 

nan products, and built-in 

tons to operate yardlights and 

heat lamps are all features of the 
display board. 

Selling aids used with the dis- 

play board include: the farm cata- 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 


WAREHOUSES® AND SALES OFFICES: *Arionte, Go; “Chicago, Ill, Clevelond, Ohio; Dalles, Texas; “Detroit, Mich; *Konses City, Missouri; 
“Los Angeles, Colif, "Nework, N. J; Philedelphic, Pa, “Portland, Oregon; Si. Louis, Missouri; *San Diego, California; *San Francisco, California 





56 ELECTRICAL SOUTH for FEBRUARY, 1951 





log, listing major electrical items 
farmers need; booklets that have 
complete and practical application 
information about motors and 
controls, welders and accessories, 
electric heating equipment, farm 
lighting products, and farm wir- 
ing plans, layout, and equipment; 
mats covering the basic line of 
Westinghouse farm products; 
point-of-purchase displays to sup- 
plement the regular display or 
merchandiser; and promotional 
materials for meetings of farm 
and rural groups. 

The over-all plan includes port- 
able demonstrators for meetings 
of farm and rural groups along 
with movies and other promotion- 
al helps that can be used by deal- 
ers with excellent results. 


Time-Savers 
(Continued from page 23) 


fast as another electrician, who 
has his own special job.” 

That precision crew works 
mostly on housing projects. On 
large commercial jobs, such as 
several modern schools that the 
Long organization recently com- 
pleted, one man and a helper fre- 
quently do the entire job, using 
the short-cuts that Long planned, 
drew, and wrote out for them. 

Whether Long’s men are work- 
ing on a residence, a housing pro- 
ject, or a commercial building, 
Mr. Long is on the job for at least 
part of the time, getting up on 
ladders with his men, in work 
clothes, and doing part of the 
work. 

This year, during the first eight 
months, he drove more than 120,- 
000 miles, giving personal super- 
vision to his jobs in several states. 

“Personal supervision, even for 
the most skilled crews, is neces- 
sary,” he declared. “I have made 
my men feel that I am one of 
them, helping them to carry out 
the short cuts on the blueprint.” 

He meets with his men fre- 
quently at the shop, talking with 
them, encouraging them to work 
fast and skillfully on every job. 
He also teaches his men to watch 
for the small jobs that keep the 
shop running continuously, in bad 
seasons and good. Most of the 
electricians pick up smaller jobs. 
A day never passes without some 
of them bringing in extra jobs. 





Service Equipment te 
Meet Every Requiremeng 


All Types of 
=nclosed 
Safety Switches 


Over 1000 items 


in the 
General Line 


OFFICES AND WAREHOUSES 
Extensive Line of IN THE SOUTH: 
Branch Circuit and . 
Residence Panels Atlanta 3, Georgia 
J. A. Lloyd 


| 
! 
| 
! 
| 
| 
| 
ow 


375 W hitehall St. 
Walnut 6248 





Charlotte 2, N. C. 
J. A. Lloyd Co 
2506 Lucena St. 

Charlotte 5-8258 


Dallas 5, Texas 
Glidden Eng. & Equip. Co. 
2523 McKinney Ave 
Prospect 7-5671 
a i” Pert won ; ye Houston 3, Texas 
of 7 aaneee j Glidden Eng. & Equip. Co. 
a — } « . 3802 Winchester St. 
signe Service Charter 6471 
Equipment and - 
Safety Switches Louisville 2 Ky 
’ ° 
T. W. Bullock 
%= Vaughan Bidg. 
General makes a complete line of Clay 1277 


Enclosed Safety Switches, Service New Orleans 12, La. 


. 4 A. J. Weilbaecher 
Entrance Equipment and Branch- 546 Deveden Be 
Tulane 3189 


Tulsa 3, Oklahoma 

Glidden Eng. & Equip. Co 
34 N. Madison St 

appearance and long trouble-free : Tulsa 2-4271 


Circuit or Residence Panels—all de- 


signed for greater convenience, better 


performance. 


Ne ee eee ce ee ee ee ES TT 


Send for new Catalog No, 
5103 and latest price list. 


Switch Corp. 


15 Roebling Street Brooklyn If, N.Y. 


ELECTRICAL SOUTH for FEBRUARY, 1951 














MELA 
$ AUT ES 


Ped 
“Cuy ee af 


— But you can 

do something 

about it! 
Install 


HINGED 
STREET 


LIGHTING 
STANDARDS 





Now every 

community 

can have the 
best in 
lighting 





Luminaires can be cleaned and serviced 
from the ground. No risky climbing—no 
expensive elevator equipment. 


Luminaires — All types 
Write today for catalog 


REVERE ELECTRIC 


CAGO 40, ILL. 
tiGhTING CEQUIPMENT 


FOR EVERY NEED 


MEG. CO. 











58 


Mr. Long does not belittle any 
job that comes in. He can make 
the wiring of a single small resi- 
dence pay a profit. Some con- 
tractors who deal in the large jobs 
insist that residential wiring and 
repairs do not pay. 

“They pay me,” Mr. Long de- 
clares. “And I use my short-cut 
methods on these single or small 
jobs whenever I can. The little 
jobs help to keep the crew busy 
between big jobs. When we get 
those big jobs, I hire extra elec- 
tricians as needed. But the regu- 
lar crew stays on, year after year, 
never worrying about layoffs. 

“I know what each man can do 
because he has been with me long 
enough, and I have worked with 
him. Close co-operation with my 
men is one of the most important 
reasons why I am able to take 
every legitimate short-cut I have 
discovered.” 


“Accent on Lighting 


(Continued from page 29) 


ing conscious of the important 
part that lighting plays in their 
home. This is encouraging, in- 
deed. 

“Now, this doesn’t hold true for 
the city dwellers exclusively. Peo- 
ple living in small towns and in 
the country are as anxious as 
their city cousins to have a home 
that is modern and livable.” 

Here Van Horne pointed out 
that the majority of people know 
their own likes and _ dislikes. 
“They will have good taste in se- 
lecting individual items, in most 
cases. But when it comes to mak- 
ing a room interesting from an as- 
sortment of individual pieces, 
they lack the experience and the 
knowledge to take these indivi- 
dual items and secure an harmoni- 
ous effect. 

“They appreciate this effect 
when they see it. But, like many 
people who play a musical instru- 
ment and appreciate the perform- 
ance of artists, they themselves 
lack the aptitude to compose. 
Many of our customers are in that 
same position when it comes to 
selecting the lighting fixture or 
lamps for their home.” 

Here Van Horne pointed out 
the fact that the modern home 
today is made up of several units, 
and each room is decorated and 


furnished to produce an atmo- 
sphere suited to that room’s use. 
Each room, then, has a mood of 
its own, and the lighting fixtures 
will be a predominant factor. 

“Too,” said Van Horne, “rooms 
are lighted and furnished to pro- 
duce an effect. It may be one of 
gaiety; one of restfulness; or it 
may lean toward the exotic. Yet 
all of these are encompassed with- 
in the outside four walls we call 
a home. 

“Therefore, in order to sell fix- 
tures and lamps in today’s sur- 
roundings, one should have a 
working knowledge of home de- 
cor, I believe.” 

Probably this would not be a 
practical venture for the average 
reader of ELectricaL Soutu. But 
he could employ the services of a 
female — add her to his staff. 
There are many who have amass- 
ed this information just for the 
love of it, and would not be averse 
to cashing in on their learning 
and artistic leaning. 

“When we consider an appli- 
cant for outside solicitation,” said 
Van Horne, “the most important 
quality we look for in a young 
man is a good vocabulary. He 
must have a quiet, pleasing speak- 
ing voice and use words with 
taste. It usually follows that he 
will have some appreciation for 
the finer things in life, and appre- 
ciate this same quality in others. 

“In other words, he knows that 
a mouthful of superlatives like 
clever, charming, devastating, 
unique, and just-too-adorable will 
not make the right impression on 
listeners or influence them any- 
way but adversely.” 

For those who care for that 
sort of thing, a little information 
on color harmony, styling, periods 
—being able to distinguish a 
Louis XIV from a Hepplewhite— 
is interesting and will produce 
sales when other means fail. 

So much for the selling angle as 
far as it concerns the Woods’ 
technique. 

Restyling and making lamps is 
another factor in this old, estab- 
lished business. 

“We have made lamps from al- 
most every conceivable art object 
in existence,” said Van Horne. 
“Figurines are by far the most 
popular item we convert into 
lamps, with vases running a close 
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second. Then, there are antique 


pieces of silverware we have fash- 
ioned into lamps that are novel 
and rare. 


“This work rightfully belongs 


to an electrical concern, though 
most work of this type is being 


done by workmen with no elec- 
trical background. This is a rich 


e 
vein to work, however. It re- 
quires a small investment in tools EXC a 
or materials, and it is a good traf- i eS 


fic puller for other services. 

“While it is true that the ma- 
jority of the pieces we make up 
into lamps for customers have a 
high commercial value—many are 
genuine antiques and can’t be 
duplicated—most of them have 
still a higher value, a sentimental 
one that cannot be computed in 
cold dollars. : 

“Converting these pieces into a 
lamps will usually call for an un- TYPE ACO 
usual shade. This must be deter- All purpose, indoor or outdoor, 
mined before the lamp is made dry type distribution trans- 
up, for this will govern the type eve Rong Peay eaten 
shade holder to be used. i . 

Needless to say, this work | @@@eeeeeeeeeeeeeeeeee 
draws people into our showroom 
where they must see lighting fix- 
tures and lamps. Already thinking 
of lamps, they are in a receptive 
mood to consider buying a new 
lamp or new fixtures. 

“A large selection is impressive, 
we've found. We sometimes ord- 
er lamps for our customers, for 
we could not stock all of them. 

“In closing, allow me to say 
that we never try to force a lamp FURNACE TRANSFORMER 
or a fixture on a customer. This 3 PHASE, 3/2 PHASE, 1 PHASE 
is perhaps the biggest mistake 


General purpose transformers, 
600 volts and below; 1-15 
KVA inclusive, single or three 
phase completely self con- 
tained. 


TYPE F - UNIT SUBSTATION 


1000 KVA, 4160Y 60 Cycles, 3 © 
—480 delta; Fused, load inter- 
rupter on H.V. (left). Drawout 
type breakers and metering equip- 
ment on L.V. 


/ ' < Uses—Forging, heat treating, melt- 
made in the selling of this type ing, resistance heati Idi 


merchandise. Remember, the cus- ete. 
tomer is going to live with the ye 
lamp she buys. If it is the least ONE OF THE WORLD'S tances ) MTC produces 
bit distasteful to her at the be- BAe ee Mes Taee 





+ 0 7 





a complete line of 7 
TRANSFORMERS EXCLUSIVELY quality transformers to 2000 KVA. A 


ginning, that feeling will grow 1 to 2,000 KVA up to newly expanded plant with the most 
and grow. It is more than an 15,000 Volts to meet 


even break that customer will not Individual Requirements modern equipment, plus a background 

patronize you again DISTRIBUTION of years of dry type specialization, 
PRs ; GENERAL PURPOSE : 

“Unless we have seen the loca- cae Gabetnenes assures maximum transformer value. 
tion where the lamp will be plac- 


PHASE CHANGING 
ELECTRIC FURNACE 
ed, we are careful never to recom- 
mend one. 


RECTIFIER KMIC; 
> 
Lighting fixtures have pro- gag 
gressed to the point where they 











WELDING 
are more than ornamental holders 

for light bulbs. This fact is our bs TRANSFORMER CO. 
best assurance that saturation will INC 

not be reached—at least not for HOLMAN COMPat 38 MONTGOMERY STREET 
the alert dealer who keeps abreast : So HILLSIDE 5. NEW JERSEY 

of the latest trends and takes ad- genera 
vantage of the nation-wide pub- 
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licity that is making your custom- 
ers and mine home-decor consci- 
ous.” 


Journeyman Licensing 
(Continued from page 24) 


builder engaged a different elec- 
trical contractor. 

Contractor B knew better than 
to hire “learners.” He hired what 
he thought were journeymen. To 
him, the word “journeyman” ap- 
plied only to a mechanic who had 
learned his trade; a man versed 
in the art; a technician capable of 
applying science to his art; a 
craftsman. 

Instead of being craftsmen, 
however, the journeymen who 
were hired by contractor B turn- 
ed out merely to be crafty—crafty 
in the art of self-misrepresenta- 
tion—cunning. But contractor B 
became involved in the important 
phases of his business. After all, 

asn’t he paying them to be jour- 

ymen? Then certainly that is 
hat they should be, and he left 
em to their trade and worried 


not about “how they strung their 
wires.” Needless to say, contrac- 
tor B suffered, too. 

Unlike A, B started out with 
considerable backing and numer- 
ous influential friends. As a re- 
sult, he was able to immediately 
contract for a sizable job, one of a 
chain. Things looked rosy. Mis- 
takes, however, have a way of 
making rosy cheeks look feverish. 
And mistakes there were. Furth- 
ermore, correction on top of cor- 
rection was running the costs 
chart up until it, too, resembled a 
fever chart. 

In his desperation to break 
even on the job, this contractor 
greatly overcharged for all the 
“extras” which came up—as they 
always do—on the job. Of course 
this was a near-sighted solution 
to say the least, for it was the 
cause of his losing all the other 
buildings in that particular chain. 
Rather, it was the excuse given 
Actually the cause, of course, was 
the poor grade of work which led 
to such action. 

Now what is the solution to this 





1. Low Unit Box Cost 

2. Minimum Installation Time 

3. No Grounding Required 
Ideal for highly competitive housing 


projects. A must for Farm and 
Home wiring where safety 


is most important. 


NO. 7050-C 


UR ited Ma FLUE Wal, icmelek 


PARKERSBURG, WEST VIRGINIA 


NO. 7052 


UNION’S 


New Work 
Insulated Boxes make possible 
economies hitherto unknown with Non- 


Metallic Sheathed Cable. REA 
Approved 


NO. 4050 





problem? The immediate solu- 
tion, of course, rests with the con- 
tractor. He must, as most con- 
tractors have learned, develop a 
skilled and well-rounded working 
force consisting of at least one 
top man and a sufficient number 
of journeymen, who are worthy 
of the name, to form a nucleus 
around which can be trained a 
sufficient number of apprentices 
to enlarge this force as the shop 
grows. That is the immediate 
solution to any individual con- 
tractor. 

But what is the long-run solu- 
tion to the industry as a whole? 
How are we going to bring about 
the ideal condition whereby any 
contractor can be reasonably sure 
that when he hires men, a major 
proportion of those whom he hires 
and who represent themselves as 
being journeymen, will indeed be 
finished mechanics? A solution 
to that problem will free the con- 
tractor to concentrate his efforts 
on other phases of his work with- 
out the danger of jeopardizing his 
business. 

Fortunately, much is already 
being done to bring about this 
ideal condition. The Apprentice 
Training Program is an excellent 
measure which, though a postwar 
development, has already result- 
ed in a marked improvement in 
the technical skill of its graduates. 
The International Brotherhood 
of Electrical Workers and the Na- 
tional Electrical Contractors As- 
sociation have both been instru- 
mental in furthering the benefits 
of this program. 

Yet, there are many contractors 
who still must depend upon catch- 
as-catch-can methods of obtaining 
men. Certainly there should be 
some method by which these un- 
known men could be classified by 
a disinterested party in order that 
the contractor could select them 
with reasonable assurance that 
they are what they purport to be. 

One solution would be the 
municipal licensing of journey- 
men electricians. Most cities al- 
ready license master electricians 
with an examining board set up 
for the purpose. This board could 
also examine journeymen electri- 
cians and license those found to 
be qualified. This would help in 
two ways. 

First, it 


would eliminate by 


ELECTRICAL SOUTH for FEBRUARY, 1951 











WANTED: 
ELECTRICAL SUPPLY 
SALESMAN 


To travel Alabama and Tennessee, representing 
Nationally known quality manufacturers of electrical 
supplies to sell to Electrical Distributors. Age 28 to 
36. Married. Headquarters Birmingham or Knoxville. 
Automobile furnished. Expenses paid. Salary $400.00 


month with liberal profit sharing bonus; a real» 


opportunity for substantial earnings. 


To qualify you must have a good educational back- 
ground; a thorough knowledge of the electrical supply 
business; neat appearance; a pleasing personality; 
poise and a record of successful selling. Give full 
details of qualifications and send snap shot picture 
if available. 


For interview, write Box 647, Electrical South; 806 
Peachtree St., N. E., Atlanta 5, Ga. 











a “4 “ now A ae 
‘A 

ee 
m 43: 
Z Say: “WIRE EASE 
Lt. wee 


WIRE PULLING LUBRICANT 
FOR Lead, Rubber, Braid or 
Synthetic Covered Cables 


Will not deteriorate in transit or storage 
Gives more “slip” to electric cables 

Not messy or greasy to use 

Not harmful to hands or clothing 


P ts sticking and setting of * 
nee ° Write for 


Will not run back on cables 


Facilitates removal of cable at 
a later date 


Recently re-tested and approved 


by Underwriter’s Laboratories, 
Inc. 


At all leading Electricoi Supply Houses 


I ELECTRO COMPOUND CO. 
E 3812 W. 150th Street @ Cleveland 11, Ohio 
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CEILCHEAT 


ELECTRIC RADIANT CEILING CABLES 


$0, EASY TO 


$0, EASY TO 


Specify! 


Satisfy! 





“It’s so easy to specify accurately Ceil Heat 


installations te assure warmth in coldest 


weather. ‘Proof-of-the-puddin’ was during 


a near zero cold spell when | checked 
50 users—all $0 had warm-cozy homes 
complete satisfaction!" 


J. B. Carson 
Kingsport Electric Co., 
Kingsport, Tenn. 


NOW everyone can enjoy better living through Ceil Heat, the 
revolutionary electrical ceiling cables that provide invisible 
radiant heat—like the healthful rays of the sun. Yes, Ceil Heat, 


the new standard for cleaner, more comfortable heat—is 


economical for homes in all price ranges! 


THOUSANDS OF USERS~in Ten. 
nessee and adjoining statces—homes of 
varying sizes—all say they “wouldn't 
swap Ceil Heat for any other com 
fort in the home!” Compared to con 
ventional heating systems, the com 
bined installation and operation of 
Ceil Heat actually costs less in the 
low-power-rate areas—costs very litth 
more in most of the high-power-rate 
areas! There's no wasted heat—cach 
room is individually controlled. Ceil 
Heat is the fastest, cheapest and 
simplest way you can build a modern 


heating plant into a house. 


NEW FREEDOM OF DESIGN—Ccil 
Heat makes it casier for architects 
to design more beautiful, more effici 
ent homes by utilizing space formerly 
needed for registers, radiators, pipes, 


furnace, fuel storage, and cellar 


EASY TO ESTIMATE * EASY TO IN- 
STALL—Just staple the cable to @il 
ing base and cover with plastefjor 
wallboard. Quickly installed by a 
Easyto- 
follow instruction manuals furnished 

contain simple tables for all ii- 


matic conditions to calculate Hat 


local electrical contractor 


losses and cable required. Ceil Hitat 
is truly casy to specify, casy to Gti 


mate and casy to install! 


TROUBLE-FREE—Ccil Heat is water 
proof and non-corrosive—won't iis. 
ter paint or paper, or crack plaster. 
Nothing to get out of order—n@ge- 
pairs needed if installed according te 
simple directions. Five-year guafan- 
tee on cable. Acceptable for FHA 
mortgage financing. 


CEIL HEAT IS THE STANDARG>=in 
radiant ceiling heat perletted 
solely by Cecil Heat Division of Hates, 
Inc. Sold only through electrical dis 
tributors to approved licensed elec 


trical installers 


Cable, thermostats, staples and all materiah ter above installations 
furnished by following distributors: HMARRIS-PATRICK ELECTRIC 
SUPPLY CO . Nashville, Tenn.; RODEN ELECTRICAL SUPPLY CO 

Knoxville, Tenn.; HAJOCA CORP., Chattanooga, Tenn.; SOUTHERN 
WHOLESALERS, INC... Dalton, Ga.; FRAZIER MACHINERY AND 
SUPPLY CO. Decatur, Als.; SOUTHERN SUPPLY CO., Jackson, 


Tenn.; KINGSPORT ELECTRIC CO., Kingsport, Tenn. 


Limited 


FRANCHISE areas available. Write today 


www wm me em em wm mw ww ewww eK KF 


q CEIL HEAT Division, Homes, Inc., 
=P. O. Box 1167, Knoxville, Tennessee. 


MEATS — 
LIKE 3B 
% YS 

THE SUN rs 1 
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FIRM 

CLIP AND 


MAIL TODAY! 
Oni‘ 


i] 
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§ city 


. Please send me—without obligatior 
—complete literature on Ceil Heot 
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complete protec- 
vtion, and to in- 
sure quick in- 
stallation anl 


servicing of out- 











door meters. 
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WEATHERPROOF 
Safety 


| eos 
All cover joints 
overlap. Top 
cover is a 
solid, one-piece 
a 
stamping . 


no joints to al- 





low leaking. 


TAMPERPROOF 
Safety 





mt cover is 
in place by 
ealed lugs 
a latch 
h may be 


tampering 
easily de- 


led. 








PROTECTION is the keynote of 
KEES Outdoor Meter Boxes. Select 
the boxes you need from four stand- 
ard sizes, all with the exclusive 
KEES SAFETY features. 

Write Dept. ES-6 For Free Catalog. 


Since 1874 


F.D. KEES 


MFG. CO. - 
BEATRICE, NEBR. 











examination all the incompetents. 

Second, it would tend to make 
competent men perform good 
work, since if they consistently 
performed inferior work, their li- 
censes could be suspended until 
they became more qualified work- 
men. No man is going to step 
back to helpers’ pay if he is cap- 
able of receiving journeymen 
wages. Therefore, in order to 
prevent suspension of his license, 
each man would strive to do his 
best. 

The over-all result would be 
not only an identification that any 
journeyman would be proud to 
possess — an identification that 
testifies that he has been examin- 
ed and found to be competent— 
but also a system that would bring 
about the ideal condition where- 
by a contractor could hire an un- 
Known mechanic and still feel 
reasonably sure that he could go 
about his business without too 
much concern about “how his 
wiremen strung their wires.” 

Of course this system would not 
result in 100 per cent of licensed 
journeymen being first class me- 
chanics. But it would result in 
a reasonable percentage of them 
being just that. 

For instance, we know some 
doctors are better than others— 
at least they suit us better. But 
in an emergency, in a strange 
town, if we need a doctor and do 
not know one, we would not hesi- 
tate to place our lives in the hands 
of any licensed doctor. Why? Be- 
cause we know that they have 
been examined by a qualified 
board and found to be competent. 
They have been licensed by a 
responsible disinterested party— 
the state. And we know beyond 
a reasonable doubt that, although 
they are total strangers to us, we 
can go to them in our need with 
perfect safety. 

The same thing is true in many 
trades and professions, such as 
barbers, beauty operators, nurses, 
plumbers (in some cases), engi- 
neers, and even lawyers who, like 
electricians, are often called upon 
to save a man from being electro- 
cuted. 

Certainly if doctors and other 
professionals and tradesmen can 
raise themselves to such high 
standards through a licensing sys- 
tem, so can the electricians. And 


how proud they should be when 
the public can go to them with the 
confidence it has in the medical 
profession! And what an ideal 
solution it will be for the contrac- 
tor who has so much important 
work to do that he has no time 
left for the way his wires are 
strung! 


Attic Ventilation 
(Continued from page 27) 


(See examples.) 
Ceiling Grilies and Shutters 


After determining the proper 
fan size, select the type and size 
grille or automatic shutter. Table 
1 indicates the approximate size 
grille or shutter for quiet and effi- 
cient operation of various fan 
sizes. Locate the grille or shutter 
in the central hall connecting the 
majority of rooms. If no hall 
exists, locate the grille in the in- 
side corner of a central room, in 
the kitchen, or in the bathroom. 


The Home Cooling Survey 


Some manufacturers provide 
dealers and installers with a sur- 
vey sheet which is a convenient 
means of securing all preliminary 
information necessary to install 
the proper home-cooling system. 
This sheet is a record of the fol- 
lowing: 

(1) Name and address of pros- 
pect with rate of survey. 

(2) Dimensions and volumes 
of all rooms to be cooled. 

(3) Recommended air change. 

(4) Catalog number, installa- 
tion type, and location of fan or 
fans. 

(5) Size, type, and location of 
ceiling grille or shutter. 

(6) Existing attic exhaust and 
description of additional area re- 
quired. 

(7) Location and type of con- 
trol switch. 

The back of the page is ruled in 
44-inch squares for convenience 
in recording the following: 

(1) Sketch of floor plan show- 
ing room dimensions and ceiling 
height. Note: In single fan in- 
stallations, the hall sketch (see 
Item 3) will be sufficient. 

(2) Arrow indicating north. 

(3) Sketch of hallway showing 
inside dimensions, ceiling light, 
folding stair, scuttle, etc. 
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(4) Location and size of pro- 
posed ceiling grille opening. 

(5) Locate proposed louvers 
and/or air outlets from attic and 
show area in square feet. 

(6) Compass direction of ga- 
bles and type of construction 
(frame, stucco, brick, or stone; 
veneer or solid). 

(Note: next month the second 
article in this series will deal with 
the installation of attic fans in 
various types of construction.) 


Exhaust Openings 


Important factors to consider in 
providing attic discharge vents 
are the proper type of exhaust, 
area required, and the best loca- 
tion. Good practice calls for more 
than one discharge vent—prefer- 
ably located on sides of the house 
not facing prevailing winds. Vents 
in the ceiling of a porch or breeze- 
way are popular because of their 
comparatively low cost. 

Table 2 shows the exhaust area 
for different types of vents. Re- 
stricted grille and attic exhaust 
openings cause motor overload 


and noisy fan operation, as well 
as a serious reduction in effi- 
ciency of the fan. Frequently two 
or more types of exhaust openings 
are necessary to obtain the re- 
quired amount of exhaust area. 


Costing Job Work 
(Continued from page 31) 


head is $1,000 a month, this out- 
lay is chargeable to each labor- 
hour on this basis, 800 labor-hours 
divided into $1,000, or $1.25 per 
labor-hour. Therefore, the bur- 
den is charged to customers ac- 
cording to the number of hours 
put in on their jobs: 


Cost of materials $500 
Cost of labor—(10 hours at 
$1.50 an hour) 150 
Overhead expense—(10 hours 
at $1.25) 125 
Over-all cost to which profit 
is added $775 
This formula conceals a gim- 
mick also. If you do not sell all 
the hours you pay for during an 
accounting period, you won't get 








FOR LOW-HUMIDITY 
OPERATION... 


TRANSERT BRUSHES 


Transverse graphite in- 
sert provides uniform 
friction characteristics for 
reduced ring wear, even 
current distribution, bet- 
ter ring lubrication. 


U. S. Pat. No. 2,105,038 


SOUTHERN OFFICES 

.316 Wolton Bidg.; La. 7202 
710 Texas St.; Tel. 3-9819 

Houston. . ..1101 Chenevert; Ch. 4-6549 

New Orleans . Magazine & Poydras; Ma. 3925 

Oklahoma City. ..323 NW 2nd St.; Tel. 2-688) 

St. Louis 1913 Washington Ave.; Ch. 6510 


Atlanta 
El Paso..... ‘ 


CONN OSE) 
BRUSHES 


Yes, CONTOURED Brushes come 
to you precision-made at the 
factory to match the radius of 
your rings. There's no ‘‘field var- 
iation,"’ no excessive arcing and 
wear. Your maintenance men 
don't have to cut down so-called 
“standard” brushes — you save 
production and maintenance 
time. Call the Helwig office near 
you for CONTOURED Brush 
facts. 


HELWIG CO., Carbon Products 


Makers of Multiflex and Tre 


t Brushes 
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Every Motor 
Needs a 


MONITOR 


Quality 
CONSTRUCTION 


Custom 
DESIGN 


Combined ... 
TO GIVE YOU 
DOUBLE MOTOR 


CONTROL 
PROTECTION 





Manual Speed Regulators and Rheostats. 


A.C. and D.C. Motor Starters—across-the- 
line, reversing, non-reversing, and combi- 
nation units 


If your specifications call for autom@ptic 
controls to perform the usual and the wn- 
usual under the most exacting conditions, 


you can be sure of complete performance 
satisfaction if you specify MONITOR! 


The 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 





REPRESENTED BY 
B. S. WOODMAN 
1570 Northside Ave 
Atlanta, Georgia 
L. L. ROUSSEL LYNN ELLIOTT CO 


312 E. Livingston PI 322 M & M Building 
New Orleans, La Houston 2, Texas 














ANCHOR YOUR 


ELECTRICAL 
FIXTURES 


the EASY WAY 
the BEST WAY 


ARRO f= 


Anchoring and 
Fastening Devices 
* 


FLEXO-FLUTE SPIN DRILLS 
Flexible spring cleans drill cut- 
s out of hole automatically. 
packing, makes faster, clean- 

holes. Carboloy tipped. 


MACHINE SCREW ANCHORS 

y to install. Provide depend- 

e anchorage for fixtures in 
k, concrete and other mason- 
Work can be dismounted 
reassembled easily. 


G-TYPE TOGGLE BOLTS 


surpassed for quick, secure 
horage in hollow construc- 

Have endless uses in elec- 
al installations. 


LITTLE MAJOR TURNBUCKLES 


Ideal for installing brace wires 
for electric signs, television an- 
tennae, etc. 


SOLD ONLY THROUGH JOBBERS 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 





back all your overhead expense in 
the prices charged customers. 

If you do not have enough jobs 
to keep your men busy all the 
time; if they spend too much time 
around the shop; if you have to 
do the work over at your own ex- 
pense because it wasn’t done right 
in the first place; or if such non- 
productive or non - chargeable 
time runs high during a period 
profits will be low on the profit- 
and-loss statement. Better sales 
promotion, better business man- 
agement, better craftsmanship on 
the part of your journeymen are 
the correctives. 

You can record overhead ex- 
pense accurately on the books, 
but when you try to allocate a 
portion of this outlay to each job 
so that, on all jobs sold during an 
accounting period, you get back 
this expense from the customers 
for whom you did the work, then 
it is more complicated than total- 
ing up the cost of labor or mate- 
rials. 

To arrive at the overhead allot- 
ment chargeable to each job, you 
have sales, the cost of labor and 
materials, or the time factor to 
splice into the calculation. They 
all possess gimmicks that create 
illusions that must be watched 
carefully to assure reimbursement 
of the overhead you pay out as 
shown by your books. If you 
short-change yourself on the over- 
head allocation, you short-change 
yourself on profits. 

Too many contractors try to 
see how low they can make a 
price before they quote it, and 
our experience indicates that 
many are misled here because 
they are not aware of the gim- 
micks in overhead allocation. 

In this article we reveal the 
gimmicks to look for when using 
the three recognized formulas for 
arriving at estimates or costing 
sales. This information is of spe- 
cial importance at a time when 
price controls are in effect. Since 
prices were frozen as of a certain 








STA-BRITE SETS THE PACE 
* INTHE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miemi, Fle. 





period, if the contractor has 
been quoting prices that are too 
low, he may find himself in finan- 
cial trouble in a short time. 

There is sure to be some vari- 
ance no matter how careful you 
are. The contractor cannot dis- 
tribute his overhead to jobs so 
that the total burden shown on 
the job costing records equals to 
the penny the overhead dollars 
spent for the same period. How- 
ever, a sharp eye on the gimmicks 
mentioned in this article will keep 
this variance at minimum and the 
net profit at maximum. 


Remodeling Jobs 
(Continued from page 34) 


Such a job provides room for 
the company to grow and expand 
by having reserve circuits and 
capacity in the wiring. It reduces 
fire hazard and increases good 
appearance. 

Another advantage often over- 
looked and which may be used 
as a point in selling a rewiring 
job, according to Mr. Martin, is 
the possible reduction in insur- 








UNIVERSAL Tap Connector 
Made in 3 Surface Finishes 


Approved by Engineers and 
Contractors doing R E A work 


Effectively used as guy line ground, or 
transformer and lightning arrester con- 
nection to A.C.S.R. or copperweld con- 
ductors where the diameter may be from 
8-A copperweld to .595” A.C.S.R. 
armour rods. 


ADAPTABLE TO A WIDE RANGE OF USES 





KRUEGER & HUDEPOHL 


“J VINE AT THIRD-ES * CINCINNATI 2, OW 
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ance costs. The wiring job for the 
Nehi company and a similar job 
for a local dairy company had 
these results, according to Mr. 
Martin: 

Insurance costs were lowered. 

Appearance was improved. 

Power bills were reduced. 

Efficiency was increased. 

Lost production time was elimi- 
nated. 

Service charges due to over- 
loads reduced. 

Health department was pleased. 

It doesn’t take a very astute 
contractor or wiring salesman to 
realize that these seven points in 
which the customer was helped 
are also seven very important 
points that can be used in selling 
a similar job to other plants or 
businesses which have outgrown 
their wiring. 

Mr. Martin said that a lot of 
people don’t realize that they 
have outgrown their wiring sys- 
tems and are eager to make the 
changes once the advantages and 
the very sound reasons for the 
changes are pointed out to them. 


Another point in selling rewir- 
ing jobs is to show the customer 
that he has outgrown his wiring 
system and that he is continuing 
to grow. Therefore it is all the 
more reason why he should have 
a complete new job in which room 
for expansion has been engineer- 
ed, so that he will save service 
calls on inadequate wiring for 
some time to come. 

Best of all for the progressive 
contractor, customers who get 
new wiring jobs for their old 
plants always are so impressed by 
the difference in new results com- 
pared with the old that they tell 
their friends. Any prospective 
buyer of a wiring job such as a 
builder of a new factory or a new 
home or a business building may 
want to check the work of a con- 
tractor when he hears about the 
job that has been done. 

In Dyersburg, this phase of sell- 
ing old jobs has been‘responsible 
for a large number of the new 
jobs that have been done by Dyer 
Electric Company. 

One of the outstanding new 


business buildings in town is the 
Collins Auto Parts Company, and 
it happens to be one of the oldest 
businesses established in Dyers- 
burg. This is also one of the wir 
ing contracts handled by the Dyer 
Electric Company. 

The dairy company job, Mr 
Martin said, was an example of 
where the wiring contractor can 
do a lot of good for the customer 
It also emphasizes a thing that 
happens with almost every grow- 
ing business—that a lot of the 
wrong appliances get hooked up 
on the wrong circuits and the re- 
sult is a higher power bill. 

In this case the new main pow- 
er lines were hooked up as direct- 
ly as possible to the heavy mo- 
tors. All of the small motors and 
the lighting circuits were taken 
off in adequate branch circuits, 
and the new arrangement result- 
ed in a substantial decrease in 
power costs. 

As Mr. Martin pointed owt, 
when businesses are growing and 
adding new electrical units, théy 
are apt to be governed by the 
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Fluorescent Fixtures 


@ Write Today for Illustrated 


Catalogue No. 51 


LIGHT & POWER UTILITIES CORPORATION 


Nowadays everyone’s concerned about the way things will shape 
1035 Firestone Bivd., Memphis, Tenn. 175 5th Ave., New York 10, N. Y. 


up a couple of years hence. There's one thing of which everyone 
can be certain. Perfect-Line will constantly strive to make 
prompt deliveries of quality wiring devices, lighting equipment 
and ventilating fans available to its customers at the best prices 
possible. Our past proves it. Our present emphasizes it and, to 
be perfectly honest about it, our future depends on it 











Handbooks of Adequate Wiring 


Two valuable booklets avail- 


able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design” sum- 
marizing the latest authorative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 


WE APPRECIATE YOUR BUSINESS 


PERFECT-LINE 
MANUFACTURING CORP. 
HICKSVILLE, L. I., N. Y. 


Sales Representatives 
L. V. HENDERSON EDWARD W. FISHBURNE 
Atlanta, Go. Greensboro, N. C 
HUTSON COLCOCK ROBERT W. FISHBURNE 
New Orleans, Lo Richmond, Va 


dress, and remittance at once to make sure of getting 
your copies. 


ELECTRICAL SOUTH 
806 Peachtree St., N. E. Atlanta 5, Ga. 


WIRING DEVICES LIGHTING EQUIPMENT - VENTILATING FANS 
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It's Easy 
To Sell... 


. . . from a copy of 
Kayline’s new Catalogue 
No. 50 . . . because in 
it you'll tind a complete 
selection of the finest 
modern lighting fixtures 
available. Whether it be 
incandescent, fluoresc- 
ent or slimline . . . com- 
mercial, industrial or 
residential lighting, Kay- 
line offers the very best 
in modern lighting fix- 
tures. Order your copy 
of Kayline’s Catalogue 
No. 50 today! 


See Sweet's 
Architectural 
File 
Section 
31A-12 


THE KAYLINE CO. 


2480 East 22nd St., Cleveland, Ohio 





proximity of a line rather than 
the fine points of properly divid- 
ing an electrical load, the result 
is that sooner or later some lines 
are starving and other lines are 
overloaded. 

Besides the publicity and word- 
of-mouth advertising that accrues 
for the contractor from a good 
rewiring job, Mr. Martin said, de- 
signing new circuits and revision 
of an existing wiring layout is in- 
teresting work and often full of 
surprises. 


Electric Heating 
(Continued from page 33) 


kilowatt rate in the TVA area 
where Nashville is located is 
somewhat below the national av- 
erage. But even at that, Mr. 
Evans insists that even at the 
higher average rate, electricity 
for such operations as he recom- 
mends for his area would be eco- 
nomical almost everywhere. 

In fact, he has figures to show 
that Babies’ Valet, for example, 
has- am electric fuel cost that 
might even be less than coal. 
When this laundry discontinued 
coal operation a few years ago, 
the cost of coal, including the fire- 
men, was running around $320 a 
month, plus costs for boiler com- 
pounds, repairs, and other servic- 
ing expenditures. 

Today, in order to provide the 
same amount of hot water and 
steam with electricity, the cost 
runs from $300 to $400 a month. 
Mind you, the cost of both coal 
and coal-firing labor has material- 
ly advanced since the laundry 
quit using them, while the operat- 
ing cost of electricity without la- 
bor has remained the same. Even 
in areas where electricity is high- 
er than coal as a fuel, the other 
savings in many cases would keep 
costs on a favorable comparison 
basis. These would include elimi- 
nation of soot, dirt, heavy main- 
tenance, and repairs. 

Mr. Evans also produced some 
comparative figures with electri- 
city and fuel oil. With Babies’ 
Valet present volume, the cost of 
fuel oil, including fireman and 
maintenance, would be approxi- 
mately the same as the average 
monthly electric bill of $850, to 
say nothing of the fewer prob- 
lems and greater automatic con- 
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veniences of electricity. 

Mind you, this is not a fair com- 
parison because it takes into con- 
sideration the fact that the vol- 
ume of business at Babies’ Valet 
has increased so heavily under 
the new washing and drying sys- 
tem that Mrs. Savario is now un- 
able to generate and store all the 
hot water and steam she needs 
during off-peak hours. 

Thus, she again has to do some 
heating during daylight hours and 
pay a demand charge for those 
hours. If she decides to add 
enough storage capacity to do all 
the heating at off-peak hours, her 
fuel bill with electricity would be 
approximately 30 per cent less 
than she could do it with oil. 

While comparative costs of dif- 
ferent industrial operations would 
vary, the Babies’ Valet system at 
Nashville gives us a pretty fair 
estimate of how electricity will 
stack up with other fuels in pro- 
ducing hot water or steam. Both 
the steam and hot water accumu- 
lators at Babies’ Valet are verti- 
cal cylindrical vessels 6 feet in 








NON-METALLIC — BX. 
& GROUND WIRE 


Sold Thru 
Your Local Wholesaler 


ATLANTIC CONDUIT 
FITTINGS CO, 


BOSTON, MASS. 








diameter, 22 feet and 15 feet long, 
respectively. 

Water in the steam accumulator 
is heated with four 24-kw immer- 
sion heaters inside the tank plus 
three “side-arm” heaters on the 
outside. The hot water accumu- 
lator is heated with nine immer- 
sion heaters and a side-arm heat- 
er. Mr. Evans, however, insists 
that side-arm heaters altogether 
would be preferable to the im- 
mersion-type because, being on 
the outside of the tank, they are 
more accessible for repair or ad- 
justment. An electric hot water 
accumulator in a cheese plant at 
Clarksville, Tenn., is heated en- 
tirely with the side-arm heaters 
and is giving more satisfactory 
operation. 

Now, naturally electrical con- 
tractors are interested in ‘earn- 
ing how they can cut in on this 
inviting new possibility. Up to 
this point, we have tried only to 
produce facts and figures to show 
that it is economically and useful- 
ly practical. You’ve got to con- 
vince industrial buyers that it is 


worth the money or there will be 
no contracts. Mr. Evans says 
there are many different kinds of 
commercial activities that could 
make it pay off—milk plants, 
cheese plants, feed mills, large 
restaurants, dairy plants, etc. 

But at this point, Mr. Evans in- 
jects a word of mild caution. 
Don’t be in too big a hurry to go 
shopping around among the small- 
er restaurants, smaller feed mills, 
dairies, etc., although some of the 
smaller establishments can profit- 
ably use this service. Do a little 
more investigating before solicit- 
ing a small business. So far, the 
first cost of installation is too high 
for some commercial or indus- 
trial operations that do not have 
a sizable volume to support the 
capitalization. The present cost 
of installing a steam and hot wa- 
ter arrangement similar to the 
one at Babies’ Valet would be ap- 
proximately $20,000. 

There are already enough po- 
tential users to make this field in- 
viting. Before trying to sell any 
of them on this service, however 


get enough facts and figures on 
what it will do before knocking on 
the prospect’s door. First be sure 
he has a sufficiently large volume 
of business plus the need for a 
sizable volume of hot water or 
steam or both, so that one can 
profitably aid and abet the other. 
Investigate operating establish- 
ments that are already success- 
fully using this service and check 
with the engineers who designed 
and installed it. 

Expanded use and experience 
with electric fuel will naturally 
develop new economies and serv- 
ices that will make it practical for 
more users of both big and little 
volume. The possibility of spread- 
ing the power load to off-peak 
hours will relieve the power com- 
panies of a great burden. This 
will be a fact of great importance 
to both power suppliers and users 
in case our national defense de- 
mands tax electric consumption 
as expected. But whether war 
emergency needs continue or not 
the practical value of electri¢ 
heating is being well established. 





FOR CASTINGS e FABRICATED PARTS 
PIPE e BARS e STRIPS e TANKS 
Up to 24x3x3 feet * 


Your parts or products can have the same high- 
quality, hot-dip galvanizing used on our own DIXI- 
STEEL products. Small, tight spangles .. . 
no fins. A tough, 
rust-proof finish that withstands severe bends without 


uniformly-heavy coats of zinc .. . 


cracking or flaking. 


Write today for quotations on this 
superior service. Give full details of 
materials, including dimensions. 


*Single dip size. Larger sizes by double-dipping. 


if it’s exposed to corrosion...Galvanize it! 





smooth, 


@ Easy to install 
@ Easy to remove 


GREEN DOT 
ADVANTAGES 


- =| 


GREEN 
DOT 


OUTLET 


PROTECTOR | 


DON’T WASTE TIME! ! 
(At High Hourly Rates) 


Keep plaster from entering 
and clogging boxes during con- 
struction. Only seconds to in- 
stall—snaps into box. Second 
to remove—press protector in- 
to box, turn and lift out. 
Sturdy and reusable 

Tell-tale GREEN DOT stem 
finds box, even if completely 
covered with plaster 

Available for Gem B or 1900 
Switch covers and Handy 
boxes. 








See your jobber for this and 
one dozen more JIFFY Time 


Atlantic Steel Company 


DIXISTEEL) s 


MAKERS i 


ATLANTA, GEORGIA 
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@ Clearly morks box location 

@ Snug fit keeps boxes clean 

@ Saves clean-up time—4 to |! 

@ Saves time and money on every job 


3 @ Inexpensive—Use again and again 


and Labor Savers. Write today 
for folder ES describing Green 
Dot and the “Jiffy” Line 


44 WEST WASHINGTOM BOULEVARD 


cH > MLINOTS 








nsurpussed fir kt 


‘ 
en We 
s, “eflector, convenient® ait 
Portable Lamp Guards under 
mark McGILL 


been accepted with assurance of 


American Blower Utility Set. Built in 19 sizes, j the 
capacities from 517 to 17,925 cfm at 14” SP. ; 


UALITY SELLS 


Quality of workmanship, performance, price and ease of 
installation—these are the factors that acgount for the 
strong popularity of American Blower Utility Sets. 


trade have 
superior design, materials and 
workmanship for over 40 years. 
A reliable guarantee of greater 
dependability and longer life in in- 
dustrial service. 
The new No. 5025-SLR beams light to inaccessible 


places through an end lens. 


These Utility Sets are ideal for general ventilation 
where duct systems are required. They can be-used as 
supply or exhaust fans and are available as standard 
packaged units ready for immediate installation. 


Has 15 amp. 125 volt 
power tool outlet in phenolic plastic handle. Levolier 


It will pay you—both in higher profits and reputation- 
wise—to sell the complete line of American Blower 
Ventilating Equipment. 


switch, reflector, grease and heat resisting cord. Under- 


writers’ Laboratories Inspected. 


Ask the nearest American Blower Branch Office for 


No. 8000 SR Guard is a fine general 
data. 


service guard, identical in construc- 
tion to the 7000 rubber handle Series, 
except equipped with stout polished 
birch wood handle. Cages are of extra 
heavy steel wires, electrically welded and 
heavily zinc plated. 


AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of American Ranuaror & Stavdard Sanitary corrosion 


No. 5000 SR Guard—features the new ap- 
proved, phenolic plastic handle with 
convenience outlet and Levolier switch. 
Closed end cage for 100 watt bulb. 


Sell quality! 


AMERICAN BLOWER 


Air Handling Equipment 


No. 3006 Vaporproot Guerd — Designed 
to provide absolute protection wherever 
portable lighting must be watertight, 
dust-tight and moisture proof. A_ heat 
and impact resisting glass globe screws 
into a rubber gasket. 
macerated plastic, 





Handles are 
sealed at the cord 
with a diaphragm washer. 





No. 152-C Lamp Changer— for 100 watt 
bulb. Changer heads are available for 
other types and sizes of bulbs. New 
light-weight steel pole is furnished in 
5¥, ft. sections, insulated and easily 
locked together to reach a recommended 
maximum of 30 feet 





Model C Ventura 
Attic Fans—Built in 
capacities up to 
21,500 cfm for either 
vertical or horizon- 
tal operation. Low 
power consumption, 
quiet-operating. 


Aeropel Kitchen Fan 
—Exhausts kitchen 
heat, smoke and 
smell. Keeps kitchens 
fresh. Winner of two 
Fine Arts Awards for 
beauty and utility in 
the home. 


e 
Seruing home and industry 


rATOR « REWANEE B 


Model A Ventura Fans 
—Smartly styled. 
No exposed wiring. 
Smooth, easy-to- 
clean surfaces. Built 
in capacities from 
1000 to 9700 cfm, 
free delivery. 12 sizes. 








Available From Your Electrical Wholesaler 


For new Catalog No 
49 write: McGill Man- 
ufacturing Co.,Inc.,650 
N. Campbell St., Val- 


paraiso, Indiana. 


ILI 


'MSGILL 


MAKES Yorcte, SWITCHES 
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Household and Commercial Appliances Television 





gift. . . . Constant plugging and 
the same well-planned promotion 
used with major appliances will 
produce a profitable volume in 


electrical housewares. The National FIRST CHOICE FOR 
Electrical 


Manufacturers Associa- 


GIFT BUSINESS is a multi-billion 
dollar business—but the appliance 
dealer doesn’t get his share as a ¢ 


tion’s Electrical Housewares S« 
tion is going to give appliance EVERY B OCCASION 
dealers strong support in 1951 to 

enable them to get a better share 
of the gift business. One sales 
promotion aid offered is a promo- 
tion kit that includes good live 
material such as the three-color 

poster shown here. 


€ 


IN THIS ISSUE: 4 , 
How to Make a Dealer-Utility , 
Co-operative Plan Work ... 9 — —— 
Dinner at Eight—A Prospect- 
} a 


Getting Promotion 


What's Ahead for the a 
Specialty Appliance Dealer . ‘@ 


You Can Make a Profit on : 
Small Repair Jobs . 








for FULL-LINE 
LEADERSHIP 


Look ahead... Plan ahead... Stay ahead with 
Hotpoint. Investigate Hotpoint’s full-line franchise and 
oS you'll be convinced it's a smart move to Switch to Hotpoint 
"==" for full-line leadership. 
Everywhere, leading electric appliance dealers are discovering the 
values in Hotpoint's Full-Line Franchise. Everywhere, smart appliance 
merchants are learning the profit advantages of a complete line under 
the Hotpoint banner . . . a line out front in product design, performance 
and consumer preference. Everywhere, leading appliance dealers are 
setting up new profit records from Hotpoint's fully developed year 
‘round merchandising program. 
A Switch to Hotpoint means bigger profits ahead. 
Have a talk with your Hotpoint distributor. 


5600 W. Taylor Street, Chicago 44, Illinois 
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27,000,000 families will pick up their favorite 
Sunday newspapers on February 11th—and 
come face to face with the Westinghouse an- 
nouncement you see here. They'll see it in full 
color in This Week and Parade, Sunday 
magazine sections ... in gravure sections of 
9 other metropolitan newspapers ... and in 
black and white in many more. 

For Westinghouse retailers everywhere, 
this high honor conferred on Westinghouse 
Laundromat® and Clothes Dryer, sets in mo- ~ ; f 
tion another exclusive selling advantage. It’s an | — RDrsmi = 
important sales-plus for retailers who hold the 
Westinghouse laundry equipment franchise. 


: a 
OU CAN BE SURE Ts is \\ 


CSti 
Unghous¢ 


Sait. alst~am 
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a tryilliant new dexKted of 
CAMMBMON. FECHUN A... ngineerved 
fer cutdta nding prevforma To 
super in catine dtyling ... CAH QA 


vatlie to challenge COMPAHICN 


Model 37K35—17” TV Combination. Walnut, $499.95 


a Admiral. again 5 al | 





SE ORIG OPE LE ETAT UT TE 





Medel 37K27—17” TV Combination 
Blonde, $499.95 


.. BECAUSE OF FINE DOT PICTURE 
DEFINITION with ADMIRAL'S EXCLUSIVE 
FLEX-O-MATIC FOCUS CONTROL. 


Model 321K18 
21” TV Combination 


Maple fruitwoed finish, $795 & f Pr \ ee, 
aye ae — QU eee 


.. BECAUSE OF 44% MORE PICTURE 
TUBE VOLTAGE with ADMIRAL'S 
AMAZING DYNA-RAY PICTURE TUBE. 


. . BECAUSE of 20% to 50% MORE 
PICTURE DETAIL with ADMIRAL'S 
New Stagger-Tuned |. F. Peaking Process. 





4 








Medel IRN ATE TY Tale Model: Mhony, $2099 Admiral Products Distributed 
In The South By: 


Peaslee-Gaulbert Corp., Attonta, Ga 
o Long Lewis Hardware Co., Birmingham, Ala 
Medel 27K27—17” TV Console. Blonde, $409.95 McClain Distributing Co., Charlotte, N. C 
State Distributing Co., Jacksonville, Fla 
Electric Sales & Appliance Co., Miami, Fla 
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1 Dominion TABLE STOVES 


JUST PUSH THE BUTTON | 

For this greater convenience in table cooking, 
Dominion’s new push button control is the answer. 
The white porcelain top and white enamel body 
are both handsome and easy to keep clean> — - 

This two burner table stove has four heats on 
the 1100 watt left burner: High, Medium, Low 
_ and Simmer. Right burner is 550 watts, single 
heat. Tuttle & Kift range-type heating units are 
the finest, most efficient ever built. The stove is 
21%” long, 11” wide and 6%” high. 

The increasing demand for this type of stove 
guarantees its salability! 


PUSH-BUTTON CONTROL 
ENCLOSED ELEMENTS 
The special, enclosed elements are built for 
heavy-duty, long service—and heat rapidly. The 
entire frame is one-piece, with spotless white por- 
celain enamel finish. Add these outstanding 
Dominion features to the increasing demand for 
table stoves and you have a real sales winner. 
Left burner has four heats and the right burner 
is a single heat. Total wattage is 1650. This stove 
is 20” long, 10” wide and 4%” high. 


NEW FEATURES — NEW SALES APPEAI 


Model 1430 























se [=< [| 


Just push the button for Famous “Preen-X” water- _ Elements are enclosed, — Entire frame is one pieee, 
heat desired -- or for proof cord. It is wash- heavy-duty type for white porcelain enamel 
“a. able. longer service. finish. 





Dominion makes a full line 
of table appliances avail- 
able through reputable dis- 
tributors across the nation. 


DOMINION ELECTRIC CORPORATION © ¢ MANSFIELD, OHIO, . 
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You already know how the easy-to-demonstrate fea- Installation of TK Units is fast and simples 
tures of TK Monotube surface cooking units help to And—with the TK line—all you need to be ig 
close new range sales. “Swivel action” for easy clean- business is just 4 basic units and 9 pans, 


ing . . . concealed protected TK 
wiring . . . 32.8 more contact Units turn over fast 


with utensil for fast,economical —you get a host of sales 
cooking .. . uniform heat... . aids to help you. Write for 
no “hot spots” or “cold spots”. the brand-new Replace- 
These are the reasons why most ment Unit Manual No. 5 
range manufacturers equip their and see what we mean. It 
new models with Monotubes. These are the advantages gives complete informa- 
that help you sell more ranges. tion on how to get your 


And—these are the advantages that can also help you share of rena: mod- 
build a big, profitable range modernization business. SS 
A wise precaution in view of the uncertain days ahead! 


TK Monotube replacement business is good business! 


Here’s why: (1) it’s easy to get, (2) it’s easy to han- 
dle, (3) it opens the door to other sales, (4) it requires , 
but minimum investment and inventory, and (5) it e4) 


builds good will. 


TUTTLE & KIFT, INC. Sacer 


MonOrME SORDCE WTS «MER NIST AFIT CONTROL «SWITCHES &SLCTORS + WATER MEATY ONES « TION VT + tHDUST@NAL ONITS. tr 
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Here It Is! The Brand New 
Deepireezé Refrigerator You'll Sell 





P. romote Deeptreeze Duick: 


This is the refrigerator Consumers are buying! 
More than just shelves in a door, it’s packed with 


marvelous convenience features! 





© EGGSTOR—Handy egg storage, with visual inventory! Right 
up in front. e BUTTER BOX—with Spread Control, keeps butter 
ready to spread. Holds one pound in attractive serving tray! 
e HANDY JUGS—Two one-quart bottles for chilled juices or 
water. Ready to serve. Easy to use—at your fingertips. e HANDY 
BIN—for the convenient storage of small greens, fruit and veg- 
etables. Removable for greater utility. e BOTTLESTOR—Easy 
to reach. Holds full quart beverage and milk bottles. 


All Products of Deepfreeze Appliance Division, Motor Products Corporation, North Chicago, IIlinois 


The **Wonderful-To-Live-With”’ 


Deeptreeze 


Refrigerators 


--- With amazing 
Storage in the Door 


They’re brand new... they’re loaded 
with features women want—P. D. Q. All 
indications point to another year of rec- 
ord-breaking Deepfreeze sales. In 1950 
Deepfreeze sold four times more of its 
famous name appliances than in the pre- 
ceding year. And in 1951 the new 
Deepfreeze Refrigerators will boost sales 
volume even higher! Beauty in refresh- 
ing new design ...a wealth of new con- 
venience .. . storage space for everything 
...and dependable Deepfreeze perform- 
ance—these are the features that make 
Deepfreeze Refrigerators wonderful to 
live with, easy to sell! For more refrig- 
erator sales in °51—Go Buy The Name 
— Deepfreeze ! 


IN °51-G6O BUY THE NAME- 


Deeptreeze 


TRADEMARK 89G U 5 PAT OFF 


©1951 Deepfreeze Appliance Division, Motor Products Corporation 


Gs HOME FREEZERS REFRIGERATORS e ELECTRIC RANGES mall ELECTRIC WATER HEATERS 


76 
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These Superior Deepireezé Features Mean 


Better Living For Consumers, More Sales For You! 


Deepfreeze 
FREEZER 
COMPARTMENT 
Only Deepfreeze has the 
genuine Deepfreeze 
Freezer Compartment that 
keeps ice cream hard. 
Separate freezer shelf 
holds 56 ice cubes in 

three handy trays! 
FROZEN STORAGE 
CAPACITY 
More than 50 pounds 


Deepfreeze 
HIGH HUMIDITY 
CRISPERS 
” Held over one-half bushel 
of fruit and vegetables! 


* 


Deeptrecze:. 


Practical on the Inside, 


Beautiful on the Outside! 


The jewel-like name plate, the bright 


chrome finished latch, the embossed swirl 


and flowing lines highlight the beautiful 


classic design. Deepfreeze:is a gem in 


the kitchen—a masterpiece of refriger- 


ation engineering. 


°351—GO BUY THE NAME— 


Deepfreeze 
FROZEN STORAGE 
DRAWER 


Insulated full-width 
drawer below Freezer 
Compertment provides 


extra storage for pack- © 


aged frozen foods and 
quick-chilling salads, 
desserts, etc. 


Deepfreeze 
10-POINT 
COLD CONTROL 
Eliminates guesswork, 
permits easy selection of 
desired temperature! 


Deepfreeze 
ADJUSTABLE SHELVES 


. Conveniently provide 


moximum storage for 
bulky os well as small 
items. Space for tall 
quart, half galion and 


NF gallon bottles. Anodized 


aluminum shelves with 
gold finished trim ore 
easy to clean. 


Deepfreeze 

OPERATING 

WARRANTY 
Five-year protection plan 
offers one-yeor warranty 
on refrigerator, additional 


> four years on sealed-in 


mechanism! 


ee 
| 
! 
| 
| 
! 
| 
i 
4d 


See Your Distributor—P. D.@. . ! Or Send Coupon for ALL the Facts?! 


Deepfreeze Appliance Division 

Motor Products Corporation, North Chicago, Illinois 
Gentlemen: I’m interested in the greatest appliance fran- 
chise for ’51! Please give me the complete story—P.D.Q. 


For Details About the Greatest 
Appliance Franchise in °51! 


Your Deepfreeze franchise gives you a head start for 
greater appliance profits in ’51 ! Have your Deepfreeze 
distributor explain it in detail...find out what 
Deepfreeze will do this year to help you sell. You can 
share in the Deepfreeze profits from the very start. 


-Aame. 
Sheet. 
City 
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NEW table models 


Deluxe wood cabinets or economical Bake- 
lite, there’s a table model for every price line 
and every customer. Screens in every size, too, 
from 14 to 20 inches —and every set with 
the features that have sold millions on Mo- 
torola TV... PLUS new 1951 improvements! 


in mahogany 


6 NEW combinations 


Every entertainment feature in one big set for 
customers who want the most of the best! Bright, 
sharp rectangular 17 and 20 in. screens for the 
finest TV .. . revolutionary all-speed record 
player . . . “Golden Voice” AM and FM radio. 
And all in beautiful new 1951 cabinet designs. 


or strikingly modern 
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8 new 
MODELS 


PRICED AND 
DESIGNED TO MAKE 
EVERY PROSPECT 


A CUSTOMER 


NEW “MUSIC LOVER” SOUND for richer, finer, 
more true tones in music and voice; positive pitch 

and note range. 

BETTER PICTURES on rectangular black tubes; 
improved circuits for steadier, sharper, brighter pictures. 
LARGER SCREENS including a 20 inch screen in a 
compact new table model. Larger-than-life pictures that 
are finely detailed close-up or far. 

POWERFUL RECEPTION brings in even fringe stations 
exceptionally clear and true. 


GREATER DESIGN VARIETY offers “Fashion Award’ 
styles for every home — early American, period or 
modern — in mahogany, maple, limed oak and bokelite. 


plus exclusive NEW 
GLARE-GUARD* 


The curved anti-reflection TV screen that 
eliminates up to 98% of annoying glare. 
GLARE-GUARD plus black tube means 

more seeing-comfort for everyone. An exclusive 
Motorola selling feature. 


*Trade Mark 


NEW consoles 
Your PROFIT line for ‘51 


Big 17 and 20 inch rectangular TV 


screens — famous Quick-as-a-Wink 
tuning and improved Bilt-in-Antenna. 
And every cabinet handsomely styled Mot \ r 1 i : TV 


in the finest hand-polished woods. In 
mahogany or modern limed oak. 


4545 Augusta Blvd., Chicago, Ill. 
Write, wire or phone your distributor today! 


...limed oak... 
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2004—Air Conditioning Equipment. New Bulletin No. 
3158-B, “Central Air Conditioning Equipment,” contains com- 
prehensive information on this type of equipment along with 
charts, specifications, and maintenance eM ST The bull 
tin has mn released by Buffalo Forge Co., P.|O. Box 985, 
Buffalo 5, N. Y. 


2010—Water Heaters. An illustrated folder describing Beil 
Water Heaters and the ten-year guarantee and warranty is avail- 
able from Adacar Mfg. Co., Napier Field, Dothan, Ala. 


2012—Room and Unit Heaters. Electromode Corp., 45 
Crouch St., Rochester 3, N. Y., has announced two new cata- 
logs, each of which contains descriptions, complete specifica- 
tions, illustrations of the units, and shows typical installations, 
as well as other helpful information concerning heating by elec- 
tricity. Catalog EC-62 is the industrial catalog, and No. EC-63 
isthe domestic catalog. 


014—Hot Water Heaters. Informative and -well-illustrated ' 


are available from M. M. Hedges Manufacturing Co., Inc., 
ttanooga, Tenn., on their line of Mertland Automatic 
er heaters. 


018—Electric Fans. A 28-page, profusely illustrated booklet 
tibes in complete detail, this company’s line of fans. 
klet available from Emerson Electric Manufacturing Co., 
t and Florissant Ave., St. Louis 21, Mo. 


022—Window and Attic Fans. A four-page catalog piece 
pletely illustrated and containing descriptive information on 
new low cost “all in one ear window and attic fans 
just been released by the Viking Air Conditioning Corp., 
1 Walworth Ave., Cleveland 2, Ohio. Illustrations of auto- 
ic ceiling shutter and automatic electric timer are included. 


(024—Electric Water Heaters. New specification sheets are 
available for a full line of cylinder and table top models, 
ring the Water Hotter, from the White Products Corp., 
dleville, Mich. 


028—Fans. Catalogs Nos. 863 and 864, just issued by Chel- 
Fan & Blower Co., Inc., 639 South Ave., Plainfield, 
J., include descriptive copy, specifications, dimensions, photo- 
hs, etc., of a full line of fans for residential, commercial, 
industrial uses. These catalogs include information on 


17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches. 


2030—Electric Fans & Drills. Signal’s complete line is shown 
in a new catalog just off the press, featuring a wide variety of 
pees pedestal, exhaust, and vent fans. Literature on drills, tele- 
ap 


er ic equipment, and motors is also available from the Signal 
lectric Mfg. Co., Menominee, Mich. 


2034—Electric Flat Irons. Full information on American 
Beauty Electric Flat Irons in a weight, a shape, a size for house- 
hold, as well as every industrial and manufacturing use, is avail- 
able in literature from the American Electrical Heater Com- 
pany, 6110 Case Ave., Detroit 2, Mich. 


2036—Fans. Colorful literature describing the new spring-sus 
pended silent window ventilating fans and table air circulators 
to be featured in 1950 are now available from the Fan Division, 
International Oil Burner Co., 3802 Park Ave., St. Louis, Mo 


2038—Murray Ventilating Fans. A set of specification sheets 
is available describing the Murray line of fans, including 20 and 
24 inch window fans and vertical and horizontal ventilating fans. 
H. C. Biglin Co., Inc., 177 Harris St., NW, Atlanta 3, Ga., is 
exclusive sales agent for the line which is manufactured by 
Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters. Bulletin 3014-D de- 
scribes Types “E” and “RE” Buffalo blowers and exhausters, 
manufactured by Buffalo Forge Co., P. O. Box 985, Buffalo 5, 
N. Y. Characteristics of the blowers, graphs, charts including 
capacities and static pressure, and exact dimensions are all con- 
tained in the 8-page folder. 


2042—Window Fans. Meier Electric & Machine Co., Inc., 
3525 E. Washington St., Indianapolis 7, Ind., have available the 
following catalog sheets: Form 2207, which describes and illu- 
strates each of their five Nu-air Windofans; Form 2208, de 
scribing and illustrating three three-blade and one four-blade 
Nu-air Quiet Propellers; and Form 2209, which illustrates the 
Nu-air Windofan No. RW 240 or RW 200. 


2046—Household Electrical Appliances. Dominion Electric 
Corp., 120 Elm St., Mansfield, Ohio, offers catalog information 
and detailed specifications on a complete line of table appliances, 
called “Family Favorites.” 





-_ & 
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2132—Gas Heaters. Complete information on how to sell 
Stiglitz Warm-Aire Gas Heaters is included in a 16-page booklet 
available from Stiglitz Furnace & Foundry Co., Inc., Louisville 


3, Ky The general subject of heating is fully covered. 


2134—Appliance Trucks. A four-page catalog is available de 
scribing Escort Appliance Trucks manufactured by Stevens Ap 
pliance Truck Co., Box 897, Augusta, Ga. Twelve models are 
illustrated, all featuring the patented crawler tread which makes 
it easy to move the trucks up or down steps or over obstacles. 


2056—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomas 
Blvd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 
Radiant Heater — Reports. In addition, the portfolio 
includes catalog sheets and technical data on the Chromalox 
“RAD” heaters. 


2058—Exhause Fans. A new Emerson-Electric Exhaust Fan 
catalog, illustrating and describing in detail this line of fans for 
all types of buildings, is offered by the Emerson Electric Mfg. 
Co., 8lst and Flunssant Ave., St. Louis 21, Mo. 


2064—Electric Fans. An attractive, 8-page, 62nd Season Cata- 
log of Zephair fans has been made available by the Hunter 
Fan & he enna ag Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products is giv- 
en, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 46) is 
available from the Elgo Shutter Mie. 0., 8 W. War- 
ten Ave., Detroit 8, Mich., describin the 17 different types of 
shutte rand dampers manufactured by them, and as used in 
cennection with ventilating and air-conditioning installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., Inc., 
400 So. Front St., Memphis, Tenn., offers a new 8-page cata- 
log containing detailed information on the Hunter Zephair 
Fans, for home and industry. 


2072—Reed Unit-Fans. Two new 8 page booklets on unit-fans 
have been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. Material included in these booklets 
covers design, accessories and installation of the Reed window 
and attic fans respectively. 


2078—Sales Helps. A variety of sales helps, including Sound 
Slide Colored Training Films, How to Sell Booklets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills Home Appliances—Pressure Quick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept.; 1620 Cen- 
tral Ave., Minneapolis 13, Minn. 


2080—Water Heaters. Information is available about the 
“SEPCO” Electric Water Heater from the Automatic Electric 
Heater Co., Pottstown, Pa. Literature available describes sev- 
eral exclusive features in the “SEPCO” line of round and table 
top heaters. 


2088—Air Circulators. Vornado’s complete line for 1950 pre- 
sented in a four page, three color cata oF. sheet (Form 9060) 
includes a wide variety of desk, pedestal, tabletop turnabout, and 
turnabout window fans. Also available is a descriptive folder 
on Vornado’s new turnabout casement window fan (Form 9082). 
a O. A. Sutton Corporation, 1812 West Second St., Wichita, 
nsas. 


2090—Fan Blade & Baffle Outfit. An illustrated catalog page 
describing their Knock Down Fan Blade & Baffle Outfit has 
been announced as available from S. J. Stewart (Electric), 527-31 
St. Joseph St., New Orleans 12, La. 


2092—Air Circulators and Window Fans—The Complete Line 
of Kisco Floor Model Air Circulators and Portable Window 
Fans for 1950 is illustrated and described in a series of two- 
color catalog sheets and envelope stuffers available to the trade. 
A Special Sales Manual containing product and sales informa- 
tion is available for use by Dealers handling Kisco Products. 
Kisco Company, Inc., 2400 Dekalb St., St. Louis, Mo. 


2094—Marquette Refrigerators. Informative catalog pages and 
specifications are available from Marquette Appliances, Inc., 307 


. Hennepin, Minneapolis, Minnesota. 
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2096—Marquette Home Freezers. Your information on Mar- 
quette’s super 6 cu. ft. capacity, their popular 11% cu. ft. 
Marquette freezer and their “Big Value’ super 8 cu. ft. is 
available from the Marquette Appliances, Inc., 307 E. Henne 
pin, Minneapolis, Minnesota. 


2100—Marquette Electric Ranges. An individual catalog and 
specification sheet is available on each of the four popular 
Marquette range models from Marquette Appiiances, Inc., 307 
E. Hesnesin, Minneapolis, Minnesota. 


2102—Marquette Gas Ranges. Five beautiful models coverin 
the entire desires of any housewife featured in color and wit 
individual specifications and catalog pages may be secured from 
Marquette Appliances, Inc., 307 East Hennepin, Minneapolis, 
Minnesota. 


2104—Marquette Home Laundry Equipment,—Includes Wash- 
ers, Dryers, and Ironers. For well-illustrated catalog pages that 
bring out the features and selling points of this popular priced 
laundry equipment write to Marquette Appliances, Inc., 307 E. 
Hennepin, Minneapolis, Minnesota. 


2106—Fan and Centrifugal Blowers. Catalog No. 513-B. 
Vital specifications 1950-Fresh-Air Maker Fans-Hy Duty Cen- 
trifugal Blowers. Attic, Portable, Window, Exhaust fans. Single 
and double inlet blowers. Ventilating Division-Schwitzer-Cum- 
mins Co., 1125 Mass. Ave, Indianapolis, Indiana. 


2108—Household Refrigerators, Farm and Home Freezers, 
Electric Ranges. Complete information regarding Coolerator 
space-saver “motor on the back” refrigerators, a revolutionary 
new combination freezer-refrigerator and automatic seven heat 
ush-A-Button electric ranges. Write Coolerator, Duluth 1, 
Minnesota. 


2110—Select-A-Range. Landers, Frary & Clark, New Britainy 
Conn. Eight page folder giving full information on Universal’ 
revolutionary new Select-A-Range with the Convenience Lev 
Oven. Illustrates various parts of range; six Royal Barry Will§ 
kitchens and tells how to install it. 


2112—Oil Heaters. An elaborate colorful 16 page catalog 
entitled “Nescontrol Heating” describing and illustrating thé 
complete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the National Enameling and Stamping Come 
pany, 270 N. 12th St., Milwaukee 1, Wis. 


2114—Electric Heataires. A new, colorful, twelve-page booklef 
from Markel Electric Products, Inc., 145 Seneca St., Buffal 
N. Y., unveils a complete line of wall-attachable, well secessall 
and portable heaters. Heetaire models for every room in th€ 
house and other applications are described. 


2116—Replacement Heating Units—For electric water heaters 
Information on the complete line of various wattages, voltag 
and shapes of water heater units of the Immersion Type 
be obtained by writing to Tuttle & Kift, Inc., 825 N. Monitof 
Ave., Chicago 39, Illinois. 


2118—Electric Fans—Robbins & Myers, Inc., Springfield, Ohi@ 
offers an attractive, 20-page illustrated catalog covering ouf 
standing features, design etails, and performance ratings 
R domestic, commercial and industrial fans for 195@ 
Special material available covering new 10” and 12” desk fang. 


2120—Everhot Electric Housewares—Colorful literature and 
full information is available showing the complete line of Ever- 
hot Electric Housewares including Roasters and their accessories, 
Roasterettes, Heater and Heater Fans, Rangette and Electric 
Blankets. This literature lists specifications and is available from 
Swartzbaugh Mfg. Co., 1336 W. Bancroft St., Toledo, Ohio. 


2122—Surface Heating Units—For electric ranges. Com- 
plete information on fitting the famous TK Monotube Elec- 
tric Range surface heating units into all types of electric ranges 
can be obtained by requesting the replacement manual from 
Tuttle & Kift, Inc., 1825 N. Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers—Home and commercial. Essick 
Manufacturing Company, 1950 Santa Fe Avenue, Los Angeles 
21, California, offers its complete line of eighteen models, rang- 
ing from 1500 CFM one room fan type coolers to 12,500 CFM, 
industrial building coolers. Featured this year is the Revolu- 
tionary “Pour-In’* type, queer self contained washed air 
room cooler. Write for further information. 
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LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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newA FLOP headousit 
come to Atlanta . .. 


C. J. Arnell 


Thor District Mgr., 
Richmond District 


J. Seddon Allen 
Thor District Mgr., 


Memphis District FRANK J. SIMPSON —"Uncle Frank” to 


his legions of friends in the trade. A 
Thor man since 1917 and Vice-President 
in charge of the Southern Sales Divi- 
sion. Now headquartered in Atlanta, 
Georgia to provide you with quicker, 
more direct service. 





J. Ross Sims 
Thor District Mgr., 
Atlanta District 


To better serve all Thor franchised dealers and 
distributors in the great growing South, Thor 
announces the opening of a new Division Sales 
Office in Atlanta, at 805 Peachtree Street, N. E. 


Under the able direction of our Vice-President 
and Sales Manager of the Southern Division, Frank 
J. Simpson, the new Atlanta office will serve as an 
up-to-the-minute source of information on all Thor 
products and policies for the entire South. 
"I know you'll all be glad 
to have 'Uncle Frank' 
MEMO right around the corner 
from from you, where you will 
JOHN HURLEY be able to make better use 
of his able leadership and : 


Vice-President Frank Simpson will be aided, as 
heretofore, by the three district managers shown 
above. 





To thousands of appliance merchandisers, these 
Thor men are old friends who need no introduc- 
tion. Count on them. Call them any time you need 
their help. Your satisfaction is their business. 


*aec. U.S. PAT. OFF. 


cooperation. I am sure the 
new Atlanta office will be : 
of particularly great 
service to you at this 
time in view of the pres- 
ent national situation. 
Keep in close touch with 
‘Uncle Frank'and his team!" 





ti 805 Peachtree St., Atlanta, Ga. 
co rpo ra id n 2115 S. 54th Ave., Chicago, Ill. 
THOR SPINNER WASHERS - THOR WRINGER WASHERS + THOR GLADIRONS 

THOR CLOTHES DRYERS - THOR COMBINATION SINKS 
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18” and 22” Window Fans Electrically revers- “Breeze-All” Floor Fan Durable, “Package” Attic Fan < omplete home cooling 
ible—the flip of a switch forces air in or out. Two mottled-mahogany plastic top and metal band system—no trap-door, grille, or suction-box to buy 
speeds on both intake and exhaust. Adjustable mount- Chromium-plated legs and grille. Safe from Easy to install. Ideal for low attics and all standard 
ing panels fit any window up to 35” wide. Only a top, bottom, sides.| Delivers a whopping 3500 hallways. Rubber-mounted, sound-insulated. Changes 
screwdriver needed to install. Four blades, direct- cubic feet of air per minute. Doubles as extra air once every minute in average house. Factor y-lubri- 
connected. 18” size delivers 2500 cubic feet of air seat or table. Extta-low-cost operation. Three cated, sealed ball bearings. Baked enamel (ivory) 
per minute; 22” size, 3400. Ivory enamel with silver- speeds, 12” blades, and really quiet. Guaran- on shutter and trim. Four sizes with air deliveries 
finish grille. Guaranteed one year. 18” size, $59.95; teed five years. $49.95, retail. from 4750 to 9500 CFM. From $149.50, retail 

22” model, $79.95, retail. 


R:M fans for 


...the Standout Line 
for a Sellout Year , 


Ir goes without saying that, nowadays, quality ap- 
pliances are money in the bank. And these Robbins 
& Myers Fans for 1951 are the finest we’ve ever made. 
In performance, in styling, in price range—they’re 
sure to find eager takers. 

Yes, and this merchandise is backed with plenty of 
promotion as well. National advertising, animated 
displays, window streamers, consumer folders, news- 
paper mats—in fact, everything you need tor a com- 
pletely profitable fan season will be working for you. 

But don’t delay, place your order early. Get in touch 
with your R & M Fan distributor now. If you'd like 
us to send you his name, write: Robbins & Myers, Inc., 
Fan Division, 387 S. Front St., Memphis 2, Tennessee. 











“Quiet” Fan 

Wide-blade, powerful oscillator at a popular price. One-piece, soft-rubber hub 
eliminates vibration and chatter. Balanced aluminum blades 

Sturdy pressed-steel motor body. Durable sable-brown finish. Mounts on wall easily, 
All the luxury features of much more expensive fans. In 10” and 12” sizes 
Guaranteed one year. 10” size, single speed, $17.45; 

12” model, 2-speed, $24.95; 16” size, 3-speed, $43.95, retail. 


"Quiet De Luxe” Fan New gunmetal-enamel finish. 


Die-cast body and base. Oscillating mechanism fully enclosed. 
Delivers up to 1700 cubic feet of air per minute. Guaranteed 5 years. In 12” and 16” blades, 
Three speeds. 12” model, $43.95; 16” size, $52.95, retail. 


ROBBINS & MYERS 


Fars for 451 
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[t pays to answer service calls with 


CHE OMALO): Supreme Us 


Answering service calls with Chromalox 
Supreme Units is certainly profitable! You 
can fit all range openings easily and make 
replacements quickly with only a screwdriver 
and pliers. Best of all—the profit, plus your 
service charges, really make it worthwhile. 
And chances are, your customers will be so 
pleased with Chromalox Units, they'll ask you 
to modernize their entire range top with them. 
So don’t wait . . . start servicing electric 
ranges in your community now with 
Chromalox Supreme—the range unit pre- 
ferred by most dealers and homemakers. 


. Eiliott ' 
WRITE FOR BULLETIN RU-149 _ 


It's loaded with useful modernization o 
data for all electric ranges. xno 


EDWIN L. WIEGAND CO. 


| 
7600 THOMAS BLVD., PITTSBURGH 8, PA. 


Rrc-49 


GHROMARO YN CA UIN Rie 


“Elactuc Cooking at ta Best” 


C. B. Rogers, 1000 Peachtree St., N. E., Atianta, Ga.; L. R. Ward Co., 27 Commerce 5t., 

Idg., Houston 2, Texas; 1511 Louisiana St., New Orleans 15, La.; 

1519 So. Boston St., Tulsa 5, Okla.; W. R. Phillips, P. O. Box 2561, Raleigh, N. C.; W. F. 
a. 


Dallas 1, Texas; 932 M & M B 
Phillips, Jr., 3125 Lamb Ave., Richmond 22, V 








Are You Making Use 
of Our 
Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you te 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information booklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 
want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you on both technical and 
business problems. The serv- 
ices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 
receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 














Wewledd Mod Lemontleable Record Mayo! 


_ TENITHS GREAT NEW COBRA-MATIC 
with PITCH and TEMPO CONTROL 


the easiest operating 
... simplest... 
all-speed automatic 


record player 
ever invented | 


First to Bring Music Lovers Everywhere Truly 
All-Speed Record Playing Performance from 10 to 85 R.P.M.! 


There’s never been anything like it 
..For complete, perfectly pitched, 
effortless “All Speed” record playing 
enjoyment! For building, BoomInc 
radio-phonograph sales! The excit- 
ing, thrilling Zenith “Cobra-Matic” 
. first and only truly all-speed (10 
to 85) automatic record player in the 
world! 


At Last... The Music Lover’s Dream 
. Pitch and Tempo Control 


Unlike any other record player, the 
Zenith® “Cobra-Matic” plays not only 
the three standard speeds (33's, 45 
and 78 R.P.M.)—but also all inter- 
mediate speeds including the pro- 
posed new 16 R.P.M. Even cherished 
old records—the Gold Seals, Colum- 


bias, Victors, Brunswicks that were 
recorded at different speeds—can be 
played in perfect pitch and with new 
tonal quality! 

The new Zenith “Cobra-Matic” has 
over 3,000 speeds to let you play any 
record faster or slower for dancing 
or accompanying with voice, piano, 
any musical instrument. Here —for 
the first time—is a record player that 
lets your customers satisfy their own 
idea of musical perfection. BRINGS 
THEM REAL INSURANCE FOR THE RECORD 
PLAYING FUTURE! 


All with Two Simple Controls 
A Child Can Operate! 


Unsurpassed, unequalled, too, is the 
“Cobra-Matic’s” really easy, really 


Available now in a brand new line of 1951 Zenith TV and Radio consoles 


and table models of outstanding beauty . . 


Leni isa {far G/ 


. quality .. . performance! 


simple operation. Just dial one con- 
trol for record speed . .. the other for 
record size ... PLAY! That’s All There 
Is To It! One Super-Cobra Tone Arm 
plays all records, reproduces tonal 
beauty like no other method you 
have seen or heard—on a Radionic 
Wave. No needles, parts, spindles or 
weights to change or adjust. 


See it... try it... you'll agree! No 
other record player has or will ever 
sell so many radio-phonographs —so 
fast —to so many waiting, interested, 
eager prospects. Be sure you get 
your share. Contact your Zenith dis- 
tributor — today! 


ENITH 6 


“om cme RADIO 
end TELEVISION 


Zenith Radio Corporation, Chicago 39, IIlinois * Over 30 Years of “Know-How” in Rodionics® Exclusively © Also Makers of Fine Hearing Aids 
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@ AN UP-TO-THE-MINUTE know- 
edge of the average farmer’s 
roblems, willingness to get out 
the field and sell the farmer on 
is doorstep, plus good timing in 
onnection with installation of 
EA lines are factors that have 
ombined to sell a record volume 
f $250,000 in major appliances in 
he space of nine months for J. B. 
ooper, appliance retailer of 
ainesville, Ga. 
Mr. Cooper, whose J. B. Cooper 
ales Company was franchised by 
wo leading appliance manufac- 
urers only a little more than a 
year ago, has astounded the 
outhern appliance retailing in- 
ustry with the tremendous suc- 
ess rung up in this short space 
f time. Actual figures show that 

ore than 17 carloads of major 
appliances have been sold through 
his small, unpretentious store, 
with by far the heaviest percent- 
age going to farmers in four coun- 
ties surrounding. 

Originally a farm boy, Mr. 
Cooper has had a lot of experi- 
ence in appliance retailing, having 
been on the sales staff of north- 
ern Georgia dealerships for the 
past several years. He opened his 
own store in Gainesville in early 
1949, and immediately went after 
the rural market rather than at- 
tempting to compete with long- 
established dealers in the more 


by James R. Bryant 


Three steps in 


Taking the washing machine right 

‘to the door is one of the unique 

calling cards that Cooper salesmen 

use. Selling the farmer on his 

doorstep is a necessary factor in 

rural operations, according to this 
Georgia dealer. 


metropolitan area. 

Through steady concentration 
in this field, good selling methods, 
and willingness to travel long dis- 
tances to service the farmers’ ap- 
pliances, he succeeded so well 
that a few months ago, he opened 
a second store in Dahlonega, an- 
other Georgia city, 25 miles away. 

Both stores are extremely mod- 
ern, with actively operating dis- 
plays, a model kitchen, and a va- 
riety of electrical housewares and 
accessory lines, calculated to ap- 
peal to the rural resident. Cooper 
carefully stayed away from over- 
glamorous display rooms on the 
theory that these tend to scare off 
the farmer rather than encourage 
him to come in. 

The fundamental secret of his 
$250,000 volume, says the Georgia 
dealer, comes entirely from treat- 
ing the farmer on a friendly, 
courteous level, and hitting him 
when the time is ripe—immedi- 
ately behind installation of REA 
lines. 

Thus, J. B. Cooper Sales Com- 


pany has an outside selling staff 
of 11 men, paid on a sliding com- 
mission scale, which rewards 
them with better commissions, ac- 
cording to the distance from the 
store where sales are made, and a 
worth-while drawing account, 
which permits them to amortize 
expenses in trips which may run 
up to as much as 200 miles. 

Each of the 11 men is strictly 
a “doorbell ringer,” and his pros- 
pects are developed in new batch- 
es every day, simply by following 
the installation crews who are 
rigging power poles and lines 
through this section of the state. 
At times, Cooper salesmen are 
only a mile or so behind the in- 
stallation crews as they progress 
across the Georgia farmlands, and 
it is nothing unusual for the sales- 
men to actually move along a day 
or so in advance. 


Selling Procedure 


In selling, Cooper believes in 
giving the farmer a break. In- 
stead of high-pressure selling and 
a lot of rush demonstration which 
is likely to confuse the farmer, his 
salesmen merely shake hands 
with the farmer, tell the latter 
frankly that they are after his ap- 
pliance business, and begin point- 
ing out that rural electrification 
will free the household of the 
scores of chores which have been 
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RURAL SELLING 


FOLLOWING REA INSTALLATION CREWS, 
CLEVER ADVERTISING, AND REAL SERVICE 
TO FARMER BUILD $250,000 RURAL VOLUME 


selling the farmer 


necessary in farm life from time 
immemorial. 

For benefit of the entire family, 
the salesman suggests home freez- 
ers, a new refrigerator, and to the 
housewife, a labor-saving automa- 
tic washer, electric range, pumps, 
water systems, etc. It usually re- 
quires two or three calls before a 
farmer is ready to talk business, 
Cooper has found, whereupon the 
salesman cheerfully drives out 
again, making callback after call- 
back, until the sale is completed. 

“We have found that it’s best 
to let the farmer take his time in 
making up his mind,’ Cooper 
said, “for, whenever any attempt 
is made to rush him, he is likely 
to become unfriendly. By mak- 
ing as many callbacks as are ne- 
cessary, and considering every 
farmer a prospect both before and 
after he’s sold, we have managed 
to install electrical living in more 
than 1,500 homes in our four- 
county area.” 

When the farmer-customer has 
signed on the dotted line, the 
Cooper organization makés quite 
a show out of the delivery. Each 
appliance is carefully padded, 
sealed up tight, and delivered in 
a clean, sparkling delivery truck. 
Before bringing the appliance out, 
the farmer is reached by mail or 
telephone, and’ invited to bring 
over a few friends or relatives to 


see it installed. Invariably, the 
rural resident, proud of the new 
equipment being installed, will do 
so, with the result that almost 
every installation has created new 
prospects. 

If the farmwife has trouble op- 
erating her appliances properly, 
she may telephone in at the Coop- 
er store’s expense at any time, 
and an experienced salesman- 
demonstrator will be sent out to 


“set her right.” While in the home 
on this callback, it is not unusual 
for a salesman to add an electrié 
water heater, sewing maching 
and electrical housewares to thé 
original purchase. ; 

By paying every man an excelé 
lent commission, and spending 
long hours in simplifying REA in¢ 
formation to make out their ters 
ritory lists, Cooper Sales Com# 

(Continued on page 109) 


Cooper’s use of his amazingly successful outside selling equipment — 
two pickup trucks — has created a tremendous record in central Georgia. 
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KEEP A FEW SALESMEN IN RESERVE 


When openings develop, part-time employees 


can be advanced to full-time representatives 


@ In oNE monTH of 1950, the 
sales of Duke Doyle — “Duke 
Doyle, Fine Appliances,” is the 
name, Dallas, Texas—showed an 
increase of 30 per cent over sales 
in the corresponding month in 
1949. 

Explaining that performance to 

marked degree, perhaps, is a 
ystem that selects and trains 
ew salesmen and, more specif- 
cally, part-time salesmen, who 
onstitute a reserve from which 
e sales staff can be filled when 
penings develop. 

Duke Doyle does not sell elec- 
ric appliances. He has a valua- 
le gas appliance franchise. 
‘evertheless, his successful ex- 

rience in an endeavor that 
lagues most sales organizations 

maintaining a strong sales force 
t all times—might be of value 

organizations selling electric 
ppliances at retail. 

For example, the Duke Doyle 

stem produced one part-time 

lesman, who works only at 

ight, but who has sold more 

nits than any of the new men 
whom the Doyle system added to 
the regular sales staff. 

Additional part-time salesmen 

are employed only once a year. 
Early in the year, Doyle inserts 
a newspaper advertisement simi- 
lar to the one reproduced here. 
The advertisement is repeated 
several times, and although it 
deals with both wholesale sales 
and store manager prospects, its 
production with respect only to 
part-time salesmen will be treat- 
ed in detail here. 


In 1950, the advertisement pro- 


90 


by Baron Creager 


duced a great volume of calls 
from young men of above the av- 
erage type, and from the appli- 
cants 50 men were selected. 

; These 50 men were then re- 
quired to attend a training school, 
which ran for five consecutive 
evenings. The prospect of trainees 
becoming members of the organ- 
ization on any basis whatsoever 
was not discussed with any of 
them until they all completed the 
school. Doyle wanted the oppor- 
tunity to look them over and get 
better acquainted, and have them 
become acquainted with his lines. 
Of the 50 who went through the 
school, 16 remained with the or- 
ganization in some capacity, hav- 
ing been selected by Doyle, or 
having convinced him of their 
possibilities. 

“Yes,” said Doyle, “we came 
out of this school with 16 men. 
I think we got the right men. 
You never know until later 
whether you picked the right 
ones or not. Anyhow, I got the 
ones I wanted and could get, ex- 
cept for two or three.” 

Eight of these selectees are 
part-time salesmen, but they had 
a somewhat rigorous baptism. 
They were required to complete 
two major appliance deals in 
their first week and eight major 

(Continued on page 110) 


A system of hiring part-time sales- 
men is used once a year by Duke 
Doyle, Dallas, Texas. Early in the 


year he inserts a newspaper ad 

similar to this one, which is run 

several times, and produces a 
great volume of calls. 
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Specialty dealers’ future will depend on manufacturers’ decisions 


What's ahead 
for the 
specialty dealer? 


by Carlton Wicker 
Wicker Electric Company 


Rome, Georgia 


@ A NUMBER OF questions occur 
to the independent specialty ap- 
pliance dealer as wartime restric- 
tions begin to affect his business. 
The answers to some of these 
questions lie with the manufac- 
turers and with the degree of co- 
operation which will exist be- 
tween manufacturers and dealers. 

Granting that since World War 
II. many successful merchandis- 
ing methods have been worked 
out by dealers and manufacturers 
together, there still remain some 
questions that many dealers 
would like to see answered 
through more positive action on 
the part of manufacturers. 

For instance, how are manufac- 
turers going to award franchises 
in the future? A weeding-out 
process seems inevitable, but 
what type of dealer does the 
manufacturer want to retain? 

This is of vital importance to 
an independent specialty dealer. 
When appliances are distributed 
haphazardly to filling stations, 
grocery stores, and drug stores, 


there exists a threat to the inde- 
pendent electrical dealer. Those 
who sell appliances simply to pick 
up a few extra dollars, but with- 
out thought as to service or their 
own reputations, oftentimes harm 
not only the independent dealers 
but the manufacturers and the in- 
dustry. 

A woman bought a well-known, 
highly advertised automatic wash- 
er from a company that took on 
appliances as a sideline. In a 
short time she called upon the 
seller to make a small repair, but 
the seller was unable to do any- 
thing as he knew little about his 
product. The woman regretted 
ever buying the washer and 
blamed not so much the dealer 
but the manufacturer and auto- 
matic electrical appliances in gen- 
eral. 

It would seem that manufactur- 
ers would find it to their best in- 
terest as well as those of the in- 
dustry to franchise only those 
merchants who know appliances 
and how to service them. Such 
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FRANCHISING 


dealers will stand behind their 
products along with the manufac- 
turers. 


I would not say that appliances 
should not be sold by hardware 
stores, furniture stores, or de- 
partment stores, although they 
give stiff competition to the ap- 
pliance specialists. Many of these 
establishments strive to maintain 
a reputation for fair dealing and 
many have excellent service de- 
partments or arrange with an out- 
side agency for adequate service. 
Such organizations are a credit to 
the industry. 

Glancing into other fields, we 
find that automobile manufactur- 
ers do not pass out franchisés 
loosely, nor do jewelry makefs. 
I have a friend in the clothing 
business who told me it was his 
hope to receive a franchise ona 
certain type of dresses, but that 
he might have to wait a year f 
get it. 


What About Discounts? 


Attractive discounts are fre- 
quently offered to buyers by com- 
panies which sell appliances asia 
sideline. Not being in the appli- 
ance business, they are willing fo 
sacrifice profit when they want 
to “unload” their electrical goods. 
What may appear to be a boon to 
the buyer in the way of prite 
may result in woe if something 
goes wrong with the machinery. 
The manufacturer may be far 
away—the purchaser may not 
know where to look for repair— 
the seller may simply shrug his 
shoulders—and the industry may 
lose a potential booster. 

What are manufacturers going 
to do about discounts? Are they 
going to enforce use of list prices 
or ignore the price question? This 
is of grave concern to independ- 
ent dealers because discounts, 
carried to extremes, can put us 
all out of business. 

(Continued on page 114) 





Six principles comprising the residential sales program maintain 


How to make a dealer-utility co-operative 


by Frank Contois 
Sales Manager, 
Gulf States Utilities Company, 
Baton Rouge, La. 





This address was presented before 
Residential and Rural Sales Com- 
ttee, General Sales Conference, 
theastern Electric Exchange, At- 
lanta Biltmore Hotel, Atlanta, Ga. 


@ IN view oF important changes 
in the merchandising picture and 
drawing from our many years of 
experience in active appliance 
selling before the war, we have 
established a residential sales pro- 
gram involving some direct sell- 
ing on our part but also involv- 
ing a sincere co-operation with 
dealers, distributors, and manu- 
facturers, keeping in mind that 
always the traditional reason for 
any utility’s direct selling is to 
build additional load for their sys- 
tem. We have conscientiously 
tried to carry out the following 
program: 

1. Place our own selling efforts 
on those appliances which need 
utility pioneering and those not 
having adequate customer accept- 
ance. 

2. Provide equal opportunity 
for dealers to sell any make of 
appliances which we handle. 

3. Employ sales practices on a 
basis of fair and open competition, 
considering the interests of our 
customers as well as the success 
of dealers, distributors, and manu- 
facturers serving our territory. 

4. Plan all sales activities with 
the full knowledge and support of 
all participants in the appliance 
selling industry. 

5. Devote all of our advertising 
to a utilization theme. 

6. Insist on adequate appliance 
service on the part of dealers, dis- 
tributors, and manufacturers. 

Principle No. 1—In carrying out 
the first principle, we confine our 


direct selling to electric ranges, 
water heaters, one-model (two- 
temperature) refrigerators, a lim- 
ited but complete line of electrical 
housewares, certified portable 
lamps, and lamp bulbs. This di- 
rect selling policy omits the con- 
ventional models of refrigerators, 
home freezers, laundry equip- 
ment, vacuum cleaners, electric 
sinks, kitchen cabinets, and ra- 
dios. 

We sell to our employees any 
domestic electrical appliances, 
with the exception of radios, 
which can be secured from job- 
bers serving our territory, ap- 
proving only those of good quality 
and for which repair parts are 
available. Of course, in the case 
of those brands of appliances han- 
dled by us, the employee’s selec- 
tion is restricted to these. 


Merits of Policy 


This merchandising policy has 
met with approval by dealers and 
distributors since it leaves appli- 
ances with the highest sales 
volume to them, our sales being 
restricted to those major appli- 
ances which have not attained 
popular acceptance. This plan 
does, however, keep us in the 
merchandising business on a basis 
which will enable us to sell, parti- 
cularly in the smaller communi- 
ties where there may not be ade- 
quate dealer coverage. 

Principle No. 2—In providing 
equal opportunity for dealers, we 
accept no exclusive franchises for 
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an harmonious relationship 


plan work 


any of the appliances which we 
sell, insisting that the distributor 
or manufacturer establish other 
outlets for his particular brand or 
brands of appliances in all of the 
towns where we have an office. 

Principle No. 3—Our sales prac- 
tices and policies are such that 
we take no unfair advantage of 
dealers. The pricing of our ap- 
pliances is in line with establish- 
ed retail practice or is the sug- 
gested list price of the manufac- 
turer. We allow no trade-ins on 
major appliances except on ranges 
and water heaters during special 
campaigns, and then only on a 
basis which is fair to the dealer 
and known in advance by him. 
Our terms are in line with local 
dealers, tending toward a conser- 
vative rather than the liberal 
policy which some few dealers in 
a community might employ. Car- 
rying charges likewise are in line 
with dealers. 

Principle No. 4—All special 
campaigns and promotions are 
planned with the complete knowl- 
edge and co-operation of dealers, 
distributors, and manufacturers. 
Prior to all major drives, we call 
in representatives of distributors 
and manufacturers, and work out 
with them an acceptable program, 
thus obtaining their active sup- 
port. 

We hold an annual spring cam- 
paign on ranges, water heaters, 
home freezers, and room air con- 
ditioners, and hold a_ kick-off 
meeting to which we invite the 


June, July, August Campaign, 1949 


Total range sales by dealers 
Total range sales by company 


Per cent of ranges sold by dealers 


Total water heater sales by dealers 
Total water heater sales by company 


Per cent of water heaters sold by dealers 


Entire Year, 1949 


range sales by dealers 
range sales by company 


water heater sales by dealers 
water heater sales by company 


Total 


April, May, June Campaign, 1950 


Total range sales by dealers 
Total range sales by company 


Per cent of ranges sold by dealers 


Total water heater sales by dealers 
Total water heater sales by company 


Per cent of water heaters sold by dealers 





Concrete results of the dealer co-operative program of the Gulf 
States Utilities Company are illustrated in the tabulation showing 
sales made during their 1949 and 1950 special campaigns. 


distributors and manufacturers, 
dealers, their wives, and sales 
personnel. These are dinner meet- 
ings at which we outline the de- 
tails of the campaign and work 
up enthusiasm for it. 


Regional Meetings 


Five such regional meetings are 
held throughout our company 
each year, one in each operating 
division. We make the program 
entertaining, informative, and fast 
moving. We get almost 100 per 
cent attendance of dealers, their 
wives, and sales people at every 
meeting. This program alone has 
been of inestimable value in 
building good will with dealers. 
The meetings are valuable to the 
dealers in that they stimulate in- 
terest and enthusiasm. Further- 
more, they bring the entire trade 
together in a common objective, 
thus helping to produce more ap- 
pliance sales in the territory 
which we serve. 

Principle No. 5—Our advertis- 
ing covers all commonly used me- 
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dia such as newspaper, outdoor, 
radio, direct mail, etc. In it We 
present the many advantages and 
benefits to be secured from elet- 
trical equipment; brand na 
and prices are not mentioned. 
no time do we advertise that We 
sell any appliances. During special 
campaigns we prepare newspaper 
and radio spots in advance, notify- 
ing dealers and distributors as to 
its schedule so they may arrange 
to tie in with their particular 
product advertising. The type of 
newspaper advertising we em- 
ploy, incidentally, costs more 
money than product advertising, 
but we have found it to be far 
more desirable to dealers. 

Principle No. 6—In all our con- 
tacts with dealers, distributors, 
and manufacturers, we emphasize 
the importance of service to the 
customer and insist that it be done 
by them if they are to receive cus- 
tomer acceptance and our active 
support. 

For the present, because they 

(Continued on page 111) 
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[ SALES PROMOTION 


| 


Dinner at 


eight -- 


a promotion geared for future sales 


(Above) Left, Frederick A. Sch- 
wartz, sales promotion manager of 
Frankel’s, and right, Harold L. 
Frankel, president of the company. 


(Right) A five-minute explanation 
on features of three different- 
priced electric ranges by a power 
company home economist com- 
prised the first part of the co- 
operative manufacturer’s portion 
of the program. 


| 
@ In A PLANNED effort to return 
to a reasonable means of building 
up a future sales potential, Fran- 
kel’s Department Store, Hunting- 
ton, W. Va., recently attempted a 
direct appeal to a group where 
specialized selling was a neces- 
sity. The success of the promo- 
tion was not realized immediately, 
but subsequent sales more than 
warranted the conclusion that 
speed selling was not entirely the 
sole method of securing ultimate 
sales on a given item. 

The history of retailing is stud- 
ded with thousands of methods 
utilized to make for a successful 
promotion. An important factor 
in the success of any promotion 
has been the securing of large 
amounts of traffic into the retail 
establishments, and, of course, the 
almost immediate realization of 
high sales volume. 

The retailer of today has gear- 
ed his organization in such a man- 
ner of speed that anything but 
almost immediate results during 


the course of a promotion is con- 
sidered negative. The general 
thought today is to sell the in- 
dividual, through various meth- 
ods, when you have finally per- 
suaded him to come into your 
store. There is little regard for 
the potential sale, the prospect, 
the customer of tomorrow. 

A promotion geared for future 
sales results is something of the 
past, something, although not 
frowned upon, definitely not uti- 
lized in today’s selling. 

The item used in Frankel’s pro- 
motion was the dishwasher, an 
appliance that has small satura- 
tion because of various factors. 
Primarily, it can be termed an 
appliance that is not regarded as 
a necessity, having limited appeal 
to a higher-bracket income group; 
and secondly, the installation of 
the dishwasher would further 
limit its appeal to home owners 
only. 

In order to aim the promotion 
at this group, Frankel’s used the 
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Speed selling is not the only method 


of securing sales on a given appliance 


Women’s Club of Huntington, a 
fairly exclusive organization, as 
a testing ground. Its membership 
of 150 was in the above-average 
income bracket, and the home 
ownership ratio was extremely 
high. Because of the assumed 
high intellect of the club member- 
ship, it was felt that the promo- 
tion would have to consist of a 
presentation with virtually little 
or no direct commercial aspect. 
The details of the presentation are 
as follows: 

Negotiations were made with 
the club officers for permission to 
arrange for a banquet to be given 
on a Saturday evening in the club 
ballroom for the club members 
and their husbands, under the au- 
spices of Frankel’s and a manu- 
facturer. The club mailing list 
was obtained, and formal invita- 
tions with reply cards were sent 
to 150 members. Subsequently, 84 
replies were received, so an at- 
tendance of approximately 170 
persons was expected. 


Program Details 


Meanwhile, anticipating an at- 
tendance of approximately 150 
persons, Frankel’s proceeded with 
plans for food, the program, and 
entertainment. Realizing that the 
cost of a dinner for 150 or more 
persons would be prohibitive, they 
contacted the Kroger company, 
a national grocery chain, and they 
agreed to donate all the food for 
the privilege of securing some 
time to publicize their TendeRay 
beef on the program. Folders 
were printed, containing the din- 
ner menu consisting of fruit cock- 
tail, chef salad, TendeRay prime 
ribs of beef, baked Idaho potatoes, 
peas and carrots, freshly baked 
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The dinner menu folders contained, on the in<- 
side, each course that was served and a list of 


apple pie with cheese, and coffee. 
Because they also wanted to fea- 
ture a certain electric range on 
the program, all the food was pre- 
pared on the co-operative manu- 
facturer’s commercial electric 
ovens, and supervised by the local 
power company representative. 

With the food problem solved, 
they proceeded on the formation 
of the program. The dinner was 
scheduled from 8-9 p.m., with the 
program following. Kroger was 
given 20 minutes to show a color 
film on beef—its origin, method 
of cutting, and finally its prepara- 
tion. 

This was followed by the manu- 
facturer’s portion of the program. 
The stage was first set with three 
different-priced electric ranges. A 
five-minute dissertation on the 
features and values of each range 
was given by another home eco- 
nomist from the power company. 
The highlight was taking a com- 
plete meal for eight out of the 
lowest-priced range, proving that 
even the least expensive of the 
ranges can give maximum per- 
formance. No mention was made 
of price or where the ranges were 
obtainable. 

This was followed by the dish- 
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activities for the evening. 


washer portion of the program. 
A sketch written and participated 
in by Lee DeAngelo, the mant- 
facturer’s dishwasher national 
sales promotion manager, prov 
the highlight of the evening. The 
sketch depicted average home 
owners before and after th 
dishwasher purchase, with hilarj 
ous undertones that provoked ex- 
tensive laughter. This was folk 
lowed by a short two-minute tz 
on the features of the dishwashef, 


Non-Commercial Finale 


The finale to the program com- 
sisted of a two-minute curtain 
talk thanking the audience for at- 
tending, and reminding them of 
awards to be made an hour later 
—1ll p.m—and an introduction 
of Frankel’s sales personnel. The 
purpose of the hour wait was to 
allow time for Frankel personnel 
to station themselves around vari- 
ous live-action displays in the 
ballroom so that inquiries from 
prospective purchasers could be 
answered. 

During the dinner, a five-piece 
colored orchestra played, and 
during the program musical inter- 
ludes were used to accent the 

(Continued on page 111) 
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Here’s how to profit from 


@ Water Pecut—Walt’s Appli- 
ance Repair — Muskogee, Okla., 
single-handedly netted almost $7,- 
000 for the year 1950 on labor 
alone. This was exclusive of his 
net profit from the sale of parts, 
materials, and electrical house- 
wares. 

“When I opened my shop four 
years ago,” said Walt, “I started 
from scratch. On looking back, I 
can recall that many times during 
my first year I came to the con- 
clusion that I was getting too 
many small, insignificant jobs that 
I could not make a charge for— 
replacing a small screw that had 
become lost, or making some mi- 
nor adjustment. But I realize 
now that that was the foundation 
upon which my operation was 
built.” 


(Above) Walter Pecht, of Muskogee, 
Okla., claims there is money to be 
‘made in small repair jobs, but that ane 





you must be equipped to handle bail we a 
them. Labor-saving tools are a ne- eT 3 
cessity, he has discovered. This 
scene at his work bench shows a 
panel complete with test instruments 
and tools most frequently used. 


(Right) The lathe used in repairs 
is surrounded by a drill press at 
right and cabinets and shelves used 
for parts. Note the cabinet in the 
foreground that has a work-table 
top holding fans he is currently 
repairing. 
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small repair jobs 


The worst thing that can be done is to turn a 


customer away without doing anything for him 


Those customers returned with 
major work, and are continuing 
to do so. 

“Not only that,” said Walt, 
“they go out of their way to buy 
their housewares from me. And 
they recommend me to their 
friends who also become my regu- 
lar customers.” 

The electrical shop that dis- 
misses small repair jobs on the as- 
sumption that there is no profit 
in them loses in two ways. 

First, there is money to be 
made in this type work. 

“But you have to be equipped 
to handle it,” said Walt. “You 
have to have a good supply of 
parts on hand, and you have to 
have labor-saving tools with 
which to work.” 

A customer comes in to Walt’s 
with a fan. It needs a new bear- 
ing. The bearings for that model 
may no longer be available from 
the manufacturer. Walt can, and 
will, make one on his lathe. Can 
a charge be made accordingly? 


Long-Range Results 


“Not always,” Walt admitted. 
Then he made this stipulation: 
“Not on this one job. But that 
customer is going to come back 
with other work.” 

Why? When a customer brings 
in a fan, and perhaps that is a 
model that has been discontinued, 
he doesn’t want to be told it 


would be cheaper to buy a new 
fan than to have the old one re- 
paired. This doesn’t make sense 
to the customer. Hence, such a 
crude remark is offensive. If he 
wanted a new fan, he would nev- 
er have taken the trouble to bring 
in the old one to be fixed. 

It is an established fact that few 
customers accept such remarks at 
face value. Seldom do these re- 
marks provoke a sale. The cus- 
tomer, with an excuse, leaves the 
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by C. Thomas 


shop—and goes to another. Some- 
one will fix that fan. The shop 
that turned the job away over- 
looked protecting what they al- 
ready had, and a competitor bene- 
fited. The American public will 
not be bullied. 

“IT won’t lose any money om 
turning out such jobs,” said Walt 

(Continued on page 115) 
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A customer with an old oil lamp is 
having Walt convert it into an > 
electric lamp. Walt is showing her 
the parts that will be used. He7 
is holding a “blank shade” the 
customer can have painted to match 
the base if she wishes. An artist,” 
not Walt, paints the lamp shades. 
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PUBLIC RELATIONS 


why a 


PROSPECTS’ MEETING ROOM 
pays oll 


WHEN THE telephone jangles 





ese days at Ackermann Refrig- 
ration, Inc., 8901 Oak St., New 
rleans, it is as likely as not to 

someone with a question like 


This Green Room of 
When can my Whoozis 
lub use it? What do you charge 

r it? Do you serve the dinner?” 

To which Charles Wall, Jr., 

ho usually answers the Acker- 

ann telephone calls usually an- 
ers, “Yes, you can have the 
reen Room. When does the club 
ant it? We don’t serve food, but 

e make the room and the lights 
and all the facilities available 
absolutely free, and we can sug- 
gest a number of restaurants in 
this area that will prepare a fine 
spread for you at reasonable 
prices. Now let’s see. About the 
ene. .2c-.°”" 

The Green Room was built by 
John C. Ackermann, president of 
Ackermann Refrigeration — New 
Orleans’ pioneer dealer in restau- 
rant refrigeration equipment long 
ago when refrigeration appliances 
were first designed for restaurant 
use—about four years ago, in 
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by David Markstein 


early 1947. Its purpose was to 
serve as a meeting place for civic 
clubs, groups of all kinds, any- 
body who wanted to use it. 

Two questions were in Mr. 
Ackermann’s mind when he built 
it. One was, “Will it bring enough 
buying traffic to pay its way and 


show a profit?” The other ques- 
tion was, “Since I’m doing this 
to sell restaurant owners, will 
they resent it and will the whole 
deal result in building up ill will 
instead of good will?” 

So far, the answer to question 
number one has been a hearty 
“ves,” and to question number 
two, a resounding “no.” 

The entrance to the Green 
Room—winding up a full flight of 
stairs to the second floor level 
directly above the Ackermann 
show room—leads directly off the 
display floor. To reach it, people 
have to go through and past the 
floor displays showing restaurant 
refrigeration equipment. 

Most groups who use the Green 


The sales floor of Ackermann Refrigeration, Inc., New Orleans, is down- 
stairs, and the Green Room — the store’s meeting room available for 
prospects’ use — is upstairs. 
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Room are business and civic or- 
ganizations composed of business 
men—prospects all, many of them 
restaurant owners. 

“I'd say that in the years since 
Mr. Ackermann opened the Green 
Room, it has proved a profitable 
business builder as well as a good 
will instrument of inestimable 
value,” says office manager Char- 
les Wall. Proof of the tremendous 
popularity of the room as a meet- 
ing place is the fact that Mr. Wall 
has to keep records on appoint- 
ments. 

“We constantly get calls for the 
Green Room,” he says. “On the 
average, it’s used about 14 nights 
a month, sometimes more, seldom 
less. Most outfits meet at night, 
but we’re as willing to lend it out 
during daytime hours as after 
nightfall.” 

Many organizations have re- 
served regular meeting times in 
the appointment book which 
Charles Wall maintains. Some 
take the room for the second 
Tuesday of every month, or the 
third and first Monday nights. 


Regular Patrons 


Among regular “patrons” of the 
Green Room are the Carrollton 
Lions Club, a Veterans of Foreign 
Wars post, the Carrollton Amer- 
ican Legion and Amvets organiza- 
tions, Carrollton Business Men’s 
Association, and the Mardi Gras 
parading Krewe of Carrollton. 

Mr. Ackermann, a civic leader, 
belongs to many of these organi- 
zations, notably the Carrollton 
Lions Club. (Carrollton, for the 
record, is the uptown end of New 
Orleans in which Ackermann Re- 
frigeration, Inc., is located. It was 
once a town in its own right be- 

(Continued on page 113) 





(Top) The Green Room is so popular that office 
manager Charles Wall maintains an appointment 
book. The room is used an average of 14 nights 
a month. 


(Center) Ackermann provides refrigeration space, 
storage for glassware and plates. 


(Left) Atop the main Ackermann Refrigeration, 
Inc., selling space, the Green Room is reached 
by going through the floor displays. It offers 
pl t surr dings, privacy, furniture, and 
all the fixings — free. 
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Merchandising Campaign 
Features Housewares 


@ ELEcTRIC HOUSEWARES distri- 
butors and dealers visiting the 
January Housewares Show in 
Chicago recently witnessed the 
opening phase of a full-scale mer- 
chandising and promotional cam- 
paign, designed to help them cap- 
ture a larger share of the profit- 
able year-round gift market. This 
campaign, which is sponsored by 
the Electric Housewares Section, 
National Electrical Manufacturers 
Association, has as its theme: 
“Give Electric Housewares—First 
Choice for Every Gift Occasion.” 
The new goal is a billion-dollar 
share of the multi-billion dollar 
gift market. It is believed that this 
an best be accomplished by sti- 
ulating consumer acceptance to- 
ard a more widespread purchase 

f electric housewares items as 
ear-round gifts — with special 


rice Controls 
ow in Effect 


THE LONG AWAITED price con- 
ol order was issued January 
by the Economic Stabiliza- 
on Agency. The regulation be- 
me effective immediately and 
ill have far reaching effects on 
usiness operations. 
The order is lengthy, and some 
rts will require careful study 
d, perhaps, further interpreta- 
on by the agency. Briefly, the 
ost important points of the price 
ntrol order are as follows: 
The regulation establishes ceil- 
ing prices for all commodities and 
services (except those specifically 
exempt) upon#the basis of prices 
in effect during the period from 
Dec. 19, 1950, to Jan. 25, 1951, 
inclusive. 
After the effective date of the 
_order, no one shall sell or buy in 
the regular course of business or 
trade any commodity or service at 
a price exceeding the ceiling price 
established by the regulation, re- 
gardless of any contract or other 
obligation. 
The ceiling price for sale of a 
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emphasis on such natural promo- 
tional opportunities as Mother’s 
Day, Father’s Day, weddings, an- 
niversaries, and birthdays. 

Retailers enthusiastically fore- 
see through the campaign such 
benefits to them as: increased 
continuous and new consumer 
traffic for electric housewares de- 
partments; higher ticket volume, 
for gift buyers are not price buy- 
ers; the gift theme permits conti- 

ing promotion for basic electric 
housewares stocks; use of gift cer- 
tificates will help clinch many 
extra sales and create double traf- 
fic; electric housewares as all- 
occasion gifts can make them a 
major contributor to over-all vol- 
ume. 

Merchandising helps in the way 
of gift certificates, window dis- 
play contests, permanent display 
ideas, and gift packing hints will 
be available to dealers, backed up 
by national advertising. 


commodity or service is the high- 
est price at which you delivered 
it during the base period to a pur- 
chaser of the same class. If no 
actual delivery of the commodity 
or service was made during the 
base period, the ceiling price is 
the highest price at which you of- 
fered it for base period delivery 


to a purchaser of the same class. 

The order contains lengthy 
rules whereby sellers can deter- 
mine their ceilings on articles 
they did not deal in during the 
base period. Generally, the rules 
call for the same _ percentage 
markup the seller applied to a 
comparative article. 

There are a number of exemp- 
tions included in the regulation. 
Among these are prices or rentals 
for real property; rates or fees 
charged for professional services; 
and sales of used personal or 
household effects by a private 
owner. 

Particularly important to elec- 
trical contractors and retail deal- 
ers is the section of the order 
dealing with the records that 
must be preserved and the addi- 
tional records that must be pre- 
pared specifically for use in con- 
nection with price control regula- 
tions. 

These records can be divided 
into two important classifications: 
the base period records and cur- 
rent records. 

Base Period Records. You must 
preserve and keep available for 
examination by the director of 
price stabilization records show- 
ing the prices charged by you for 
the commodities or services which 
you delivered or offered for de- 
livery during the base period, and 
also sufficient records to establish 
the latest net cost incurred by you 
prior to the end of the base period 
in purchasing the commodities if 
you are a wholesaler or retailer. 

In addition, on or before March 
1, 1951, you must prepare and 
preserve a statement showing the 
categories in which you made de- 


SALES WINNERS RECEIVE AWARDS — Honored recently at a luncheon 
in the Baker Hotel, Dallas, for their outstanding performances in an 
“Eyes-on-Crosley” national sales promotion contest, four Crosley district 
managers received their award checks. From left to right are W. A. “Bill” 
Reasoner, regional manager of Crosley Division, AVCO, making the pre- 
sentation of the first prize $500 regional award to M. H. Lehman, United 
Appliance Co., Fort Worth; V. R. Lindemann, general manager, United 
Appliance Co.; winners Pat Coughlin, Bill Elkins, and Hal Ray, of Lone 
Star Wholesalers, Dallas; and J. J. Shea, president of Lone Star Wholesalers. 
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liveries and offers for delivery 
during the base period. If you 
sold services, you must prepare 
and preserve a statement listing 
the services which you delivered 
or offered to deliver during the 
base period. 

On or before March 1, 1951, 
you must prepare and preserve a 
ceiling price list, showing the 
commodities in each category 
(listing each model, type, style 
and kind) delivered by you or 
offered for delivery by you dur- 
ing the base period. The ceiling 
price list may refer to an attached 
price list or catalog. Retailers 
may satisfy this requirement by 
recording on purchase invoices, 
including every model, type, style 
and kind, delivered or offered for 
delivery by you during the base 
period, the price at which you 
sold or offered the commodities 
for delivery during the base 
period. 

In addition to these records, 
you must prepare and preserve a 
statement of customary price dif- 
ferentials for terms and conditions 
of sale and classes of purchasers 
which you had in effect during 
the base period. 

Current Records. You must 
prepare and keep available for 
examination by the director of 
price stabilization for a period of 
two years, records of the kind 
which you customarily keep 
showing the prices which you 
charge for the commodities or 
services. In addition, you must 
prepare and preserve records in- 
dicating clearly the basis upon 
which you have determined the 
ceiling for any commodities or 
services not delivered by you nor 
offered for delivery during the 
base period. 

If you are a retailer, you are 
required to preserve your pur- 
chase invoices and to record 
thereon both your initial selling 
price and the section of this regu- 
lation under which you have de- 
termined your ceiling price. 

Any seller who has customarily 
given a purchaser a sales slip, re- 
ceipt, or similar evidence of pur- 
chase shall continue to do so. Up- 
on request from a purchaser any 
seller, regardless of previous cus- 
tom, shall give the purchaser a 
receipt showing the date, name 
and address of seller, the name 
of each commodity or service 
sold, and the price received for it. 

The price control regulation in- 
cludes provision for penalties for 
violations. These include crimi- 


nal penalties, civil enforcement 
actions, and suits for treble dam- 
ages as provided for by the De- 
fense Production Act of 1950. 


Kalamazoo Announces 
Anniversary Contests 


@ THREE GIANT Dream Kitchen 
Contests will spearhead the Gol- 
den Jubilee celebration of Kala- 
mazoo Stove and Furnace Co., 
with formal announcement to 
nearly 40,000,000 Americans 
scheduled for the March issues of 
some of the nation’s leading ma- 
gazines. 

During the contest periods, the 


company is offering—free—com- 


plete Kalamazoo dream kitchens 
as the grand prizes. All the con- 
testants need to do is finish this 
sentence in 25 words or less: “A 
Kalamazoo kitchen is really a 
dream kitchen because .... ” 

It was explained that the com- 
pany, in celebrating its 50th anni- 
versary, wants to deliver these 
appliances to women who appreci- 
ate their work-saving features, 
streamlined beauty, and budget- 
balancing economy. Winning en- 
tries will be based on sincerity 
and appropriateness, with the 
brief rules emphasizing the fair- 
ness and simplicity of the con- 
tests. 

The first national Dream Kit- 
chen Contest runs through March, 
the second through April, and the 
third through May 25. The three 


grand prize winners each will re- 


ceive a Kalamazoo dream kitchen 
consisting of deluxe electric range 
or gas range, big 9-cubic-foot elec- 
tric refrigerator, 40-gallon capa- 
city table-top hot water heater, 
semi-automatic washing machine, 
and a warm-air-conditioner fur- 
nace that can burn oil or gas and 
heats an eight-room house. 

The next 10 lucky winners will 
receive their choice of a deluxe 
gas or electric range. In all, there 
will be 11 winners each month for 
three months. 

Every contestant will receive 
free the famous “Around-the- 
World” recipe book just for en- 
tering. According to the com- 
pany, this book contains over 200 
fascinating dishes from 24 foreign 
lands including France, Italy, 
Mexico, Scandinavia, Germany, 
ete. The book is sturdily and col- 
orfully bound and printed, and 
promises to be a welcome addition 
to any woman’s kitchen library. 

Contestants are being strongly 
urged to enter the _ contests 
through local dealers and receive 
their books immediately. This will 
encourage heavy store traffic 
build good will, and increase saleg 
where it counts most—at the local 
level. 

The grand prize for dealers con¢ 
sists of 15 wonderful gifts that thé 
company calls “a giant jackpot of 
things every man has always 
wanted but seldom would buy for 
himself.” Some of these are: am 
RCA - Victor 19-inch television 
console, regularly retailing at 
$475; a Remington 12-gauge shot- 


Left to right, Frank M. Holliday, regional manager, Kalamazoo Stove and 
Furnace Co., and Robert E. Mercer, sales manager of Kalamazoo inspect 
some of the promotion material contained in the special merchandising 
kit furnished to dealers to promote the company’s “Dream Kitchen” con- 
tests. In the kits are jumbo-size Golden Jubilee medallions and banners 
for store decoration; full-color national ad reprints (entry blanks) for 
hand-out and mailing; medallions for product decoration; stickers for 
correspondence; and prepared radio and television spot commercials. 
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gun; an Eastman 8-mm. movie 
camera; an Eastman 8-mm. home 
movie projector; a complete set 
of matched and registered Sammy 
Snead golf clubs (eight irons, four 
woods), by Wilson—and so on 
down the list of 15 prizes. 

The second prize-winning deal- 
er will receive the RCA-Victor 
19-inch T-V set; the third prize 
is the Remington shotgun; and 
the fourth, the Eastman movie 
camera, etc. 


Pay-at-Home TV 


Systems on Trial 


@ IN RESPONSE to requests for 
comment, Commander E. F. Mc- 
Donald, Jr., president of Zenith 
Radio Corporation, said recently 
that he was glad to hear that tel- 
evision station WOR-TV is sched- 
uling experimental tests of the 
Skiatron system of pay-as-you- 
see television. He added that he 
opes these tests will prove the 
OR system to be technically 
easible. 
“Whether it be Phonevision, the 
kiatron system, or some other 
ethod yet to be announced,” 
cDonald stated, “television must 
ave a home box office so that 
ome viewers can be charged a 
ee for top-flight movies, Broad- 
ay productions, championship 
ights, and other costly entertain- 
ent. Without a provision for 
ome payment, all television pro- 
ramming will be limited to what 
dvertising sponsors can afford 
pay. With a home box office, 
elevision can continue to present 
uch national events as the World 
eries, which are rapidly being 
riced beyond the advertisers’ 
each.” 
“We have, over the years, 
eveloped several different 
honevision systems,” he said, 
‘including methods that do not 
require the use of the telephone 
wires to carry the decoding signal 
during the broadcast. None of 
our systems, however, require the 
delivery to the home of cards or 
other devices for decoding the 
scrambled picture. While we have 
field-tested our various systems, 
the method we are demonstrating 
this fall is the one which, in our 
opinion, best solves the economic 
problem of providing a home box 
office with a reasonably close 
check on the size of the audience 
for each and every event.” 
McDonald then stated that the 
90-day limited commercial test of 
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Phonevision conducted by Zenith 
is purely economic. He said that 
technical problems of Phonevision 
have long since been solved, and 
that this test will reveal public re- 
action. 

McDonald said he hoped that 
Skiatron would be able to con- 
duct in New York a limited com- 
mercial test similar to that sched- 
uled by Zenith in Chicago. 

“The final decision on pay-as- 
you-see television will be made 
by the Federal Communications 
Commission,” McDonald asserted. 
“If they find that the principle of 
pay-at-home television is in the 
public interest, they will then 
make the final determination of 
what system shall be used.” 


Southern Dealers 


See 1951 Lines 


ATLANTA — 


@ THE Peaslee-Gaulbert Corpo- 
ration recently unveiled what was 
described as the most extensive 
television and radio line ever in- 
troduced by Admiral Corp. 
Peaslee - Gaulbert held the 
showing for some 400 Admiral 
dealers of Georgia. The presen- 


tation was held at the Biltmore 
Hotel. 

Collier W. Helms, vice-presi- 
dent of the Atlanta distributing 
firm, said the “class of ’51” series 
of Admirals includes 35 TV mod- 
els and 12 radios, with prices 
ranging from $19.95 to $915. 


@ “BE PREPARED—not scared—in 
1951” was the theme of meeting 
in Atlanta recently when General 
Electric’s 1951 line of kitchen and 
laundry appliances was preview- 
ed for General Electric dealers 
from throughout Georgia. 

The one-day meeting, held at 
the Municipal Auditorium, was 
conducted by G. E. factory rep- 
resentatives, headed by District 
Manager H. A. Warren, who was 
assisted by personnel from W. D. 
Alexander Company, state distri- 
butors of General Electric appli- 
ances. 

Retailers were shown every- 
thing from a range with a small 
built-in heater to keep salt dry 
to an automatic foot-controlled 
ironer that makes ironing a “no- 
hands” operation, according to J. 
R. Hollingsworth, sales manager 
of Alexander. 

Among other new appliances 
displayed were three refrigerators 
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with extra-large freezing com- 
partments across the top of the 
cabinets. Also shown were an 
economy-model automatic wash- 
er, an undercounter automatic 
dishwasher which opens from the 
top, and an economy-model push- 
button range. 


DALLAS — 


@ Nasu - Ketvrinator Corpora- 
tion’s 1951 lines of refrigerators, 
electric ranges, and home freezers 
were introduced to 800 dealers 
and salesmen at a series of meet- 
ings in Dallas, L. E. Walters, Tex- 
as and Oklahoma zone manager, 
announced recently. 

Mr. Walters said that the 1951 
Kelvinator refrigerators feature 
the cold-clear-to-the-floor design 
pioneered by Kelvinator. The 
home freezers have special fast- 
freezing compartments. Electric 
ranges have faster heat-up speed 
for both surface and oven cooking. 

The meetings were held in the 
private banquet hall of the Town 
& Country Restaurant, 2016 Com- 
merce. 


@ THe 1951 wine of Motorola 
television receivers was shown 


200 Dallas area dealers recently 
at an open house sponsored by 
Porter Burgess Co., Motorola dis- 
tributors, in. the Alford Refrig- 
erated Warehouses auditorium. 


TULSA — 


@ Two HUNDRED eastern Okla- 
homa dealers and their salesmen 
attended a two-day open house 
held by the Capitol Distributors 
at the Alvin hotel for a showing 
of the new 1951 line of Admiral 
appliances. 

W. C. (Dub) Henderson, sales 
manager for Capitol Distributors, 
state distributor for the Admiral 
line, announced that one of the 
largest advertising and promo- 
tional programs ever put behind 
Admiral products would soon get 
under way with a large portion 
set up for newspapers. 

Assisting Mr. Henderson at the 
open house were Miss Julia Caul- 
kins, home economics director for 
Capitol Distributors; Don Squires, 
sales promotional director; Lee 
Skillman, president of the or- 
ganization; and George Malsed, 
southwest regional manager for 
Admiral Corp.; Dale Scott, Tulsa 
representative for Capitol; and 
two territorial representatives, 
Bill Symott and Ted Cline. 


Uames aud Faces 





Rapid expansion of the distributor- 
dealer method of operation recently 
adopted by the Kalamazoo Stove & 
Furnace Company has been reported 
by Robert E. Mercer, sales manager, in 
announcing the appointment of new re- 
gional sales managers to operate terri- 
tories not previously covered 


W. H. Armstrong 


In addition to the southeastern ter- 
ritory, covered by William C. Allen, 
Birmingham, Ala., a southwestern ter- 
ritory has been assigned to W. H. 
Armstrong, Memphis, Tenn. This ter- 
ritory will include Texas, Oklahoma 
Missouri, Kansas, Arkansas, New Mex- 
ico, Arizona, and Colorado. R. E. Bak- 


er is the line salesman for the territory 


R. E. Baker 


Don D. Peterson 
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The northeastern territory with 
headquarters in Washington, D. C., is 
under the direction of Don D. Peterson 
as regional sales manager. Mr. Peter- 
son’s appointment follows the resigna- 
tion of John C. Larkin, who was recall- 
ed to service in the armed forces 


Early in 1950, the Deepfreeze Ap- 
pliance Division, Motor Products Corp., 
embarked on merchandising electric 
refrigerators, ranges, and water heat- 
ers in addition to home freezers. Since 
this expansion, the division has further 
expanded its sales organization 


John Fellmann 


Effective immediately, the division 
has divided the country into 13 saleg 
districts and each will be headed by @ 
district manager, announced B. G. San# 
derson, general sales manager of Deep< 
freeze. Heretofore, the company hag 
operated with four regions, each head- 
ed by a regional manager, with dis4 
trict sales managers reporting to theif 
regional office. 

In line with this re-alignment, Joha 
Fellmann, former Central Regional 
manager for the division, has been 
named manager of field sales and will 
maintain his offices at the Merchan- 
dise Mart in Chicago 

Mr. Fellmann’s field sales organiza- 
tion includes the following district 
managers in the southern and south- 
western areas: John P. Strange, Birm- 
ingham; J. R. Carey, Atlanta; J. S. 
Davis, Dallas; Wm. D. Randolph, Mem- 
phis; and L. R. Wells, Kansas City 


C. M. Mackey, Dallas district man- 
ager of Westinghouse Electric Supply 
Co., and three of his associates attended 
a recent preview of the 1951 Westing- 
house television and radio models in 
Chicago. 

The others from Dallas were E. C. 
Ricker, district appliance and sales 
manager; George R. Jones, district ap- 
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pliance sales promotion manager; and 
P. H. Weidlein, branch appliance man- 
ager. 

* 


H. A. Pendergraf, of Atlanta, was 
one of four Quota Winners for the 
year 1950 among representatives for 
White Products, makers of Water Hot- 
ter water heaters. An evening dinner 
was a feature of the headquarters con- 
ference, at Grand Rapids, Mich., which 
wound up the sales year. 

“White’s steady year - by - year 
growth,” said A. D. Vining, vice-presi- 
dent and general manager, “was cli- 
maxed by the biggest year ever in 
1950.” 

e 


Harry L. Roper, president of Alamo 
Distributing Co., 515 Main Ave., San 
Antonio, Texas, has announced the ap- 
pointment of James H. Tuttle as gen- 
eral sales manager. 


James H. Tuttle 


Mr. Tuttle, well known in the San 
ntonio and Austin trade areas in the 
ppliance business, was, prior to join- 
g Alamo Distributing Co., appliance 
es manager of Graybar Electric Co., 
Antonio branch. He came to San 
ntonio from Graybar Electric Co., 
allas, where he was sales promotion 
anager for Hotpoint appliances. 
Prior to the war, Mr. Tuttle held the 
ition of district sales development 
anager for Westinghouse Electric 
anufacturing Co. His experience in 
e appliance field covers an extensive 
ackground of factory, wholesale and 
etail sales, and promotions. 





W. E. Laswell and Sam Grasinger 
have joined Texas Wholesalers, Inc., 
Dallas, distributors of Norge and Cape- 
hart products. 


David T. Meskill has been appointed 
sales manager of the General Electric 
Company’s fan division, it has been 
announced by R. E. Boian, manager of 
the heating device and fan divisions. 

Mr. Meskill joined the company in 
1939 following graduation from the 
University of Notre Dame, and was in 
accounting and sales work until he en- 
tered the Navy. Since 1946, he has 
been a district appliance sales rep- 
resentative at Boston. 
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Youngstown — 
Kitchen Ideas Catalog x! 


TWENTY-FOUR PAGES of “the world’s 
newest kitchen ideas” make up the new 
Youngstown Kitchens consumer catalog 
now available to Youngstown dealers. 

Profusely illustrated with four-color 

photos and artwork, the book shows 
the entire Youngstown Kitchens Jet- 
Tower dishwasher and the Youngstown 
Kitchens food waste disposer. 
! Also included are ideas on kitchen 
planning, suggestions to speed meal 
preparation and clean-up, and unusual 
uses of steel kitchen equipment. The 
book is spiced with practical house- 
hold hints that every homemaker can 
use. 


Telechron — 


**Sel-Line”’ Display 


~THE “Sel-Line” display, a promotion 
piece available from Telechron, Inc., is 
given with the purchase of six specified 
Telechron alarm clocks—the Imp, Lit- 
tle Tel, Tempo, Tel-A-Glow, and the 
Everset. 

If the dealer buys six additional 
clocks of his own selection, he is given 
both the “Sel-Line” display and also 
a Decorator at no cost. The Decorator 
is the Telechron wall clock with pierced 
numeral band for rumpus room or kit- 


WHITE DISPLAY—This point-of- 
purchase display dramatizing the 
White automatic electric water 
heater is being made available to 
distributors by White Products 
Corp., Middleville, Mich. 


chen. The dealer can make as much 
as 44 per cent profit on this offer, de- 
pending on his choice of clocks 

In a third offer, the new wall clock 
the Jubilee, is introduced in red, white 
yellow, and ivory in a four-clock pack- 
age which creates, in effect, anothe 
display. The Jubilee and the new Imp 
will be advertised in four-color full 
pages in Life and Saturday Evening 
Post. 

Last of the offers, called “Five-in- 
One for ‘Fifty-one,” is the successful 
Time Table display. It displays 16 kit- 
chen clocks and 16 alarm or conven- 
ience clocks 


MW} 


ELECTRIC CLOCKS 


ELECTRIC 
CLOCK 


Depending on the choice of clock, the dealer can make as much as 44 
per cent profit on Telechron’s offer of the “Sel-Line” display. 
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Westinghouse — 
Fan Display Kits 


To HELP RETAILERS prepare now for 
the fan selling season, Westinghouse 
Electric Appliance Division fan distri- 
butors are offering two fan display kits 
free with specified quantities of initial 
fan orders. 

One, a Livelyaire promotion kit, is 
offered free to each dealer placing an 
initial fan order for eight Westinghouse 
fans, including four model 10LA2 fans. 
The other, a Poweraire window venti- 
lator promotion kit, is offered free to 
each dealer placing an initial order of 
three model 10PWV window ventila- 
tors. 

The ventilator kit includes an attrac- 
tive lithographed display designed to 
show prospects how, with just four 
screws, the 10PWV can be installed in 
any home, and how it snaps out for 
use as a table fan. The copy banner 
illustrates the double-duty features of 
the fan. Additional promotion litera- 
ture includes five specification sheets 
and 30 consumer folders. 

The Livelyaire promotion kit con- 
tains a six-color action display utiliz- 
ing the air stream of the Livelyaire fan 


Admiral — 
Mechanical TV Displays 


AcTION Is THE feature of Admiral 
Corporation’s retail television displays 
for the coming season. 

Based on the theme of the more 
widely known types of TV shows, the 
mechanical displays, which measure 
approximately 15 x 21 inches, show 
moving cardboard figures in a puppet 
show, a cowboy on a bucking bronco, 
and a wrestling scene. The entire pow- 
er for each display is a single dry-cell 
battery, which will keep the units in 
motion for two weeks. 


New animated displays will give a 
1951 sales lift to Admiral television 
dealers. The units, in four colors, 
simulate a moving puppet show. 
The figures are powered by a single 
flashlight battery which keeps them 


in motion for over two weeks. 
‘ 


Product Parade 





Murray Fan Line 


THE VENTILATING FAN division of The 
Murray Company of Texas has recent- 
ly completed their complete new line, 
which now includes four fans. 

There are two window fans, for 
apartment, office, and small-home use, 
and two larger ventilating fans for at- 
tic mounting. 


The 20-inch portable, home-installed 
window fan has features such as life- 
time lubricated bearings, Torrington 
patented perfectly balanced blades, di- 
rect-drive motor in variable h.p., two- 
speed control, sound dampening to 
insure quiet operations, and an attrac- 
tive ivory removable screen-grill guard 

The larger 24-inch window fan for 
larger apartments and small homes is 
a duplicate of the 20-inch model, ex- 
cept larger motors are available and 
it is belt-driven rather than direct 

The ventilating fans for attic mount- 
ing include a vertical-mount and a 
horizontal-mount model. The vertical- 
mount fan is a 24-inch to 48-inch, 
horizontal draft attic fan with 1/3-h.p 
to %-h.p. motors. The lie-down, low- 
space installed horizontal-mount, ver- 
tical discharge fan comes in the same 
sizes, motors, and design features as the 
vertical-mount attic fan. It is primari- 
ly designed for large-home installation 
where low-pitch roofs provide low 
clearance. 


» 
New G. E. Washers 


A NEw LINE of washers, including a 
lower-price automatic washer and sev- 
eral redesigned wringer washers, has 
been announced by the General Elec- 
tric Co., Bridgeport 2, Conn. 

The new automatic washer is a top- 
loading machine with agitator action 
Once started, it will automatically 
wash, rinse, and spin dry a load of 
clothes and then shut itself off. 

To assure complete cleaning of cloth- 
es, the wash cycle is followed by two 
rinses—a “suds-kill” and flush rinse 
followed by a deep agitated rinse. 
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The whole operation of the washer 
is completely flexible. Any part of the 
cycle can be skipped or repeated by 
moving the cycle dial. 

The washer is driven by a 1/3 h.p 
motor connected by a belt to a sealed- 
in transmission that never requires oil- 
ing. A “positive washer fill” mechan- 
ism makes it impossible for washing to 
begin until the tub is filled with the 
right amount of water. 

In damp-drying a regulation 9-pound 
load of clothes, the washer spins water 
out over the clothes, not through them 
Many pieces come out of the washer 
dry enough to be ironed immediately 

Three new wringer washers have 
been completely restyled. 

The deluxe model, designated the 
AW462, will hold a load of 10 pounds of 
dry clothes and 19 gallons of water, 
and has an “instinctive” wringer. When 
the wringer is in operation, a slight 
push or pull on it or a slight tug on 
clothes going through it will instantly 
stop the rolls. 

The washer also has a timer which 
automatically regulates washing time 
for up to 15 minutes. 

The other new wringer washers are 
the AW362, which also features a timer, 
and the AW162. Both have a capacity 
of eight pounds of dry clothes 

The company will continue to pro- 
duce its deluxe automatic washer, the 
AW-6A8 


Universal Cleaner 


HOME CLEANING equipment for 1951 
announced by Landers, Frary and 
Clark, of New Britain, Conn., includes * 
the Universal deluxe clean air tank 
cleaner with 13 special cleaning attach- 
ments. It features a Tattle Tale light 
which indicates when the bag needs 
to be emptied, thereby maintaining 


thorough, efficient cleaning at all times 

Instant seal hose connection provides 
absolute air-tight connection between 
hose and cylinder remains closed 
until released. It is easy to connect 
and disconnect. The thread-picking, 
self-cleaning nozzle which never gets 
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Only Jnlernalional Fans Offer 
SPRING-SUSPENSION 


for quietness that SELLS 





A POWERFUL SALES FEATURE that no other fan can match . . . and it’s 
yours in every International fan! With all moving parts entirely cradled 
in resilient springs, International fans entirely eliminate hum and vibra- 
tion — outsell all others by offering MORE FAN VALUE for YOUR 
CUSTOMER'S DOLLAR: 


THE POPULAR MODEL C-20J WINDOW VENTILATING FAN 
@ Silent—floats on springs. 
@ Fits any window up to 44” width. 
®@ Powerful—big 20” blades move more than 3500 cfm per minute. 
@ Guaranteed. 
@ Beautifully-styled cabinet. 


See the wonderful new 1951 International quiet, exclusive spring-sus- 
pended fans before you buy. We are in position to make deliveries immedi- 
ately with June Ist dating. Materials such as copper, steel and 
aluminum are practically unobtainable at the present time. We urge 
you therefore to place your order now for your 1951 International spring- 
suspended fans. See your distributor or mail this coupon today. 


MAIL THIS COUPON TODAY! 
FREE 


Fan Division, 

International Oil Burner Co. 
1951 catalog 3802 Park Ave., St. Louis 10, Mo 
on our exclu- Please send me full details on your spring-suspended fans for 1951 
sive patented skins 
spring-sus- 
pended line 

of fans! 


Address 
City 


My distributor's name is 


clogged, picks up thread, lint and hair 
without sealing or dragging rug. The 
super-power motor has approximately 
20% more powerful suction than form- 
erly. 

The attachments consist of nozzle, 
radiator tool, 8-foot hose, bare floor 
brush, floor polisher, drapery nozzle, 
sprayer, utility brush, two straight 
wands, dust filter, moth proofing unit, 
and can of deodorant 


Indoor Antenna 


Dressinc up the inside television an- 
tenna that has usually taken away from 
the graceful lines of the television cabi- 
net upon which it sits has been ac- 
complished with the new Decor-An- 
tenna introduced by J. H. Rasmussen 
& Co., 1454 Merchandise Mart, Chicago 
54, Il. 


An indoor antenna, the unit con- 
sists of a flower pot base with the ex- 
tended rods seated in turning sockets 
for easy orientation. New design of 
the antenna provides for solid connec- 
tions and eliminates picture flutter on 
the TV screen. It is not necessary to 
turn the base of the antenna, instead 
the rods can simply be turned in their 
sockets at the sides. The rods can 
easily be removed by pulling them 
from their sockets. 

The flower pot is made of electrical 
insulating porcelain and contains no 
conductivity. Decorated in two shades 
of green, two shades of yellow, black 
and maroon, the units carry a suggest- 
ed retail price of $5.95. The Decor- 
Antenna is packed eight to a carton in 
the above cited assorted colors. 


cf 
Phono Accessory Catalog 


A new General Electric phono acces- 
sory catalog, with descriptions and data 
on variable reluctance cartridges, re- 
placement baton styli, tone arms, and 
phono preamplifiers, has been prepared 
by the parts section of the G. E. receiv- 
er division, Syracuse, N. Y. The cata- 
log is available free on request. 
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John Meck Television 


Joun Mecx Industries, Inc., has in- 
troduced two new television sets, one a 
17-inch and the other a 21-inch receiv- 
er. Both sets come in the same con- 
temporarily styled hand-rubbed ma- 
hogany cabinet with two full-length 
doors. 

The XSC, a 17-inch deluxe console 
designed to get reception in even the 
most difficult locations, is priced at 
$349.90. It includes the new Meck 
simplified tuning and a super sensitiv- 
ity station selector. 

The 21-inch console, the XSD, in- 
cludes the same features and retails 
at $399.90. 

eo 


Infra-Red Cooking Lamps 


INFRA-RED COOKING in household 
ranges has been made practical through 
the advent of new high-wattage, gold- 
reflector heat lamps, which employ a 
new type of heat-resistant glass. The 
infra-red cooking lamps, which are ex- 
pected to go into commercial produc- 
tion within a short time, were develop- 
ed by Sylvania Electric Products Inc., 
1740 Broadway, New York 19, N. Y. 


Featured in the January 1 forecast 
issue of Life magazine the new lamps 
are being planned for 1250 watts, and 
are intended for either original equip- 
ment or conversion units. 

Advantages claimed for the new 
lamps are instantaneous heat output, a 
pleasant ruby red glow which shows 
when the lamps are burning, a smooth 
level surface, easier cleaning, and fast- 
er action when small quantities of food 
are being cooked. 


7 
Motorola TV Line 


Srx 20-1ncH, eleven 17-inch, and one 
14-inch rectangular black tube televi- 
sion receivers comprise Motorola’s new 
1951 line unveiled recently. 

Exclusive Motorola innovation in the 
1951 line is the virtual elimination of 
glare from'the screen through the use 
of concave curved glass. Known as 
the “Glare-Guard,” this screen cuts 
reflections up to 98 per cent. 

The new line of Motorola receivers 
has won the Fashion Academy’s Gold 
Medal Award for excellence of cabi- 
net design. 

For the first time, all sets in the line 
are equipped with rectangular black 
tubes. Also, important improvements 
have been made in the acoustical sys- 
tems, including compensated volume 


control. New compensating video cir- 
cuits give sharper picture definition, 
and a new vertical synchronization cir- 
cuit provides steadier pictures in fringe 
areas, strong resistance to ignition in- 
terference, and improved interlace 


Of the 18 new models in the 1951 line, 
five are table models, seven are con- 
soles, and six are television-radio- 
phonograph combinations. The line is 
in full production with quantity ship- 
ments on most models immediately. 

Illustrated is Model 17K6, which has 
a 17-inch rectangular black tube and 
the “Glare-Guard” screen. The con- 
sole has a maple cabinet, and is 37 
11/16 inches high, 23 inches wide, and 
20 13/16 inches deep. 


° 
Adjustable Ironing Table 


AN ALL-METAL ironing table that op- 
erates according to an entirely new 
principle has been introduced by Arvin 
Industries. It is adjustable to nine 
different heights and will sell at re- 
tail for about $11.95. The table will 
be available in horizon blue to fit in 
with the most popular kitchen color 
schemes. 


The table can be adjusted to heights 
of 26 to 36 inches from the floor and 
will bring additional ironing comfort 
to women of short, tall, and average 
heights. The upper heights are ideal 
for those who like to iron while stand- 
ing, and the lower levels will be wel- 
comed by shorter women and by those 
who prefer to iron while seated. 

The new table opens or closes in one 
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easy motion and can be hung, from 
a bracket on its tapered end, on a 
wall or on the back of a closet door 
The frame folds flat and compact with- 
in the width of the table top. The table 
has a generous 54-inch by 15-inch sur- 
face, allowing room for large garments 
to be spread out wide. There is extra 
clearance at the tapered end for easy 
maneuvering of skirts, trousers, or chil- 
dren’s clothing 
a 


Westinghouse TV and Radio 


SEVEN NEW television receivers and 
nine new radios have been presented 
by the Westinghouse television-radio 
division. 

The new television receivers include 
three table models and three consoles 
with 17-inch tubes, and a_ console 
equipped with full-length doors and 
20-inch tube. Prices rance from $259.95 
to $495. 

The new radio models include four 
AM table models, two AM-FM table 
models, two portables, and one AM- 
FM console equipped with automatic 
three-way record changer. Prices range 
from $21.95 to $275 


The new television receivers feature 
single-dial tuning with illuminated 
control to minimize the extensive tun- 
ing required in most television receiv- 
ers. Simplified tuning is made possible 
by use of automatic circuits to elimi- 
nate horizontal and vertical gain con- 
trols and synchronous tuning for simul- 
taneous tuning of picture and sound 

Other engineering features include 
automatic frequency control, automatic 
gain control, built-in antennas, and 
contrast circuits which make possible 
optimum brightness and contrast when 
switching from channel to channel. All 
receivers have rectangular black glass 
tubes. 

Illustrated is the Dorset, model 
635T17, a table model in simulated 
wood cabinet with a 17-inch picture 
tube. 

Leader in the new radios is the 
328C7, a combination AM-FM console 
equipped with three-way record chang- 
er utilizing a single pick-up point for 
long-playing and standard records. The 
radio circuits have step-style tone con- 
trol, built-in antennas for both bands, 
and 12-inch Dynamic speaker 
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Visible Results 
Quickly 


WHEN You DEMONSTRATE 
Viking 


WINDOW FANS. . 


¥ 
AIR CONDITIONING CORP. 


5601 Walworth, Cleveland 2, O. 
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G. E. 20-inch TV Tube 


Propuction will start soon on a 20- 
inch rectangular picture tube to be 
manufactured by General Electric, 
Schenectady, N. Y. 

Designated as the 20CP4, the new 
tube is a magnetic-focus and deflec- 
tion, direct-view, all-glass picture tube 
for television applications. It has a 
screen area of 217 square inches. 

Features of the 20CP4 are an elec- 
tron gun designed to be used with an 
external single-field ion-trap magnet 
for the prevention of ion-spot blemish, 
a high-quality neutral-density face- 
plate to increase picture contrast and 
detail under high ambient light con- 
ditions, and a space-saving rectangular 
face shape. 

Maximum ratings of the tube in- 
| clude: anode voltage, 18,000 volts; grid- 
No. 2 voltage, 410 volts; grid—No. 1 
voltage, negative-bias value, 125 volts; 
positive-bias value, O volts; positive- 
peak value, 2 volts. 

Further information on the 20CP4 
may be obtained from the Tube Divi- 
sion, General Electric Company, Sche- 

. nectady 
* 


Seth Thomas Clock 


THe Romance, first new clock to be 
introduced this year by Seth Thomas 
Clocks, Thomaston, Conn., is adaptable 
to any room in the house. 


The clock is a bright, cheerful, de- 
corative one framed in polished metal. 
The dial is 4% inches square. Two 
styles are available: the brass model 
has a metal dial in mat-finished silver- 
plate with hands and numerals in pol- 
ished brass; the copper model has hands 
and numerals to match the case. Other 
features include convex glass, alarm 
set dial at back, bell alarm, and self- 
starting electric alarm movement. 

Height is 434 inches, width 434 inches, 
depth 2 inches. The clocks come pack - 
ed six of a finish to a case. 


Universal Cook-A-Matic 


Tue Universal Cook-A-Matic intro- 
duced by Landers, Frary and Clark, of 
New Britain, Conn., is big in size, big 
in automatic convenience, adds style, 
versatility and convenience to parties 
and family meals. It cooks right at the 
table. The 216-square-inch cooking 
surface bakes four waffles, toasts four 


sandwiches, fries a dozen eggs, or grills 
24 sausages at once. 

Thermostat-controlled grid tempera- 
ture keeps heat constant. The heat 
control sets from LIGHT to DARK 
with fingertip lever. Signalite signals 
red when cooking should start; 
indicates when waffles are baked. Heat 
unit of heavy coiled wire in scientific 
star pattern gives uniform heat; expan- 
sion hinge expands for large waffles 
and thick sandwiches 


also 


There are two sets of grids of heavy 
cast aluminum; two pre-treated grids 
for waffle-making; two plain grids for 
grilling and frying. Reversible handle 
of plastic also gives support to top grid 


Admiral Refrigerator Line 


SMARTLY HUED decorator colors and a 
host of new space-saving features key- 
note the new line of Admiral refrigera- 
tors. , 

The line of 10 new models retain's 
the full-width freezer and full-length 
cold features of the 1950 units, but adds 
numerous new conveniences 

Chief among these is a newly rein- 
forced door of bridge-type construc- 
tion with three or 
shelves and a _ butter The 
latter unit has a separate adjustable 
temperature control which permits but- 
ter to be kept at any desired degree of 
firmness. Other improvements consist 
of a single-control dial allowing for 13 
temperature settings, wide freezer 
drawers providing for auxiliary frozen 
storage, and 8-inch deep plastic crisp- 
ers which permit storage of such largs 
foods as melons and cabbage 

An attractive and exclusive innova- 
tion appears in three of the models in 
the use of a pastel “glacier blue” color 
shade on the interior. Metal 
done in a contrasting gold 

Leading unit in the line is an 11- 
cubic-foot Dual-Temp combination 
home freezer and refrigerator, the only 
model of the Dual-Temp to be made 
this year 


more “servador’ 


keeper. 


trim is 


The freezing compartment 


. in this model reaches temperatures of 


20 degrees below zero, while the moist 
cold of the compartment is 
engineered to maintain foods at an 
ideal storage temperature of 38 degrees 
with 85 per cent relative humidity. 
The other new models range from the 
giant ll-cubic-foot size, with frozen 
food capacity of 60 pounds, through 9- 
foot models with proportionately large 


storage 
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storage space, to 7-foot models design- 
ed to offer four-shelf storage capacity 
and room for 28 pounds of frozen foods 
in compact over-all space. 


Selling the Farmer 
(Continued from page 89) 


pany has had very little turnover 
in its salesmen, all of whom en- 
joy selling the farm market. 

Straight cold canvassing of this 
sort, of course, is not enough for 
guaranteeing sales, Cooper has 
found. Therefore, he is a steady 
user of classified newspaper ad- 
vertising in all co-operative news- 
papers, weekly community jour- 
nals, etc., covering the territory. 
Display advertising, the Georgia 
dealer has found, does not carry 
nearly so much impact as clever, 
catchy, classified ads, which are 
slanted directly at the farmer. 

A typical stunt ad read, “Men! 
Save a wife! Install a new wash- 
ing machine! J. B. Cooper Sales 
Company.” Others are slanted 
the same way, with smash head- 
lines which are bound to attract 
the reader’s attention, and which 
always press home a single im- 
portant point on the amount of 
work which can be saved in the 
farm home with electrical living. 

So many farmers have been 
familiarized with these ads 
through constant use during the 
past year, that Cooper has found 
them an excellent door-opener. 
As soon as his salesmen knock on 
the door and identify themselves 
as being from J. B. Cooper Sales 
Company, the farmer invariably 
knows that he has an appliance 
salesman on his hands. Probably 
no asset is more important in sell- 
ing the farm market, Cooper be- 
lieves, than guaranteeing the 
farmer fast service on his appli- 
ances. 

The Cooper firm has a com- 
pletely organized service depart- 
ment, with separate shops for 
washing machines, refrigerators, 
home freezers, ranges, etc., and 
will cheerfully take on long trips 
in order to maintain service. This 
fact is always impressed upon the 
farm family before any actual 
selling attempts are made. 

“A lot of farmers, we have 
found, are afraid that they will 
buy expensive appliances only to 
have them break down and sit 
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FASCO PORTA-VENT 


OSCILLATORS 
FASCO FLOOR FANS 


FEATURE FAST-SELLING 
FASCO FANS! 


YOU CAN CASH IN 3 WAYS on the fast-growing fan market by dis- 
playing FASCO Fans prominently. They're fast-selling, with high-profit 
mark-ups . . . and they help to build store traffic. In addition, their supe- 
rior quality, construction and performance mean satisfied customers, re- 


peat orders. 


FASCO OSCILLATING FANS—Old favorites for smooth, 
long-wearing performance . . . now in sleek, modern styling, 
handsome finish, with the steady, quiet power customers look 
for. A model for every buyer's need... 10”, 12” and 16” 
blade sizes. Pedestal models in 16” and 20” sizes. 


FASCO PORTA-VENT—It's new! It's automatic! It's the 
practical modern ventilating system for all homes, both old 
and new .. . your market is tremendous. Fits all steel casement 
and wood sash windows. Portable . . . Simply plugs in . . . no 
installation costs. Every homeowner or renter your prospect! 


FASCO LO-LEVEL FLOOR FAN—Whips up a cooling 
breeze—but without even the suggestion of a draft. And 
FASCO'S exclusive solid base keeps floor dust out of circula- 
tion . . . keeps air in circulation, throughout the whole room. 
Ideal for offices . . . eliminates the nuisance of blowing papers. 
Available in 10” and 12” blade size models. 


WRITE FOR ’51 Catalog and prices TODAY. 


FASCO industries, Inc. 


HE 














ADACAR MFG. CO. 


NAPIER FIELD 


DOTHAN, ALABAMA 











uselessly in the home,” it was 
pointed out. “Therefore, we un- 
sell them on that idea before we 
bring out our appliance litera- 
ture.” 

Eventually, the J. B. Cooper 
Sales Company will probably op- 
erate rolling showrooms, with ac- 
tive appliances, that can be pull- 
ed into farming communities, to 
let the housewife try her hand 
right on the spot. However, with 
courteous, friendly selling, a lot 
of patience in letting the farmer 
make up his mind, and following 
the REA crews, the Cooper firm 
has been so successful that no 
rolling showrooms are necessary 
las yet. 


Salesmen in Reserve 
(Continued from page 90) 


sales in their first month in order 


to stay. 


“We might as well find out 
quickly,” commented Doyle. “A 
man in this selling game is en- 
titled to at least $350 to $400 a 
month. If he isn’t the type of 
man who can get it by selling, 
we don’t want him—he is in the 
wrong business. So if a man 
doesn’t make the grade the first 
month, he might as well be told 
he’s in the wrong business.” 

Doyle pays regular salesmen a 
flat commission, with no salary, 
yet part-time salesmen get only 
half the commission paid regu- 
lars. This is on the theory that 
part-time men are simply not en- 
titled to the rate of income al- 
lowed regulars. 

All part-time salesmen, having 
full-time daylight jobs, must 
make their production in the eve- 
ning hours. It is practically a 
requirement that they all devote 
at least three evenings a week to 
this work. 

Part-time sales activity is con- 
fined largely to getting leads from 
users and, there being available 
a list of 9,000 Dallas users, part- 
time salesmen are simply assign- 
ed the names of users in a cer- 
tain neighborhood. 

Doyle says these men experi- 
ence little difficulty in gaining 
an audience in the evening, but 
the selected users are first asked 
by telephone for an appointment. 
Each man gets eight to 10 names, 
tells users about inducements of- 


fered by Doyle’s two stores, de- 
livers recipe books, and gets 
names of receptive persons in the 
neighborhood. 

After such a call the user is 
rated. He, or she, is, in respect 
to co-operation, fair, good, ex- 
cellent, or terrible. And at the 
end of three months, each part- 
time salesman has about 200 
users who are good boosters for 
him and his product. 

By the end of three months, 
too, the part-time salesman has 
edged into the business, likes it 
or he would not be there, and 
has supplemented his income in 
ratio to his industry. That, brief- 
ly, is how Duke Doyle builds up 
a reserve of salesmen, any of 
whom is generally able and anx- 
ious to step into any breach on 
the regular force, which normal- 
ly consists of 12 men. 

“One of the problems is to keep 
contact with a part-time sales- 
man and keep him happy,” Doyle 
relates. 

To get around this, we have an 
evening meeting every two weeks 
to which the part-time salesmen 
are invited. By attending they 
realize they are really a part of 
the organization, they learn td 
know other members of the com- 
pany, and keep up with what’s 
going on. 

“At all times, at least until the 
part-time man is capable of do- 
ing it alone, one of our super- 
visors is subject to call to help 
close a sale if the part-time man 
gets into something hot that is 
over his head. The part-time man 
is obligated to call the supervisor 
and the latter is obligated to help. 

“Then we have another means 
of helping them. Over a period 
of time, part-time and even regu- 
lar salesmen will have worked 
on prospects that they have been 
unable to get into the store, 
where we will have a chance at 
closing. When this group of stub- 
born prospects has accumulatec 
we have a dinner in the store, to 
which they are invited, and gen- 
erally come. It is all informal, 
but the food is excellent, in ad- 
dition to being a demonstration 
of what the product can do. 
When the dinner is over, I simp- 
ly announce jokingly that the 
doors are locked, no one can get 
out, so ‘we’ll have to start sign- 
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ing some orders.’ ” 

Doyle says his procedure of 
hiring part-time salesmen gets 
him many good men, such as the 
salesman who outstripped all the 
1950 crop of regulars. 

“He has such an engaging 
smile,” says Doyle. “He keeps 
it turned on and he keeps asking 
them to buy. And he’s full of 
pep. 

“That’s what I want. Pep! 
I've always contended that sales- 
manship is 99 per cent pep and 1 
per cent knowledge, anyhow.” 

If Duke Doyle’s men are as 
bold about asking for an order as 
Duke Doyle, then those men ask 
a stranger for a match and in the 
next breath ask him to sign an 
order. Duke Doyle calls out as 
you leave the store, “We can de- 
liver that range any day you’re 
ready for it!” 


Dinner at Eight 
(Continued from page 95) 


presentation. Dance music was 
provided for the rest of the eve- 
ning. 

At 11 p.m., Santa Claus appear- 
ed on a red bicycle, and awards 
were made, including a free- 
standing dishwasher, an electric 
mixer, six cuts of TendeRay 
steaks, and the oven meal pre- 
pared by the power company eco- 
nomist. 

Compliments for a wonderful 
evening were many at the mid- 
night closing. Frankel’s felt that 
the under -commercialization of 
the entire evening’s affair was re- 
sponsible for the huge success. An 
audience that had anticipated a 
huge amount of “Come to Fran- 
kel’s to buy,” had instead been 
entertained by a superb evening 
of dinner, a short informative pro- 
gram on a product, dancing, and 
awards. By the evening’s end, 
wry anticipatory glances and 
thoughts of things to come had 
been transformed into mild, sur- 
prisingly enjoyable mental pro- 
vocations on the possibilities of 
owning such fine appliances. 

Because the results of a pro- 
motion geared for future selling 
can never be tallied within the 
first few weeks, their success was 
more than assured when within 
14 days, eight dishwashers were 
sold to people who attended the 


dinner. 

The actual results in good will 
cannot be figured in dollars and 
cents, as was illustrated on the 
following Monday morning. A 
woman of about 65 entered the 
store and said: 

“My son and daughter-in-law 
had dinner at my home last night 
and told me about the wonderful 
time they had at the Women’s 
Club Saturday evening. They 
asked me if I still wanted to buy 


‘a new refrigerator. I said I did, 


they told me to come down to 
Frankel’s, and here I am.” They 
sold her a double-door deluxe re- 
frigerator, at $439.95. 

Was the pronijotion a success? 
You decide for yourself. Frank- 
ly, they were tremendously grati- 
fied by just the purchase of this 
single little old lady! 


Co-op Plan 
(Continued from page 93) 


are still in the promotional stage, 
we service without labor charge 
any make of range or water heat- 
er sold on our lines, with the pro- 
vision that the dealer selling the 
range or water heater supply the 
necessary replacement parts. 

We maintain appliance repair 
service throughout the company 
with a special department devot- 
ed to this activity in the larger 
towns. In smaller communities, 
there is no separate department 
for this, and it is done by our 
regular electric servicemen. 

We do not encourage customers 
to bring electrical housewares to 
us for repair, endeavoring to refer 
them to established and reputable 
local agencies providing this serv- 
ice. Many of the larger manufac- 
turers today have designated local 
repair shops as the authorized 
service stations for their applian- 
ces. We, of course, service or 
arrange for the service of any ap- 
pliances which we have sold. 

To better maintain an harmoni- 
ous relationship between our com- 
pany, distributors, and manufac- 
turers, we have designated one 
man from our general residential 
sales department to work with 
this group, calling on them at fre- 
quent intervals concerning our 
company’s residential program, 
company policies, rates, etc. These 
contacts have proved of much 
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Required: An electric venti- 
lator powerful enough and 
properly placed to really re- 
move steam, grease and odors 


- 
Specified: ECO — One 


Blo-Fan is powerful—The fan 
element in this patented BI§- 
Fan blade feeds a large volume 
of air to the blower element 
which expels it with great 
power. That's why Blo-Fan deé- 
livers more air at moderate, 
quiet speeds than either a fan 
or blower type ventilator |. 
This feature alone has gainéda 
wider and more enthusiastic 
acceptance for Blo-Fan than 
anything else 


Blo-Fan is properly placed—— 
Designed for ceiling install 
tion or in any inside or outsi 
wall, Blo-Fan cooperates wi 
nature by capturing and e& 
pelling steam, grease and odogs 
as they naturally rise... That 
why Blo-Fan is placed direc 
over the point of air polluti 
...In the kitchen, bath, gang 
room, laundry 


Because: 


Blo-Fan has this switch— 
the 9-speed control on the 
Model 210 makes it as easy 
control the rate of ventilation 
as it is to regulate the thermé@- 
stat on a kitchen range 


The most 
imitated 

home ventilator 
in America 


Manufacturers of Pry Lites the modern 
recetsed lighting fixtures with snap-on fronts 
Stocked by more than 600 wholesalers 

in over 350 cities 
Pryne & Co., Inc., Box $-251, Pomona, Coli 
Eastern Factory: Newark, New Jersey 
Warehouses: Los Angeles. San Francisco 
Chicago. Atianta 


*Trade Mark Reg. 











and watch YOUR 
summer profits soar 





With low-cost cooling 
folks will buy! 


The complete line of Coolair. Breeze 
Conditioning units means summer 
cooling within the financial reach of 
almost every prospect. There are 
small window units, single and twin 
attic package units and home, com- 
mercial and industrial units up to 9’ 
blade diameter—a unit for every 
cooling job! 


THIS SALES PLAN 
BOOSTS YOUR 
PROFITS HIGH! 

1. Valuable Franchise—You are guar- 


anteed a market area large enough for 
excellent profit opportunities. 


2. Sales Training—When you become 
an authorized dealer, your personnel 
will be trained under factory supervision. 
Your profits start in a hurry! 


3. New, Hard-Hitting Advertising and 
Promotion — Up-to-the-minute Coolair 
advertising and promotion helps pave 
the way for profitable sales. Factory even 
sends direct mail to YOUR prospects! 





This unique Coolair proposition for 
1951 is a money-maker you can 
depend on. Don't delay— mail this 
coupon NOW! No obligations. 


AMERICAN COOLAIR CORPORATION 
leaders in Air Cooling for 23 Years 


tletietieineetiaeeiienee ns 


Dept. ES-2, Amé@rican Coolair Corporation 
Jacksonville 3, Florida 


Please RUSH us more information about the 

Coolair proposition for 1951. We are interested in 
( ) adealership, ( ) a distributorship 
NAME siete 
TITLE_ 
FIRM____ 
ADDRESS 
TOWN __ sialic 

L | S| SCE 
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value in the success of our co- 
operative program. 

This representative is called 
upon frequently to discuss our 
company’s program and policies, 
also our rates with distributors’ 
salesmen. He has been of consid- 
erable value to distributors in 
training salesmen on selling elec- 
tric cooking and electric water 
heating. This contact work among 
dealers is maintained by residen- 
tial sales supervisors under the 
division sales superintendents. 

Our entire residential depart- 
ment is organized to give maxi- 
mum support to dealers, provid- 
jing them with the help of speci- 
alized employees in the various 
fields of home and farm applica- 
tions of electricity. This depart- 
ment is divided into the follow- 
ing groups: 

Residential sales representa- 
“tives 
' Floor salesmen and saleswomen 

Home service advisers 

Farm representatives 

Residential sales representa- 
tives are paid on a straight salary 
basis with no bonuses or commis- 
sions for their own appliance 
sales. The primary job of these 
employees is to build load, work- 
ing closely with all agencies con- 
cerned with appliance sales. Their 
progress is measured by the over- 
all accomplishment of developing 
electrical usage in the territory 
for which they are responsible. 
rather than the volume of direct 
sales which they may close 

Outside sales solicitation of 
these representatives is confined 
strictly to ranges and water heat- 
ers. Wherever the customer ex- 
presses a desire or preference for 
a brand of range or water heater 
not sold by our company, we en- 
courage the customer to buy that 
particular brand and give him the 
names of dealers from whom it 
may be obtained. Prospects thus 
secured are then turned over to 
the appropriate dealers for fol- 
low-up. 

These representatives are in 
frequent contact with appliance 
dealers, especially during cam- 
paign periods, to sustain enthu- 
siasm and help in any way they 
can, such as explaining company 
policies, cost of operation of appli- 
ances featured, and assisting the 
dealer with his sales training pro- 


There are 26 of these men 
in the company. They are also 
responsible for handling com- 
plaints and extensions. 

Our home service department 
is made up of 16 home service ad- 
visers headed by a director. There 
are a sufficient number for each 
of our operating divisions to carry 
on a program conceded by dealers 
and distributors to be of great 
value to them in the selling of ap- 
pliances, particularly the electric 
range. These home service ad- 
visers call on all new range users 
soon after the equipment is deliv- 
ered, giving instructions on its 
use, care, and operation. All oth- 
er users of electrical ranges are 
called on at least once during the 
year. Any range user may, at 
any time, upon request, receive 
the services of these advisers. 

Special public demonstrations 
of major equipment are given by 
them for the dealer in his store or 
other places where there are ade- 
quate facilities, proper displays, 
and where a publicized program 


gram. 











Self-Selling 
DISPLAYS 


YOUR CHOICE of two smartly 
finished wood displays, two fast- 
moving deals offering a DAVIS 
Cord Set for every need. Dis- 
play No. 5, 8” x 8Y2” x 16”, 
holds 34 Davis sets; display No. 
10, 20” x 20” x 8”, holds 60 
Davis sets. Each set is fully dis- 
played and tagged with informa- 
tive, self-service label to increase 
impulse buying, reduce sales 
time. 


YOUR JOBBER OR WRITE DIRECT 
s FOR FULL DETAILS AND PRICES.@ 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 


Southeast Rep. Southwest Rep 
H. K. Dewees Co. M. C. Huie Co. 
Walton Bidg. Atianta,Ga. Thomas Bidg., Dallas, Tex 
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has been developed. There are 
many demonstrations of this kind, 
such as store openings, public 
cooking schools, community fairs. 
and the like. Many times our 
home service advisers are called 
upon to give training classes for 
dealer salesmen in electric cook- 
ing. This dealer help alone has 
substantially increased electric 
range sales throughout our com- 
pany and brought additional busi- 
ness to the dealers. 

Another very important contri- 
bution of our home service de- 
partment is a school and college 
program whereby regular con- 
tacts are made with home econom- 
ics teachers to help them in in- 
structing pupils about the use and 
care of electric kitchen applian- 
ces. We have been instrumental 
in getting electric ranges in all 
public and parochial schools lo- 
cated in our territory. 

Another service of this depart- 
ment which is gaining in popu- 
larity is kitchen planning service. 
All home service advisers are es- 
pecially trained to lay out plans 
for all-electric kitchens and laun- 
dry rooms for both new home 
builders and those who are re- 
modeling. This service is per- 
formed for the dealer or the cus- 
tomer, and in each of our larger 
towns we maintain a_ kitchen 
planning center with one home 
service adviser on duty at all 
times to give this specialized serv- 
ice. 

More and more of our dealers 
are availing themselves of this 
free service, thereby saving the 
extra expense of an individual for 
this work and at the same time 
materially increasing their sales 
volume through ensemble selling. 

Our entire home service pro- 
gram is educational and promo- 
tional in nature, having as its pur- 
pose the stimulation of greater 
desire for appliances as well as 
assisting our customers to get 
greater use from them. Where 
we operate home service centers, 
these facilities are available at no 
cost to dealers and distributors for 
group meetings of employees or 
customers. 

Floor sales personnel are train- 
ed to demonstrate all domestic 
appliances and counsel with cus- 
tomers concerning the selection. 
operation, and care of this equip- 


ment. They are promotional- 
minded rather than attempting to 
make the sale themselves, work- 
ing on a salary basis with no 
bonuses or commissions for their 
own sales. We sell from our dis- 
play floors the items already men- 
tioned. 

During co-operative campaigns, 
we invite distributors and dealers 
to display on our display floors 
one model of each brand featured 
which is sold in the community 

Our farm department is made 
up of five agricultural engineers. 
The chief responsibility of this 
group is to promote greater utili- 
zation of electricity on farms 
served by our company. This job 
covers the introduction of new 
methods and devices electrically 
operated as well as education in 
the better use of existing electric 
farm equipment. We do not mer- 
chandise farm equipment, and the 
success of this work is dependent 
entirely on dealer co-operation. 

All of these men are specialists 
in their field. Their program cov- 
ers direct contacts and work with 


farm customers, counseling with 
county and parish farm agents, 
vocational agricultural teachers, 
working with 4-H clubs, Future 
Farmers of America, and other 
farm groups. Their work is en- 
tirely educational and promotion- 
al, not only helping the farmer 
make more profitable use of elec- 
tricity but creating a greater mar- 
ket for farm equipment, bringing 
more business to the dealers 


Prospects’ Meeting Room 
(Continued from page 99) 


fore being gobbled up a half-cen- 
tury ago by an expanding New 
Orleans.) 

What do the local restauran- 
teurs think of a free meeting 
place? Do they resent it as un- 
fair competition from a supplier? 

“They do not,” Mr. Wall an- 
swers. “We're not in competition 
with them at all—we’re careful 
not to compete with our own cus 
tomers. There isn’t a restaurant 
in Carrollton with such a meeting 
room, or one anywhere near—or 





ECONOMY 
FLOOR CIRCULATOR 


An unbeatable value — builds 
store traffic and sales volume! 
All steel construction and 
balanced aluminum blade. In 
Sunset Tan. 3 speeds 
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REVERSIBLE 
WINDOW VENTILATOR 


The original reversible ex- 
haust and intake fan'—with 
easy patented reversing 
mechanism for complete 
safety. In 10", 12", 16" and 
20" models. Adjusts to 
every window width. 
Handsome white 
enamel or sunset 
tan finish 


the wall switch! — 

erful fan starts 
Ops, outer door 
ar and closes. Outer 
frame will not rust or 
warp fan housing. Pol 
ished chrome or gleam 
ing white enamel interior 
grill. All models adjust- 
able to 16" thick walls 
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a restaurant owner who wants to 
have banquets. We don’t serve 
any food. Instead, we refer peo- 
ple to uptown restaurants and 
caterers. Occasionally in the 
event of a last minute shortage we 
will furnish the soft drinks—at 
cost—but that’s all. Not only do 
the restauranteurs not resent the 
Green Room, they enjoy meeting 
there when their organizations 
get together.” 

What services does Mr. Acker- 
mann offer besides the room it- 
self? The room alone is no small 
service. It is a handsome, large 
meeting place with tables, chairs, 
and all of the fixings for holding 
any type of get-together. 

In addition, there is a kitchen 
area with refrigeration and cook- 
ing facilities. Glassware, plates, 
gavels, and gadgets are on the 
house—house of Ackermann, that 
is. 

There is an outside roof area 

hich can be used for summer 

indigs in the open air, with 
hts strung if an organization 
ants to use them. The light bill 


is also on the house of Acker- 
mann. 

There is no charge—ever—for 
the use of the Green Room. Al- 
though organized activities are 
the rule, on two occasions the 
room has been loaned out for 
wedding receptions. 


What’s Ahead 
(Continued from page 91) 


We may as well admit it: most 
dealers have been forced to offer 
discounts to meet competition. 
Nearly everyone who comes to 
buy expects some sort of discount 
from an appliance dealer. But 
imagine a person shopping around 
for a discount on a well-known 
automobile! 

In some cases, where appliances 
need repairs within a guarantee 
period, profits are passed up by 
the conscientious dealer who must 
maintain a reputation. Most deal- 
ers can ill afford discounts, and 
they are not very palatable any- 
way, since they smack of favorit- 
ism and shady dealings. 


The other day I received a cata- 
log of various household items be- 
ing sold by a firm on a mail-order 
basis. I found an appliance list- 
ed at a price below what I had 
paid to a wholesale house in At- 
lanta for the same appliance, a 
name brand item. Such a catalog 
apparently is available to almost 
anyone, as one of my acquaintan- 
ces, who is not a merchant, told 
me he planned to buy three elec- 
tric deep-fat fryers from this firm 
at wholesale. 

If anything goes wrong with the 
fryers, I may get the repair busi- 
ness, but I could not meet the 
wholesale price. More of this mail 
order business could end sales of 
independent appliance dealers. Do 
manufacturers want independent 
dealers to give up selling and con- 
fine themselves to repairs? 

An answer to this problem of 
the mail order wholesale house 
occurs to me. If manufacturers 
wish to sell to them, why don’t 
they at least force the mail order 
house to sell the appliances under 
their own brand names, as some 





: 





INCREASE YOUR PROFITS 


Q UAL ITY buy direct from manufacturer 
FIXTURES Ghossands af Sutisited Weere ts UA. ond Conede 


The Precision sump pump is built entirely of stainless 
<< steel, bronze and aluminum alloy, has a totally enclosed 
eg PE eee ——4 DEALER COST F.0.B. NASHVILLE 

At in, discharge 1,600 G.P.H..............005 $0.58 


dust and moisture proof motor with built-in float switch 
\ \/6 P.—i 
: ee fe WiPmtv% te, discharge S.000 G.PLHo. 2020 $42.50 
owes 


GLATTHAR 
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—assembled completely and ready to operate. Equipped 
with plug-in cord. Does not require special wiring. Guar- 
anteed for one year. 


£0. 


and overload protection. Sealed motor ball-bearings and 
Oilite pump shaft bearing will never require additional 
lubrication. Lifetime non-sticking float easily adjusted 
to suit depth of any sump. Every pump tested thoroughly 
Order direct by check or money order or write for further 
information. Manufactured by 
PRECISION PARTS CORPORATION 
Nashville 7, Tennessee 


No. 1514 














CT/ PROPERLY TRAINED MEN 
HAVE THE “KNOW HOW" 
PRACTICAL SHOP TRAINING 


| 

| 

No. 1526 | 
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ELECTRICITY, MAJOR APPLIANCE | 
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| 


Write today for your copy of 
Glatthar’s 1950-51 Catalog. 


Service, Maintenance, Installation 
Write for Catalog ESS—Veterans ask about GI Training 
Manufacturers, distributors, ete., when you need 
TRAINED men contact CTI Placement Bureau. 
COMMERCIAL TRADES INSTITUTE INC. 
of Alabama 
200 South 20th St., Birmingham, Ala. — Phone 7-0555 | 
Member: Southern Association of Private Trade Schools 


while critical materials are 


available. 


Certain territories wii - gs ors and jobbers. 


| 

| 

| 

o 

x | 
immediate orders can be filled, ane ; | 
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THE GLATTHAR ‘Lighting COMPANY 


949 East 72nd St. Cleveland 3, Ohio 








ELECTRICAL SOUTH for FEBRUARY, 1951 





retail mail order houses do? It 
was disheartening to see that the 
prestige of high-grade manufac- 
turers stands behind this mail 
order house selling at wholesale, 
as well as the independent deal- 
ers selling at retail. 

“I can get it for you wholesale,” 
is heard too often in the land. 

I will readily admit that these 
problems I have presented may 
iron themselves out to some ex- 
tent during a wartime period, but 
many appliance dealers who plan 
to continue in business are in- 
terested in the long-term outlook. 

In conclusion, I would like to 
point out that several manufac- 
turers are becoming more strict 
concerning franchises and are 
realizing that the thorough-going 
independent dealers are among 
their best friends. They are try- 
ing to correct the abuses I have 
pointed out. To them, independ- 
ent appliance dealers are grateful. 
We hope the abuses can be elimi- 
nated on an industry-wide scale. 
It is a matter of life or death for 
the independent dealership. 


Small Repair Jobs 
(Continued from page 97) 


“I charge enough to more than 
cover cost of the materials used, 
plus something for my time. But, 
I have not turned away a poten- 
tial customer by giving him the 
impression I can only do certain 
work.” 

An offended customer may give 
friends and neighbors the impres- 
sion that the shop that would not 
take his repair work is incompet- 
ent. And in the next breath he 
names one that is competent. The 
natural reaction of the listener is 
to try the one that was so highly 
recommended. 

“Often,” said Walt, “a cus- 
tomer comes dashing in with a 
rush job. Maybe it is a toaster 
needing a new element. If I 
don’t happen to have that parti- 
cular one, I'll silver weld the old 


” 


equipment is a big asset. Many 
parts are cast. The casting is 
sometimes made of “pot metal,” 
or what is referred to as white or 
soft metal. 

“It’s easy to weld,” said Walt, 
“and after it has been dressed 


down and painted, the weid is un- 
noticeable. And the weld will be 
the strongest part.” 

Just before Christmas, the local 
Y.W.C.A. brought over several 
strings of Christmas tree lights to 
be tested. Walt made no charge. 

“It was only a couple of days 
later,” said Walt, “that the direc- 
tor came in and bought $15 worth 
of light bulbs. And she wants 
me to do some work on the elec- 
tric ranges.” 

Walt does not sell any major 
appliances, but he does the serv- 
ice work for several other local 
outlets who do sell them. This 
of course, brings in added reve- 
nue. 

Across the country there is a 
rage for converting everything 
and anything into an electric 
lamp. Walt has made lamps from 
wooden shoes, hotel - lobby - size 
spittoons, glass receptacles den- 
tists use to drop waste matter in, 
and also expensive and rare vases 
and figurines. 

Walt buys most of these acces- 
sories from a supply house. But 


sometimes, due to the freakish 
lamp base that is to be used, he 
has to design and turn out a lamp 
base on his lathe. Whatever the 
job calls for, he’ll complete it. 

“The worst thing that can be 
done,” Walt concluded, “is to turn 
a customer away without doing 
anything for him. For he will 
judge you by what you confess 
you can’t do quicker than he will 
by what you have done. On any 
job, I quote what it will cost for 
me to do the job. Then I let 
the customer decide for himself 
whether he wants to buy a new 
one. I never try to make up my 
customer’s mind for him.” 

As this is being written, Walt 
has a nice stock pile of fans to 
work on at odd times, because the 
fans will not be called for for five 
or six months. 

In the meantime, he can take 
care of the rush and current work 
and keep busy. In this business, 
as in most others, it is the steady 
business rather than the spurts 
that adds up to that nice year’s 
total dollar volume. 
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WIND-WAY 
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DISCHARGE 


BECAUSE: 





ELECTRICAL SOUTH for FEBRUARY, 1951 


attic ventilation 


WIND @ WAY 


It is designed to fit ANY type building EASILY 
Installation costs, time and effort cut down to a minimum 
WIND-WAY merely sets on the floor of the attic or 

the trim of the well hole. It is NEVER fastened 

in any way, yet it moves the greatest amount of air 
quietly with absolutely NO noise or vibration 
WIND-WAY sells “on sight” to people who recognize it 
es o simple, foolproof, superior fan 


ET. 
OW. —W— FAN AND VENTILATOR CO. 
SF —= 531 St. Joseph St. New Orleans! 2, Lo. 





more than ever 


CONSUMERS 
DEMAND 
QUALITY 


SELL PROVEN, 
LONG-LASTING QUALITY 


recommend 


EVERY PURPOSE 


WIND-O-VENT 
FANS 


Long-term quality makes the 
difference—at the point of 
sale, and through the years 
thereafter in trouble - free 
service. REED Wind-O-Vent 
Fans feature ease of installa- 
tion, good looks, powerful 
air delivery, quietness—and 
there’s a size to fit every home. 
Sell quality—sell REED! 





entilation fan engineering know- 
w helped develop this “lay-down” 
pe REED Attic Fan—in answer to 
msumer demand,’ All the REED 
tures: dependability, quietness. 
wer, trouble-free service, and of 
urse, sizes to fit all requirements. 


This year, more than ever, sell proven, lasting 
quality—recommend REED for every type of 
fan installation. REED window, attic, portable 
floor fans and industrial types have the stamp 
of proven service on their label. 


Dealerships open in certain localities. Extensive 
advertising cooperation. 


REED UNIT-FANS, INC. 
1001 St. Charles Ave. 
New Orleans 8, Lo. 


Please send me catalogs, prices and other 
information about Reed Fans. 

Nome. 
Addr 
City 
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A WORD 


Electrical Manufacturers 
again eye South-Southwest 


as nation’s top territory / 


Pe coRDs . 
This market accounted for nearly 40% of : CORD Sak 
all major appliances sold in 1950. Market's Feat 
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alti -mela= cified by foremost 


NEMA reports covering the first three 


— 


= AAA 


els} olitelite an Their 


over-all 


ISFACTION to 


quarters of 1950 show tremendous activity 


in all electrical lines down South. 40°, of 


— Dobbbree bb 


the country’s total sales of refrigerators and 
ranges! More than a third of all water d profitable “footage 


. e ess. Write for catalogue 
heaters and home freezers! Small appli- 


ances also boomed; ss did wiring, illumi- CORNISH WIRE COMPANY, nc 


nating and rural electrical equipment. 50 Church Street, New York 1, N. ¥ 


Solid foundation for the lush sales was a 





continuation of the spectacular electrifi- 
cation program which is sweeping the entire 


South and Southwest. 


During periods of market expansion it is 


more essential than ever to keep abreast 





of changing conditions by reading your own 





business magazine. If your subscription to 





AUTOMATIC 
ELECTRICAL SOUTH is about to expire SHUTTER 
send i snewal at once. The small WITH ALL THE 
end in your renewal a ; snail 


cost will repay you many times over in 





money-making and money-saving ideas. 
z FRONT VIEW—CLOSED 


\ 
s@v.\ ® IT TAKES THE LOAD OFF THE FAN! 
i A Was : : Aluminum louvers open fully, permitting capacity fan 
2 al \ p oe 7° = reinforcement strip adds strength and 
\ iong life to the louvers, assures quiet atio d fect 
- > \ Electrical counterbalance, prevents rattling. Deep Fete poled shatter 
\ from high winds. Tie-rod, brackets and bearings inside frame, 
South not exposed to weather. Special finish resists corrosion. Many 


\ other features. 
\ WRITE FOR NEW AIR-FLO CATALOG 43-B 
| 806 Peachtree St., N.E. Illustrations and details of the complete Air-Flo line. 
Atlante 5, Ga. 








Air Conpitioninc Propucts Co. 


2340 W. LAFAYETTE BLVD. + DETROIT 16, MICH. 
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Signal’s complete line of fans is your answer to 
better sales in 1951! Backed by more than a half 
century of experience in the manufacture of elec- 
trical equipment, the Signal line sells fast and stays 
sold. 

New models and time-tested standard equipment 
are combined to offer you the best of 1951 fan 
selections. The Signal line means more sales for 
you . . . more satisfaction for your customers! 


Here are four of the | 
many models available 
in the outstanding 


Signal line. 


MODS L CW-100 CEIL- 
ING OR WALL FAN—60 
cycle, 744" blade, 480 C.F. 

« 3-speed controller 
available. 


MODEL 1649 DESK FAN— 
0 74. 16" nnn, , . 


delivers 1250 
opalescent Windsor oan 
finish 


MODEL V-520A VENT FAN- 
60 cycle, 20° blade, delivers 
3300 C.F.M., 3-speed control- 
ler available. 





WR-202 WINDOW ee 

60 cycle, 20° blade, 2-speed » 

owe on panel, delivers 2200 
C.F.M., reversible. 


oe SONAL Dieu UPC Lae a 


Signal Electric Manufacturing Co., M i Michig 





1 want to increase my sale of fans! Send me complete information and 
discount schedules on Signail's 1951 Fan Line now. 


I am— (check one) (| Dealer* () Distributor 


Name 
Address 


City... a i 


*If dealer, please give name «nd address of your distributor 


SIGNAL ELECTRIC MFG. CO MENOMINEE, MICHIGAN 


118 





The Advertiser's Index is published as a convenience, and not as « 
part of the advertising contract. Every care will be taken to Indes 


correctly. No allowance will be made for errors or failure to tneert 
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Hoover Co., The 

Kisco Co., Ine. 
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Landers, Frary & Clark 82 and 
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Lint, Clyde W 
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M & W Electric Mfg. Co., Inc 

McGill Manufacturing Co., Inc 

Marcus Transformer Company 
Ine 

Mitchell Manufacturing Co 

Monitor Controller Co 

Motorola, Ine 78 and 

Murray Mfg. Co 

Murray Co. of Texas, Atlanta 


Ga 
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National Electric Products Corp 


Cc 


Okonite Co 


Paranite Wire and Cable 
Paulding, Inc., John 
Penn-Union Electric Corp 
Perfect Line Mfg. Co 
Pittsburgh Reflector Co 
Precision Parts Corp 
Proctor ‘Electric Co 
Pryne & Company 
Pyle-National Co 


Reed Unit Fans, Ine 
Regina Corp., The 
Revere Electric Mfz 
Robbins and Myers 
Rome Cable Corp 
Russell & Stoll Co 


Sangamo Electric Co 


Schwitzer-Cummins Co 

Signal Electric Mfg 

Simplex Wire & Cable Co 
Southern Electrical Corp 

Square D Co Inside Back Cover 
Sta-Brite Fluorescent Mfg. Co. 64 
Steel City Elec. Co 19 
Stewart, S. J. (Electric) 115 
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Swain & Bridge ° 
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United States Rubber Co., Ince 
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looks and to sell. Priced right. A 
generous assortment of sizes 
and types that people want. Over 
fifty models. All will deliver lots 


of air, quietly and for long years. 


A WONDERFUL NEW my a : 
REVERSIBLE WINDOW FAN : - } Excellently built. 
4 A BEAUTIFUL, HANDY, : ; 
LOW PRICED PORTABLE FAN << You cannot tie up with a better 





prospect for profits. 








CABINET FANS—WINDOW OR FLOOR Too Spbaty ee we 
MODELS that >= . coantingel towers, 
HIT THE BULL'S-EYE pF) y DousLE INLET... 


; DIRECT DRIVEN 
FOR HOUSING, HOMES, UTILITY UNITS. 5” to 


INDUSTRIAL JOBS. : 25” wheel diameter, 


A HELPFUL CATALOG BL & > ae Seamed, 


tra. trong, top delivery, 
FOR YOUR ARCHITECT si 7 a Seaton. bie 
AND BUILDER FRIENDS. By patigg: 














SCHWITZER-CUMMINS COMPANY 
VENTILATING DIVISION 
INDIANAPOLIS 7, INDIANA 
ENGINEERS AND MANUFACTURERS 


of Fine Font, 5, years 





PRACTICAL, 
PLEASING 
SELLING 
FEATURES 
you will want to 
know about. 


Send for literature. 


CEILING PACKAGE UNITS 
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oa wee 7 IN AN 

mst WOW 

DEQU ATE INVENT 3 

ro) ar 

Qu ALITY PRODUCT 

superior % conto Vornado, acclaimed by millions for i 
outstanding beauty, is the 

most wanted fan in America. Adequate Oi lace 

is your best investment. 


Sutton 


6¢Dear Mr. Dealer 


Since Vornado’s first appearance on the market it has been the policy of The 
O. A. Sutton Corporation to manufacture a product of the highest quality with 
the greatest sales potential and profit incentive for Vornado dealers 


This policy will continue even though the channeling of raw materials to the 
military effort unquestionably will require a substantial reduction in the quantity 
of Vornado Air Circulators produced. 


Your distributor has an adequate inventory of Vornados now. May we suggest 
that, as usual, you anticipate your season’s requirements and place 

your order with him early. With Vornado’s dating plan it costs you 

nothing to provide for your full share of Vornado sales and profits 

this year. 


A Complete Product Line f 


TURNABOUT PEDESTAL 
staal ti WINDOW FAN 


TURNABOUT 
. CASEMENT 
eee WINDOW FAN 


TABLETOP 
TURNABOUT 








fo aa 
2 on oo oe 



























































pp 














































































































Sane 


7 
r 









































Lift ooo 





! ) ee ee 


i 


' 


THe 


| 
4 


HTT 














«« Off-the-Shelf” Selection! 




































































Se ee 


New interchangeable Hubs for Square D 
raintight enclosures solve the problem of more 
flexibility in stocking and installation. Customer re- 
quirements can now be filled with “off-the-shelf” 
selection of the right hub size for any enclosure 
without excessive inventory. 

Type RO raintight devices have extruded open- 
ings, threaded for interchangeable hubs. Any one 
of several sizes can be quickly screwed into place. 
Threaded joint eliminates need for grounding strap. 
When no hub is required, a closing cap can be use 
to seal the opening. 
Type R enclosures without openings remain avail- 
able for those areas where hubs are not used. 
All raintight enclosures with interchangeable 


hubs are Underwriters’ approved. 


Wrute for Bulletin 6100. Address: S$ 
6060 Rivard Street, Detroit 1 


quare D Company, 
1, Michigan. 


ASK YOUR ELECTRICAL 
4 = 





: SQUARE D COMP 


a a 





DISTRIBUTOR FOR SQUARE D 


ANY CANADA LTD., TORONTO « SQUAR 








Hubs, in %4”, 1", 14", 
1%" and 2” sizes, fit 
tapped openings in top 
endwall of Type RO rain- 
tight enclosures. 





Closing caps and hubs 
ore seporately packaged 
—ten of each size or type 
in a carton. 


PRODUCTS 


E D de MEXICO, $.A., MEXICO city, 0.F. 
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INTERLOCKED-ARMOR 
CABLE 


Pillars, I-beams, piers, partitions, and other obstacles often 
interfere with the installation of new plant power circuits. 
Result? Expensive drilling, channeling and tricky layouts... 
extra plant downtime . . . increased over-all installation costs. 

However, there is a simple low-cost solution—time-saving 
General Electric interlocked-armor cable with the famous 
No. 1799 varnished-cambric insulation. This self-protecting 
cable was specifically designed to facilitate installation of plant 
power circuits in difficult locations. A ready-to-install cable 
assembly, G-E interlocked-armor cable may be readily bent 
around obstructions. It can be strung over long runs without 
pull boxes. It need merely be laid up on existing beams or 
hung with wire brackets. 

There’s no further protection to fuss with. No complicated 
layouts to plan. No wire pulling. In some cases, you can actu- 
ally save up to 50% on time, 70% on weight, and—at the same 
time—get improved circuit voltage regulation, through closer 
spacing of conductors. Investigate G-E interlocked-armar cable 
on your next power installation—it may pay you big dividends. 

For complete data on General Electric interlocked-armor 
cable, write to Section W3-224 Construction Materials Depart- 
ment, General Electric Company, Bridgeport 2, Connecticut. 


GENERAL 


How one manufacturer solved a difficult installation prob- 
lem through the use of flexible interlocked-armor cable. 
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General Electric interlocked-armor cable runs around 
obstacles — nerds no special installation techniques! 


ELECTRIC 
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